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How fo hit 
what you cant see 


Might as well try to hit big-league pitching in a 
blackout as to set out to whack a nematode. For 
nematodes are no larger than these dots . . . and live 
unseen in the soil. But while you don’t see these 
microscopic parasites, it’s only too easy to spot the 
damage they cause. 

Striking at the roots of cotton or tomatoes, straw- 
berries or potatoes, or just about any plant that 
grows, nematodes sap the vigor of the crop and 
many times completely destroy it. To help growers 
hit back at these tiny worms, Shell Chemical devel- 
oped Nemagon® Soil Fumigant. Applied to the soil, 
this remarkable nematocide changes to a gas... 
penetrates the earth with a vaporous barrage no 
nematode can escape. Yet it is harmless to most 
living plants. 

Developing soil fumigants that enable farmers to 
protect their crops is one more way Shell Chemical, 
with its pesticides and fertilizers, safeguards the 
roots of a land of plenty. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 


the SUGIF man 


by his complete line of bearings! 


He offers you the most complete line of balland ___ backed by versatile application engineers and 
roller bearings available— many thousands of __ bearing designers. 
sizes in all. No one else can fill your needs so If you’re getting anything less than depend- 





completely! able bearing delivery or service, call in the 
He offers expert help with any kind of bearing SSF man today. He'll show you how efficient 


problem, too. For he’s a specialist himself—who’s and economical buying bearings can be! —_ 5920 


EVERY TYPE-—EVERY USE 


okKF. 


a SKF INDUSTRIES. INC.. PHILADELPHIA 32. PA. 
Spherical, Cylindrical, Ball, and “Tyson Tapered Roller Bearings 


* REG. UV. 6. PAT. OFF. 


1 
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When you think | 

















of ‘product development 


think of brass... | | 

















‘especially Western Brass. FI : 











it’s “tailor-made” for each job. 
| 
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WESTERN IS A TRADEMARK 


* Sheet and Strip Specialists in Brass and Copper * 


THE MAN FROM WESTERN IS ONLY A PHONE CALL AWAY 


MILLS: East Alton, Il!., New Haven, Conn. e SALES OFFICES: Boston e Chicago Cincinnati « Cleveland « Dallas « Dayton « Decatur, Ga. « Detroit 
Grand Rapids « Indianapolis « Long Island City « Los Angeles « Milwaukee » New Haven « Philadelphia « Rochester * Rockford, Ill. » Saint Louis 
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B.EGoodrich 


Rock ’n’ roll 


Getting tons of rock up a steep incline 
to the top of a building (see picture) 
was causing plenty of trouble at a 
Pennsylvania quarry. The angle is too 
sharp for a regular, smooth-surfaced 
conveyor belt. The rocks would have 
tumbled back down faster than the 
moving belt could carry them up. It 
looked for a time like the incline angle 
would have to be reduced—a longer, 
more expensive conveyor used. 

But after discussing it with a 
B.F.Goodrich distributor, plant engi- 
neers decided to try a special kind 
of conveyor belt developed by 
B.F.Goodrich. This ‘‘Riffle Grip’’ belt, 


as it is called, is made with a series of 


extra-tough rubber ridges molded into 
the cover. The tread that these ridges 
form holds the rock in place. 

This B.F.Goodrich belt was tried, 
and it works perfectly. It takes some 
500 tons of rock an hour on the long, 
steep ride up to the crusher. There's 
been no slipping, no sliding, no prob- 
lems of any Rind, 


Logging a record 
At a Pennsylvania paper plant, big logs 
roll down a chute and crash onto a 
conveyor belt. They land edgewise, 
endwise, flat, any way they happen to 


tumble out of the debarking drum. 
Ordinary belts were often cut; the 
fabric.soon weakened. 

Then a B.F.Goodrich distributor rec- 
ommended a B.F.Goodrich cord belt. 
That was four years ago. The belt 
lasted longer, carried more logs than 
any belt ever used before. Paper com- 
pany officials were so pleased that the 
distributor recently sold them a second 
B.F.Goodrich cord belt exactly like 
the first. 


Caution on curves 

A coal mine in West Virginia has a big 
cone-shaped tank where coal is washed 
in water and sand. Carrying the sand 
and water to the tank are 42 lengths of 
B.F.Goodrich rubber hose. The chief 
engineer knew that if metal pipe were 
used it would wear through at bends 
and curves in no time. The B.F.Goodrich 
hose will last six or seven years—many 
times longer than pipe. 


Clean haul 


A manufacturer of laundry equipment 
designed a conveyor to carry wet cloth- 
ing from a large hotel-type washing 
machine to an equally large clothes 
dryer. Several kinds of conveyor belts 
were tested on the unit, but the 
B.F.Goodrich “Griptite”’ belt was the 





Hurrying upstairs with a mountain of rocks—see Rock'n’ roll” 
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SUCCESS STORIES 


B.F.Goodrich distributors helped these customers cut costs. Can they help you? 


only one that would carry the wet 
clothing up an incline and keep it from 
slipping back into the bin. This is the 
same B.F.Goodrich belt that’s so suc- 
cessful at carrying all sorts of packages 
up and down steep inclines. 


Feat of clay 
Aclay-products company in Mississippi 
was using an elevator belt to carry wet 
clay to dryers. The clay is so heavy that 
the buckets loaded with it kept work- 
ing loose from the belt, lodging in the 
elevator framework, causing many 
hours of downtime. Belts lasted less 
than six months. 

Then a B.F.Goodrich distributor sold 
the company a B.F.Goodrich elevator 
belt made with Nyfil fabric. Because 
this belt is so much stronger; buckets 
can’t pull out any more; belt life is 
more than doubled, may be three or 
four times as long. 

Customer not only made great sav- 
ings in downtime and belt replacement 
costs; he actually paid less for the 7-ply 
Nyfil belt than he had been paying for 
8-ply cotton belts. 


New product 


Abrasion-resisting sheet rubber. 
B.F.Goodrich “Armorline”’ is an adhe- 
sive-backed rubber sheeting material 
for lining chutes, launders, other equip- 
ment exposed to abrasion. Can also be 
used to patch worn places in rubber 
belting. Special cement furnished 
by B.F.Goodrich provides a tight 
bond. Application is easy; requires no 
expensive equipment. 


New catalog 


Link V belting. Catalog No. 1725 
describes B.F.Goodrich link-type V 
belting, which can be joined by hand 
in any length needed. Belting can be 
installed in minutes without disman- 
tling a drive. Sizes to fit all standard 
sheave grooves. 


For more information 


For full information about any product 
described on this page, see your 
B.F.Goodrich distributor or write 
B.F. Goodrich Indu trial Products Co., 
Dept. M-566, Akron 18, Ohio. 


B.EGoodrich 


industrial 
rubber products 





























Presenting a NEW 
Vogt Blue Book 


CATALOG F-10 


Catalog F-10 is the one 
source for the most 


—e)-icj 429 eee ae complete line of forged 


steel valves, fittings, 
flanges, and unions 
VALVES ° FITTINGS available to industry. 
Its 432 thumb indexed 
om aU, Pe) eer. ed B- pages feature new 
types and trims to best 
REFRIGERATION SECTION INCLUDED meet severe fluid and 





gas handling duties at 
all temperatures and 


pressures. 


A copy of this new 
catalog is available to 
you. Please send your 





request, on your 











company letterhead, 
to Dept. 24A-FPM. 


Leading petroleum refineries, petro-chemical and quem wer tatenate 
chemical plants, and power plants get top Shoes) Geecestonn, Petsceem 
performance with safety from Vogt forged steel SF Refinery and Chemical Plant Equipment, 


aoe . Heat Exchangers, Ice Making and 
valves, fittings, flanges, and unions. Refrigerating Equipment 
« 


HENRY VOGT MACHINE COMPANY 
LOUISVILLE, KENTUCKY 
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ANOTHER GOODYEAR DISTRIBUTOR FOLLOWS THROUGH! 


Extends slurry-line life by 24 times 


A Goodyear Distributor and a G,T.M. — Goodyear 
Technical Man — are quite a team. When they get 
together, tough problems fade — fast. 


Take the trouble with the coal-dust slurry line at this 
Pennsylvania coal-cleaning plant. Even the heaviest 
steel pipe was quickly eaten through. In fact, 71 days 
was the longest service. Then there’d be another shut- 
down — another expensive replacement. 


But that was before the Goodyear Distributor-G.T M. 
team took over. Their suggestion: a special abrasion- 
fighting hose, engineered for just such operations. 
Result: that hose has done the job for more than 





4 years at last report—has outperformed the heavy 
pipe 24 times over. 

And that’s typical. Time after time — in plant after 
plant — the Goodyear team has proved that years of 
trouble-free service is only a matter of the right 
recommendation of the right industrial product. 


So next time you have a profit-eating situation like 
this, check it with your Goodyear Distributor and his 
G.T.M. You'll find them listed under “Rubber Prod- 
ucts” or “Rubber Goods” in the Yellow Pages. Or you 
can write Goodyear, Industrial Products Division, 
Akron 16, Ohio. 


GOODYEAR INDUSTRIAL PRODUCTS 


Gp) - Specified 








THE GREATEST NAME IN RUBBER 
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> THIRD QUARTER BLUES—tThat’s what 
will probably be in store for metal and rubber 
suppliers this year. With the rash of strike- 
hedge buying now under way by purchasing 
agents, buying will probably be cut down in the 
third quarter even in the unlikely possibility 
that there are no strikes. Many P.A.’s will be 
overstocked and will start living off inventory. 


> AND NOW INSTRUMENTS—P.A.’s— 
who’ve seen leasing and rental plans extend 
their grip to heavy equipment, buildings, and 
rolling stock—can now rent laboratory instru- 
ments. General Electric Company is renting 
13,000 instruments, from voltmeters to large 
recording devices, mostly for short-term use. 
Monthly fees range from $1 to $96. 


® MORE VOTES FOR TOGETHERNESS— 
Just about every major business organization 
has come out against the long pending proposal 
that would require large corporations to notify 
the government of merger plans. Among those 
that have voiced their dissent are: U.S. Cham- 
ber of Commerce, National Association of 
Manufacturers, National Coal Association, 
American Mining Congress, Transportation As- 
sociation of America, Independent Petroleum 
Association, and American Paper and Pulp 
Association. They feel government approval is 


Purchasing Previews 








For the P.A.'s Hot File .. . 


What can you do about the increasing 
costs of hauling freight? The purchas- 
ing agent for a leading manufacturer of 
ink, glues, and pastes thinks he has at 
least a partial answer. He plans to 
switch from glass containers to plastic. 
Although the plastic bottles cost more, 
the P.A. figures he’ll more than make up 
the higher price. How? He'll be paying 
considerably less freight on the light- 
weight plastic containers. 











unwarranted interference with private enter- 
prise. 


® COMPONENT BUYING TIPS—Here are 
some tips from the National Screw Machine 
Products Association on purchasing component 
parts: Order in larger quantities and the sup- 
plier will absorb many of the extra tooling 
costs. Have sufficient lead time in order to 
eliminate multiple setups by the vendor. Make 
sure that engineering blueprints don’t specify 
dimensions which add unnecessarily to the final 
cost of the part. (Turn Page) 


Seasonally Adjusted New Order Index Industrial Supplies and Machinery 


300 





Se & —s 


The February index of 
industrial supplies and 








SEASONALLY ADJUSTED NEW ORDER INDEX 
IMDUSTRIAL SUPPLIES AND MACHINERY 
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machinery rose 8.6% 
from the previous month 








eng | | 
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to 202 (July 1948=100). 
The seasonally-adjusted 
new order index is now 
only 19 points below the 
pre-recession high, ac- 
cording to the American 
Supply and Machinery 
Manufacturers Associa- 
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SE /IISTORIES 


Extra small, single row 
ball bearings with 
shields are capable of 
resisting combined radial 
and thrust loads. They 
offer accurate position- 
ing of small shafts 
requiring bearing bore 
diameters from 4 to 9mm. 


Photo: Courtesy Westinghouse Electric Corp. 


Vacuum Cleaner Moror Monvfaciurer 
Curs Unit Cost 21¢ With SN&» Bearing Design! 


CUSTOMER PROBLEM: 


Cut vacuum cleaner motor production costs, 
yet maintain present high efficiency. 


SOLUTION: 

N/D Sales Engineer suggested design modifi- 
cation using smaller bail t bearings ... New 
Departure high volume prelubricated, shielded 
bearings. Extensive testing in New Departure’s 
laboratories proved that these smaller pre- 
cision bearings, along with maintaining high 


efficiency, improved 


uality and provided 
quiet motor operation. 


e bearings accounted 


- for a 21c per motor savings in vital part costs. 


What’s more, they gave accurate, long life 
positioning of rotor shaft under all load 
conditions and mounting positions. 


When it’s a question of maintenance-free high 
volume ball bearings for electric motors... and 
rhaps a cut in production cost, contact New 
eparture. For more information, write 
Department y.4, 


Replacement ball bearings available through United Motors System and its Independent Bearing Distributors 


A 


EPARTURE 


DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING ROLLS L/KE A BALL 
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Purchasing Previews 


®& AROUND THE TABLE—How many times 
have you left a conference and thought to 
yourself, “Boy, was that a waste of time!” 
The National Industrial Conference Board of- 
fers this advice to P.A.’s for holding effective 
and profitable meetings: (1) The problem 
should be real. (2) The problem should be 
specific. (3) The problem should be of common 
interest to the group. 


&> CONTROLS ON PRICES?—Price controls, 
in some form, may be coming back. While it’s 
unlikely that Congress will take any action this 
year, there is significant support in Washington 
for some type of intervention in business 
pricing policies. One proposed bill, with the up- 
coming steel negotiations in mind, requires the 
government to pass judgment on all proposed 
price increases. 


> INDUSTRIAL CHEMICALS UP—Prices of 
a number of industrial chemicals are going up 
this quarter. Among those slated to rise are: 
synthetic methanol, some grades of benzalde- 
hyde, and sodium peroxide. 





> FOR NAPA MEETINGS—Would you like a 
film for the next meeting of your NAPA chap- 
ter? The National Machine Tool Builders’ As- 
sociation in Cleveland has 147 different free 
motion pictures available. Lengths of the films 
range between 5 and 70 minutes—with the 
average about a half hour. The association has 
prepared a booklet which gives complete infor- 
mation about each of the films. 


> BRONZE CASTING APPLICATIONS— 
New industrial uses of bronze castings have 
been predicted by the Brass and Bronze Ingot 
Institute. Research at the Battelle Memorial In- 
stitute indicates these possible applications: 
agitators for automatic washers, parts and 
assemblies for electric motors, diesel engine 
gears, mail chutes, and propellors. 


> DISCOUNTS DISCOUNTED—Purchasing 
agents for states, counties, and municipalities 
are up in arms. Factory discounts for auto- 
mobile fleets have been discontinued for local 
governments, even though federal agencies still 
get the discounts. States, counties and munici- 
palities have to make their own arrangements 
with individual dealers. 


QUOTE! OCOOOOOOOEEOEOOEEOOEEOEEEEESEEEEEOESESE 





Governor Orville L. Freeman 
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“Purchasing agents now have the opportunity to cut 
their transportation costs by one-third,” according to 
Minnesota Governor Orville L. Freeman. Here’s what 
the Governor said in an exclusive interview with Pur- 
chasing Magazine: “A good rule of thumb to follow is 
—it costs $3 to ship by rail or truck compared to $1 
by water. With the advent of the St. Lawrence Seaway 
and the May 1 opening of the Port of Duluth, P.A.’s 
west of the Mississippi will have direct access to Euro- 
pean markets and to goods flowing from the markets 
on the eastern seaboard.” Governor Freeman calls the 
new seaway “America’s fourth coastline.” 
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Riege! hot mill glove in use In Kaiser Aluminum Plant 


SAFETY-CONSCIOUS KAISER 
ALUMINUM & CHEMICAL USES 


segel 
Hot Mill Gloves 


In well managed companies like Kaiser Aluminum & 
Chemical Corp., hand safety rates high in attention. 
And where safety counts, you’ll find Riegel work gloves. 


Quality is part of safety. Full protection longer... 
less danger of burns through thin spots, or snagging on 
worn holes. (And of course less time wasted replacing 
worn gloves. ) 


Here are savings made possible because Riegel 
experts fit the right glove to the job. More than 400 
styles and materials. ..8 warehouses to speed deliveries. 
For help in improving safety and reducing costs in your 
plant, call or write Riegel. 


RIEGEL TEXTILE CORPORATION - Conover, N.C. 


ASK FOR FREE CATALOG 


Green Giont extra heavy 


30-0z., 3-ply Hot Mill double quilted palm 





HOW FOUNDRY SAVES 


$90 PER MAN WITH 
iegel 
Special-Purpose Gloves 


Here’s on-the-job proof! No matter how special your 
needs are, Riegel has the righi glove. This large midwest 
foundry switched from leather-palm gloves to Riegel’s 
specialized Hot Press gloves for handling hot castings. 
They paid 15% more per pair, but got 87% more wear! 
$90 saved every year for every man! 

The men prefer Riegel’s added roominess and the thick, 
wool-content lining that gives better heat protection and 
longer wear. Riegel’s wing thumb adds flexibility. 

Riegel offers you over 400 different styles and 
materials...expert advice by industrial specialists ...8 
warehouses to speed deliveries. Write today. 


RIEGEL TEXTILE CORPORATION - Conover, N.C. 


Hot Press Gountiet\eciher ASK FOR FREE CATALOG 


index finger, tips and strap. 


Special-purpose all-leather 
gountlet. Full hand protection 


For More Information Write No. 162 on Inquiry Card—Page 32 


PURCHASING 





PURCHASING OPINION 





genes 


Sales Calls 


Purchasing agents obtain a great deal of valuable information about new 
products and techniques through the visits of salesmen. But the frequency, dura- 
tion, and subjects of these sales calls are often a sore spot with many P.A.’s. 
We asked a representative cross-section of purchasing agents a number of 
questions about their attitudes towards sales calls. Their combined answers follow: 


ce 


oe ® S a & 
S22 SS0R80RReTe S588 


Once a month 





1. How often do you feel regu- 


lar suppliers should make Twice a month 
sales calls 





Every week 





DOANE! LOE NNER 


Just about when 
you need them 





2. How frequently do most 9 
salesmen call on you Too often 





Not often enough 





Le eas 


3. How long should a routine {> minutes = mm 





sales call last 
A half hour 


to an hour 
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up to 50% LESS SPACE needed 


for revolutionary new V-belt drive 


Present V-belt drive (line drawing) 
compared with new, compact Gates 
Super HC Drive of same hp capacity 





COMPARE: Left, typical drive 

with present V-belts. Right—drive 

of same hp capacity with Gates new 

Super HC V-Belts .. . uses fewer 

belts, smaller sheaves and shorter 
PRESENT V-BELT DRIVE : center distance. NEW, COMPACT GATES SUPER HC DRIVE 


Reduces drive cost 
as much as 20% 


A major advance in the field of power transmis- 
sion, the fully proved Gates Super HC V-Belt, makes 
possible the lowest-cost, lightest-weight, most compact 
multiple V-belt drive that can be put on any machine! 

The cost of a new Gates Super HC V-Belt Drive is 











as much as 20% less than present V-belt drives of the 
Exclusive cross-section design: The precisely same hp capacity. 


engineered arched top, concave sidewalls (U. S. For detailed information on the Super HC Drive, 
Pat. 1813698) and special tensile construction 


insure full pulling power aad lenger belt life. contact your nearby Gates distributor or Gates Office 
for new booklet, “The Modern Way to Design Multiple 





V-Belt Drives.” 


The Gates Rubber Company, Denver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 
World's Largest Maker of V-Belts 


Gates Super HC V-Belt Drives 
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Purchasing Opinion 


4. Do you think salesmen should 9 
make "courtesy calls," dur- § 
ing which they don't try to 
sell but just come in to say 


5. Do you accomplish more 
with "group calls’ when the 
salesman brings his sales 
manager, vice president, or 
president along with him 


Anytime during 
business hours 


Only during 
calling hours 


6. When do you prefer to see 9 
salesmen : 


By appointment 


7. Do you make a practice of 9 
buying lunch occasionally for 
salesmen 
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on, Liberty Stoves... 


AON 


Riveting porcelain switches let 1 girl do the work of 6 


You don’t need to tie up six girls on slow, costly, nut-and-bolt assembly of THE TRS MAN’S SOLUTION 
rcelain switches to this mounting plate. You can do it on an automatic 
eter ... with one girl, low cost rivets, and no switch breakage .. . ” 

[his was the TRS sales engineer’s solution to the problem of Liberty 
lectric Co., Inc., Indianapolis, maker of fine electric table stoves. He had 
rivet and machine know-how to work out the answer . . . an answer that 
ived five-sixths of the labor. 
Let the TRS man look over your assemblies. You'll find that he has the 
wpoint of a manufacturing engineer, and an unusual knack for making 
tening simpler, faster, better. 
Of course he will recommend TRS rivets. But he will give you sensible 
isons why they are more reliable in essential qualities and uniformity. eg egy paneeed, 
ie 4 ngs g stroke TRS riveter, 
to see the TRS Quality Control Album . . . one significant result of a adjustable for precisely con- 
-year modernization of this pioneer company. Modernization of people, trolled “cushioned” setting 
licies, production and service facilities. You'll like to do business with € seehenarnt spite ip fe 


cena ‘ z -160” body diameter by 
new TRS... we'll make sure of it. 16/16” long. 





18 GA. STEEL 


Don’t Buy Riveting Machines until you learn how the TRS PAR process revolutionizes riveting 


P q TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASSACHUSETTS * TRS SALES OFFICES: Atlanta * Buffalo * Charlotte * Chicago 

Cleveland e Dallas « Detroit « Hartford « Indianapolis e« Los Angeles « New York 

Philadelphia « Pittsfield « Quincy « St. Louis « Seattle. WAREHOUSE IN CHICAGO 
See “Yellow Pages” for phone numbers. 


If it’s a Tubular Rivet TRS makes it...and Better | il T T rat 
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lr YOU'RE a buyer of alumi- 
num, here’s good news: There’s 
more than enough of the light 
metal available to fill your needs 
—and you can buy it at a firm 
price through June 30. 

Domestic primary production is 
currently running at an annual 
rate of over 1.8 million tons—the 
highest in history. Producers 
could turn out a great deal more 
metal if they wished. Primary 
capacity has steadily spiralled. It 
stood at 2,184,250 tons at the be- 
ginning of 1959 and will rise an- 
other 270,500 tons (to 2,454,750 
tons) during the year. Next year 
will see completion of additional 
lines that will add 150,000 tons to 
U. S. capacity. 

This doesn’t tell the whole story 
of domestic availability. The sec- 
ondary aluminum industry is ex- 
panding and now has a capacity 
of around 450,000 tons. Secondary 
aluminum growth will probably 
continue steadily, as more new 
scrap is generated and obso- 
lescence puts increased old scrap 
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on the market. 

Add to total domestic supply 
the ingot shipped here from 
Canada. This amounted to 213,137 
tons last year, 215,544 tons in 
1957. If supplies were ever to 
get short in the U. S. again, 
P.A.’s could take comfort from 
the fact that they have an alter- 
nate source of supply to the north. 
The two Canadian producers, who 
would like nothing better than to 
corner a bigger share of the U. S. 
market, have a capacity of 866,- 
000 tons—plus another 90,000 tons 
of partially completed capacity 
that could be brought in on fairly 
short notice. 


Another Shortage Unlikely 


However, it’s unlikely that we'll 
again see a prolonged shortage 
of aluminum in the U. S. Here’s 
why: Primary producers plan to 
keep capacity ahead of demand 
so they can make their industry 
“market oriented” instead of 
“production oriented” as it was 
a few years ago. The idea is to 


have sufficient capacity to assure 
users and potential users an ade- 
quate long term supply. 

This attitude is especially sig- 
nificant when you realize that pro- 
ducers have steadily added to 
capacity at a time when they were 
being jolted by market setbacks. 
For example, capacity was in- 
creased by 408,750 tons in 1957 
and 1958, yet U. S. consumption 
dropped from 2,057,000 tons in 
1956 to 1,919,500 tons in 1957 and 
1,785,000 tons last year. 

Aluminum producers are bet- 
ting, however, that the gamble 
will pay off. Scores of new uses 
are popping up. The two biggest 
potential markets, greater pene- 
tration of the construction field 
and the all-aluminum_ engine 
block, are just over the horizon. 

A major upswing in 1959 is out 
of the question. First quarter de- 
mand ran 20-25 per cent over the 
same period of 1958, but it wasn’t 
much over the level of last year’s 
fourth quarter—a disappointment 
to producers who had predicted 
better things. 

Forecasts peg 1959 sales as bet- 
ter than those of the last two 
years but not quite up to the 
1956 pace. E. M. Strauss Jr., 
Aluminum Co. of America’s man- 
ager of commercial sales, believes 
1959 consumption will reach a 
little over 2 million tons. His 
breakdown: construction 485,- 
000; transportation, 370,000; con- 
sumer durable goods, 250,000; air- 
craft and missiles, 12,000; elec- 
trical and communications equip- 
ment, 200,000; non-electrical ma- 
chinery, 220,000; containers and 
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Why SAN DVIK has 


so many different kinds of 
high carbon and alloyed steel 


SANDVIK high carbon and alloyed steels are 
specialized steels. Each type is fitted for a specific 
service; “custom-tailored” to meet certain exacting 
physical demands. 

Purity of raw materials, special analyses, highly 
developed techniques in processing and finishing — 
these are all factors in the production of specialized 
SANDVIK steels. 


If you have an application that calls for unusual 
physical characteristics and quality in high carbon 
or alloyed strip steel, ‘phone or write SANDVIK. 


You can get Sandvik steels 


@ In special analyses for specific applications 
@ Annealed, unannealed or hardened and tempered 
@ With bright finish or blue or yellow polished 
@ With round edges or square edges 
in a wide range of thicknesses from .001”. 


an get complete information, promptly, 
St. 
SS-24 
Write for new Sandvik brochure 
and stock lists. 





SOME SANDVIK SPECIALTY STRIP STEELS 
Band Saw Steels « Camera Shutter 
Steel « Clock and Watch Spring Steels 
Compressor Valve Steel » Doctor Blade 
Steel - Feeler Gauge Steel + Flapper 
Valve Steel + Knife Steels » Matrix Band 
Steel » Needle Cutter Steel + Piston Ring 
Segment and Expander Steels » Razor 
Blade Steel + Reed Steel « Shim Steel 
Shock Absorber Steel + Sinker Steel 
Spring Steels + Textile Steels » Vibrator 
Reed Steel 








SANDVIK STEEL, INC. 


1702 Nevins Road, Fair Lawn, New Jersey 
Tel. SWarthmore 7-6200—in N. Y. C.: ALgonquin 5-2200 


Warehouses: Fair Lawn, N.J. ¢ Cleveland « Los Angeles 

_ Branch Offices: Cleveland © Detroit * Chicago * Los Angeles 
SANDVIK CANADIAN LTD., P.O. Drawer 1335, Sta. O., Montreal 9, P.Q. 
Works: Sandviken, Sweden 


For More Information Write No. 165 on Inquiry Card—Page 32 








Purchasing Previews 


Special Industry Report: 


packaging, 110,000; and miscel- 
laneous, 300,000. 

If ’59 consumption hits this 
mark, producers will have to 
make liberal contributions to 
their already substantial inven- 
tories if they continue the cur- 
rent rate of production. They’re 
also feeling the effects of the end- 
ing of the government stockpile 
program, which took an estimated 
345,000 tons last year. Only 
Reynolds Metals Co. and Harvey 
Aluminum Inc, can still tender 
modest tonnages to Uncle Sam 
under the “put right” agreements. 

This means the competitive 
scramble to sell aluminum will 
continue throughout 1959. It’s a 
time when P.A.’s can be certain 
of getting those little extras: good 
service, delivery when you want 
it, and engineering assistance. 


Higher Prices in Fall 


You can be prepared for higher 
prices in aluminum pig late in 
the summer of early fall, with a 
corresponding across - the-board 
hike in mill products. Until then 
you have nothing to worry about. 
Here’s why: 

Last December, a primary pro- 
ducer sent a letter to customers 
announcing that its 60-day price 
protection clause on new orders 
would terminate on Dec. 31. But 
it said that it would ship ingots 
at the current quotation through 
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Plenty of Aluminum To Go Around 


1935.... 
1956.... 
WEF 020 
1958.... 
1939*... 


U.S. Primary 


(in tons) 


U.S. Primary 
Output Capacity 
1,565,721 
1,678,954 
1,649,013 
1,565,556 
1,827,000 


1,609,200 
1,775,500 
1,839,000 
2,184,250 
2,454,750 
2,604,750 


*Current rate of production 





June 30 if orders were placed 
before the Dec. 31 deadline. The 
other producers immediately be- 
gan making counter guarantees— 
and before the smoke cleared 
away, consumers were assured of 
a stable price for all products or- 
dered and shipped before July 1. 

Don't expect producers to take 
any price action before labor con- 
tracts expire on Aug. 1. They 
don’t want to give the unions any 
extra bargaining strength. As it 
is, the industry is sure to get 
slapped with higher labor costs, 
which means that buyers will 
have to pay more for their metal. 

Producers have an added in- 
centive to raise prices: They’re 
getting less for their metal now 
than they were in the fall of 1958. 
The reason: intense competition 
within the industry triggered a 2 
cent a pound price drop Apr. 
1, 1958. The industry recouped 
a little in August when it bumped 
the pig quotation 0.7 cent a pound, 
but this increase wasn’t even 
enough to compensate for the 19- 
cent-an-hour wage package which 
went into effect then. 

No one knows just what the 
aluminum unions will ask. They'll 
probably take their cue from the 
steel settlement. One thing is cer- 
tain, however, The industry’s go- 
ing to fight any demand it thinks 
is excessive. 

Whether or not this would lead 


to a lengthy strike is debatable. 
A. A. Snow, director of the alum- 
inum and magnesium division, 
Business & Defense Services Ad- 
ministration, doesn’t think it will. 
He says: “I am, personally, doubt- 
ful under existing conditions that 
a prolonged strike would be al- 
lowed to take place in the alumi- 
num industry. As a growth indus- 
try, aluminum cannot afford nor 
tolerate snything that would stifle 
its growth.” 


It's a Buyer's Market 


To sum up: there'll be few 
headaches connected with alumi- 
num purchases this year, There’s 
plenty available. Deliveries are 
good, so you don’t have to worry 
about carrying large inventories 
of raw and fabricated metal. 

You have more sources of sup- 
ply now. In 1958, Ormet Corp. and 
Harvey Aluminum came on- 
stream, bringing the number of 
domestic primary producers to 
six. | 

You can look forward to stable 
prices until August—you’ll prob- 
ably see a mild hike then. 

You don’t have to worry about 
laying in too much excess metal 
as a hedge against a strike, Pro- 
ducers’ stocks will be high 
enough to take care of demand 
for a considerable period of time 
even if production comes to a 
standstill. 
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good 
Riverside continuous casting saves . 
you production time, cuts rejects riddance 


Brass and other copper-based strip, rod, and wire from to 
Riverside produces consistently better end products for a = 
you—free of weak points that result in rejected pieces Swiss 
or whole batches. 


How do we do it? By continuous casting, a process Ch S 9 
we introduced to this country—a process that elimi- . Sd e 
nates air holes and impurities, leaving a dense, homo- 


geneous casting for better wire-drawing and other castings ! 


fabrication requirements. 


Get the full cost-saving story from Riverside-Alloy 
Metal Division, H.K. Porter Company, Inc., Riverside, N.J. 


|) ux. porTeR COMPANY, ING: 


RIVERSIDE-ALLOY METAL | | ! ili 
DIVISION | 


DIVISIONS: Connors Steel, Delta-Star Electric, Disston, Forge & Fittings, Leschen Wire Rope, Mouldings, National Electric, 
Refractories, Riverside-Alloy Metal, Thermoid, Vulcan-Kidd Steel, H. K. Porter Company (Canada) Ltd. 
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Somebody saved Yi Pon this 


But something was missing when costs for the cas- 
tellated nut and cotter pin unit were figured. The 
extra expense of field service calls; the cost of “down- 
time” to the customer; the value of your company’s 
reputation as a manufacturer. Add these factors 
in . . . then the one quarter cent for the double 
dependability of an Elastic Stop nut becomes the 
lowest cost insurance you can obtain for the protec- 
tion of your equipment and your reputation. 

No component, part or material which fails under 
the stresses of normal product performance can be 
economical . . ,no matter how low the initial cost. Fail- 
ure of the smallest part is failure of the equipment. 

Because they cannot be shaken loose . . . because 
the exclusive nylon locking insert retains original 


fastening 


locking torque throughout the most rugged operat- 
ing conditions — Elastic Stop nuts insure against 
breakdowns through fastener failure. And, because 
Elastic Stop nuts eliminate the possibility of product 
failure caused by loosened fasteners . . . they are truly 
the most economical fasteners available. 

For detailed photos showing how some of Amer- 
ica’s foremost manufacturers of heavy equipment 
have insured critical bolted connections with Elastic 
Stop nuts on such units as rock drills, scrapers, snow 
plows, off-the-road trucks . . . write to ESNA. Or, for 
first hand proof, tell us the preferred size and we'll 
send you test samples. Address: Dept. $24-415, 
Elastic Stop Nut Corporation of America, 2330 
Vauxhall Road, Union, New Jersey. 


DOUBLE DEPENDABILITY 


The dependability built into every Elastic Stop nut builds itself 
into the dependability of every product on which it is used. 


ELASTIC STOP NUT CORPORATION OF AMERICA 


For More Information Write No. 167 on Inquiry Card—Page 32 
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23” Diam. Copper Crucible for Vacuum-Melting of Steel, 
completely fabricated and machined, ready for installation. 


Copper Mold for Melting Titanium. Welding Copper Ribs on Heads for Copper Crucibles. 


VACUUM MELTING CRUCIBLES BY WELDECG 


FOR TITANIUM AND ALLOY STEELS 


We have had extensive experience in making Copper Molds, 
Jackets, and Furnaces for Vacuum-Melting of Alloys. 
Progressive producers are boosting their quality sharply by using the 
Vacuum-Melting Process. Why not investigate the possibilities? 


THE YOUNGSTOWN WELDING _ ENGINEERING COMPANY 


3805 OAKWOOD AVENUE . . YOUNGSTOWN 9,°OHIO 
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Metals of 
Tomorrow 
«+ Today! 


Vascoloy-Ramet Corpo- 
ration is a pioneer man- 
ufacturer of refractory 
metals ... making its 
contribution to America’s 
growth by developing 
special metals with ex- 
ceptional characteristics 
to meet the changing 
needs of industry. 29 years 
of V-R research, engineer- 
ing and manufacturing 
experience have produced 
the technical know-how 
built into all V-R pro- 
ducts. This same know- 
how is working full time, 
developing new refractory 
metals, to meet to- 
morrow’s needs. 


give you the jump on 
solving tooling problems 


V-R Production Engineers have worked with 

thousands of machining applications and developed 
carbides for maximum cutting efficiency on practically any 
type of job. Your V-R representative will be glad to 
show you how this cutting tool know-how can give you 
the jump on tooling problems in your plant. 

Solving tooling problems is often a simple matter of 
fitting the right carbide to the job. That’s why 

so many purchasing executives call in their 

V-R representatives whenever new tooling needs arise... 
they know that V-R can fill their needs before 

they become problems. 


URERS OF REFRACTORY: METALS ENGINEERED 


844 Market Street Waukegan, Illinois 
For More Information Write No. 170 on Inquiry Card—Page 32 
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Cabinet Committee 
To Study Problem 
Of Inflation © 


The Government’s Committee on Price Sta- 
bility for Economic Growth, headed by Vice 
President Nixon, is investigating the prob- 
lem of U.S. producers being frozen out of 
export markets because of high labor costs. 


‘the government is gathering its 
forces to fight inflation. Focal 
point of this effort is the new 
Cabinet Committee on Price 
Stability for Economic Growth. 

The possibility that this com- 
mittee will hold public hearings 
was suggested by Vice President 
Nixon, its chairman. At the same 
time, he named Allen Wallis, 
dean of the University of Chi- 
cago School of Business, as full- 
time executive vice-chairman of 
the committee. 

The hearings will be pointed 
toward three general problems: 

@ Whether U.S. products with 
a high labor ingredient are being 
priced out of export markets. 

@ How to improve produc- 
tivity as a counter to inflation. 

@ The wage-price spiral—in- 
cluding the question of so-called 
“administered prices” in some of 
the big industries. 

The true role of the new Cab- 
inet Committee is still nebulous. 
The Joint Economic Committee 
of Congress has already held a 
series of public hearings that has 
brought forward testimony on 
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prices and costs from every con- 
ceivable source, 


Pages of Testimony 


Many thousands of pages of 
such testimony have been pub- 
lished in which government, uni- 
versity and professional econo- 
mists gave their views. These 
have varied from the suggestion 
that government should control 
both wages and profits to a lais- 
sez-faire approach that the mar- 
ketplace itself is the best deter- 
minant for prices and wages. 

Some economists said that in 
some major industries, prices did 
not follow the supply and demand 
cycle. They said these prices were 
“administered” by giant compan- 
1es. 

Where the new Cabinet Com- 
mittee may prove effective is in 
marshalling public opinion in the 
event that a deadlock develops in 
the steel wage negotiations, Steel 
union chief David R. McDonald 
has already told Senator Estes 
Kefauver (D-Tenn.), who has 
been pressing the charges of “ad- 
ministrative price fixing,” that 
steel wage negotiations are none 


of his business. 

It is unlikely that either the 
steel industry or the steel work- 
ers’ union could take an arbi- 
trary position on negotiations 
with a Cabinet Committee, head- 
ed by the Vice President of the 
United States. 


Lower Level 


Working on a lower level of 
government, the Committee on 
Government Activities Affecting 
Prices and Costs, reports that 
some progress is being made. 

This committee, whose mem- 
bership is drawn from many of 
the federal departments, has been 
meeting each week for the last 
two months. Its members feel 
there is enough promise in their 
work to warrant making it a per- 
manent activity. 

What the Committee is look- 
ing at are the procedures of gov- 
ernment buying—the timing and 
the volume. Their concept is that 
as the world’s biggest single buy- 
er, the federal government is in 
an excellent position to influence 
price trends. 

Out of their sessions, the com- 
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... new, soft and absorbent 
Palmer Crossknit | 
Handifold Towels...and fine 
home quality Palmer Tissue, 
two good-will builders 


in the washroom... 


-* 


©Fort Howard Paper Company 


Fort Howard Paper Company 


Green Bay, Wisconsin 


j : ; — os 
Sales — in New York, Chicago, Los Angeles | ‘Gi Ome 2 
America’s most complete line of paper towels, lissues and napkins “ 
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mittee members expect to be able 
to develop some central policy 
that will guide the various agen- 
cies in their buying. They also 
hope to disclose possible faults in 
buying as practiced by individual 
agencies. 


e GSA Unravelling 
Red Tape in Buying 


The General Services Admin- 
istration has taken two steps to 
unravel some of the red tape of 
government procurement. 

The first is to bring together 
all the rules and procedures that 
apply to federal purchasing. This 
includes the basic rules that ap- 
ply to all government buying, 
plus the rules that are used by 
individual agencies. Some of these 
have never been formally pub- 
lished, but were put into effect 
by inter-office memoranda. 

Publishing The Rules 

All of these rules will be even- 
tually published in the Federal 
Register. In addition, they will be 
issued in the Code of Federal 
Regulations. The Government 
Printing Office will make the 
basic Federal Procurement Reg- 
ulations available in a loose-leaf 
manual at a nominal subscription 
rate. 

A second step to clarify gov- 
ernment buying is the issuance 
of a Procurement Handbook. It 
is for sale by the Superintendent 
of Documents, Government Print- 
ing Office, Washington 25, D.C., 
at $1.50 per copy. 

This handbook is in five parts 
with the titles indicating the 
scope of the book. Part I relates 
to “The Procurement Function;” 
Part II, “Procurement Without 
Formal Contracting;” Part III, 
“Purchase by Formal Contract;” 
Part IV, “Distinctive Procure- 
ments;” and Part V, “Related 
Supply Management Services.” 


e Plan "Economic NATO' 
As Western Bulwark 


A big fat phrase has been 
coined in Washington that may 
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be the prelude to a new economic 
policy. Secretary of Commerce 
Lewis Strauss suggested the need 
for an “economic NATO,” as a 
trade link among the countries of 
the free world. 

One of the purposes of this or- 
ganization would be to organize 
a solid front against Soviet price 
maneuvers in such basic mate- 
rials as aluminum and tin. Pre- 
sumably an economic NATO 
would link the Western democ- 
racies ir. a pact against buying 
materials offered (for political 
purposes) by Iron Curtain coun- 
tries at less than the world price. 

Such a compact would have to 
go far beyond a ban on Soviet 
trade tricks to suit Great Britain. 
Trade spokesmen for the British 
have been calling on the U:S. for 
more liberal trading policies. Sir 
David Eccles, president of the 
British Board of Trade, asks this 
question: 

“If the United States and the 
Commonwealth are not willing to 
set the example of maximum 
trade between industrialized coun- 
tries, and between the high-stand- 
ard and low standard countries, 
why should not the low-standard 
countries try the Communist sys- 
tem?” 

His principal criticism was di- 
rected at the U. S. quotas on im- 
ports of lead and zinc, the re- 
strictions on import of oil, and the 
refusal of the government to ac- 
cept a low bid on electrical gen- 
erating equipment by a British 
firm, The British trade spokesman 
also objected to the U. S. wool 
tariff quota. He claims that it dis- 
criminates against high quality 
British woolens and favors the 
Japanese product. 

All these examples, he says, 
demonstrate an increasing trend 
toward protectionism in America. 


e Ist Quarter GNP 
Hit $465 Billion 


The gross national product may 
have hit an annual rate as high 
as $465 billion during the first 
quarter of this year, according to 





Advertisement 


e Bulletin No. 12 


Investment 
Casting News 


From Hitchiner 


One of the main reasons why we 
have so many satisfied customers 
for investment castings is our 3-D 
method of operation, For it means 
that when they’re given a schedule 
of delivery—they get it... on time. 


Sure—we’ve been underbid. And 
in many cases our competitors have 
promised an earlier delivery. But 
once we’ve had the opportunity to 
go to work and put your parts into 
production . . . you'll understand 
why Hitchiner reliability can play 
such an important part in keeping 
our customers satisfied. 


3-D stands for Definite Delivery 
Date. When we promise delivery at 
a specified time—that’s when you get 
it. There are no costly phone calls 
to our plant .. . no frantic wires or 
reshuffled schedules. Here at Hitchi- 
ner—reliability is an ingredient that 
goes into every casting mold.. That 
means you can rely on Hitchiner 
service ... depend on Hitchiner de- 
livery and bank on Hitchiner invest- 
ment castings. 


Then too—here at Hitchiner we’re 
staffed with men who are tops in the 
investment casting field and who 
can show you how your company 
can save in multiple ways by pro- 
ducing parts quickly .. . efficiently 
and from alloys best suited to do the 
job. Then, too—we have a complete 
staff of design, tooling and metal- 
lurgical engineers ready to go to 
work for you right now at no cost 
or obligation whatsoever. 


Simply send us your prints and 
we'll provide you with an “engi- 
neered quotation”, It’s more than 
just an estimate of costs. It’s a com- 
plete analysis incorporating all as- 
pects of manufacture. 


HITCHINER 


MANUFACTURING COMPANY, INC. 


MILFORD 50, NEW HAMPSHIRE 
For More Information Write No. 172 
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Plexiglas window glazing could have prevented this! 


Accidents will happen... but you can prevent many broken 
windows and reduce replacement costs by installing 
PLEXIGLAS® acrylic plastic glazing. PLExigLas withstands 
impact, shock and vibration ... is available as clear trans- 
parent sheets or in tinted and translucent colors. It is 
weather-resistant and installs easily. Look for the name of 
your nearest authorized dealer under PLexicuas in the 
Plastics section of telephone directories in major cities. 
In Canada: Rohm & Haas Co. of Canada, Ltd., West Hill 
Crystal Glass & Plastics, Ltd., Toronto. 


Chemicals for Industry 
—— COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA, 


aes 


See how PLEXIGLAS glazing “gives” under the force of a blow! 


CALL YOUR AUTHORIZED PLEXIGLAS DEALER 


PROMPT DELIVERY * TECHNICAL ADVICE * FULL RANGE OF SIZES AND COLORS 
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Department of Commerce ana- 
lysts. 

With all the talk of a slow re- 
covery, this kind of jump in the 
GNP would be an eye-opener. The 
rate during the third quarter of 
58 was $440 billion. In the fourth 
quarter it rose to $453 billion. 

It is the view of Commerce 
Department analysts that this rate 
has continued, and that the real 
progress in the economy has been 
obscured by the continuing high 
rate of unemployment. On the 
plus side for the first quarter: a 
large volume of consumer buying, 
a seasonally high level in con- 
struction, and a good rate of auto 
production. 

One significant factor of this 
recovery—it has not brought 
along with it a wave of price in- 
creases. 

The $11 billion Gross National 
Product increase in the first 
quarter was in current dollars. 
Since the price level was virtual- 
ly stable during this period, it 
means that GNP actually in- 
creased by this amount. The total 
is now around $37 billion above 
the recession low, set in the first 
quarter of last year. And it looks 
like the second quarter figure will 
be even larger than $465 billion. 


e Wage Talks Due 
In Mining Industry 


Overshadowed by the impend- 
ing wage negotiations in the steel 
industry are possible difficulties in 
the mining industry. Labor con- 
tracts for this industry, which in- 
volve fewer workers, come up for 
bargaining at mid-year. 

Mining wages can be reflected 
quickly in nonferrous metals 
prices. From all early indications, 
the Mine-Mill Union will be look- 
ing for a sizeable wage increase 
in the upcoming contracts. 

These contracts expire June 30, 
having been in effect for three 
years. The last round of contracts 
gave the miners a raise of 24¢ 
an hour, but the unions will prob- 
ably be looking for a bigger in- 
crease in the new contract. 


—A. N. Wecksler 
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The Rath Packing Co. trims waste, 
cleans up with COTTON’ 


*Fairfax toweling used by The 
Rath Packing Company is sup- 
plied by Waterloo Clean Towel 
Service, Waterloo, Iowa. 


@ One of the largest and busiest meat packers located right in the farm- 
ing areas of the U. S. is The Rath Packing Company. Growing with the 
industry for 67 years, the packers of “Black Hawk” meats operate a mod- 
ern efficient plant in Waterloo, Iowa, and depend on cotton toweling for 
essential cleanliness and economy. 

Pointing to a substantial dollar saving in six years of cotton towel serv- 
ice, Rath management also emphasizes the elimination of litter in passage- 
ways and wash rooms. Rath’s experience parallels that of other forward- 
looking businesses: cotton does the job. 

Why not look into the advantages of cotton toweling or towels for your 
plant, building or institution. For further facts, write for free booklet to 
Fairfax, Dept. §-4, 111 West 40th St., New York 18, N.Y. 


Here’s How Linen Supply Works... 


You buy nothing! Your linen supply dealer furnishes 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 
Sure Sign of Good Management 


Ruth ls & 
airtax-lowels &: 
WELLINGTON SEARS COMPANY, 111 WEST 40TH ST., NEW YORK 18, N.Y. 
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‘500,000 BOND 


ASSURES YOU OF TOP QUALITY 
IN MEAD CONTAINERS! 


Mia 
Bonne 


Containers 


Mead guarantees |.C.C.-approved quality standards 
and backs it with a half-million dollar bond! 


Every Mead Bonded Container you buy is guaranteed to equal or exceed specifications 
set up under Rule 41, Uniform Freight Classification and Rule 5, National Motor 
Freight Classification. If a Mead Bonded Container does not meet these 
specifications, Mead will immediately pay the full cost of defective containers 

or rush replacements to you. 


Whether you buy nationally or locally, whether you need standard or specially 
designed corrugated shipping containers, any of the strategically located Mead 
Containers plants will give you the best in service and guaranteed quality. 


For full information about Mead Bonded Containers and Meac container research 
and design facilities, write, wire or call collect your nearest Mead Containers office! 


containers 





MEAD CONTAINERS, INC. 
Executive Offices, 4927 Beech St., 
Cincinnati 12, Ohio 

National Sales Offices, 230 Park Avenue, 
New York 17, New York 6124 N. Milwaukee 
Ave., Chicago 46, lil. and in principal cities. 
Subsidiary of 

THE MEAD CORPORATION 
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An announcement of interest to 


manufacturers of steel parts 


Improvements in 
today’s STRESSPROOF 


WITH COPPER 


\ 100,000 PSI YIELD STRENGTH in all sizes . . . without heat 


treating. 


2 IMPROVED PHYSICAL PROPERTIES...better fatigue life 
wearability, and resistance to atmospheric corrosion. Over-all 
quality is improved. 


3 IMPROVED MACHINABILITY...sTRESSPROOF with copper now 
machines faster and better than ever. It gives longer tool life, better 
finish, and more production from a day's run, according to shop 
production records. 


4 CLOSER TOLERANCES... Tolerances for rounds have been tight- 
ened to meet the need for more precise parts as follows: 


+ .000 + .000 + .000 
5 COMPARED WITH OTHER STEELS, 
STRESSPROOF COSTS EVEN LESS TODAY... Also saves ma- 


chining and heat treat costs, and you get a better quality part. It 
will pay you to take another look at this improved material. 


Your STEEL SERVICE CENTER stocks contain today's STRESSPROOF. It 
has been produced and shipped over a several months’ period. 


JUST PUBLISHED! Use this coupon to request your copy of new bulletin, 
"Improvements in Today's STRESSPROOF Steel Bars."’ 


La Salle STEEL COMPANY 


1432 150th Street, Hammond, Indiana 


oe 
Company 
Addres 


City Zone Sth eee 








PURCHASING AGENTS... 


RELIABILITY 


New protective shaft finish resists rusting, 
looks better, lasts longer 


General Electric Form G motors 

feature a special gun-metal-like treat- 

ment of the shaft which resists rust 

und corrosion. Fans, pulleys, and 
couplings are easy 
to remove. Even 
endshield latches 
and hardware now 
are bright plated to 
last longer, look 
better. G-E Form 
G motors assure 
you the extra life 
and easy mainte- 
nance your custom- 
ers want! 


GENERAL @@ ELECTRIC 


LUBRICATION 
AFTER IJ YRS NORMAL OR 
YR HEAVY DUTY SER 
VICE ADD OlL ANNUALLY 
NO REOILING REQUIRED 
OW LIGHT DUTY APPLI 
CATIONS WITH TOTAL 
OPERATING TIME UN 
DER 75.000 HRS USE 
ELECTRIC MOTOR OR 
SAE 10 O11 
DO NOT OVER OIL 
DISASSEMBLE 
MOTOR REMOVE BEARING 
END CAP ON TERMINAL 
END THEN REMOVE 
SHAFT CLIP BY RE 
LEASING TAB 


LONG-LIFE 
LUBRICATION 


Large oil supply and superb retention system 
cut maintenance 


Form G motors require little reoiling 
and on some applications no reoiling 
at all. This results from a 50% 
larger oil reservoir plus a highly 
efficient method of 
retaining oil. (On 
G-E ball bearing 
motors, a_ special 
long-life grease 
gives up to 10 
years’ service with- 
out relubrication.) 
Another good rea- 
son for you to 
choose General 
Electric Form G’s! 


GENERAL @ ELECTRIC 


ACCURATE 
ALIGNMENT 


Sturdy, disk-type endshields assure accurate 
bearing alignment 

General Electric Form G’s feature 

disk-type endshields, heavily ribbed 

for high rigidity and long life. 

The rabbet and bearing are placed 
in the same plane 
and machined si- 
multaneously to 
provide inherent 
bearing alignment. 
Form G endshields 
won’t warp! Ac- 
curate, permanent 
alignment means 
longer bearing life 
and dependable 
motor operation. 


GENERAL @® ELECTRIC 


JUST ASK YOUR GENERAL ELECTRIC SALES ENGINEER 


PURCHASING 








General Electric Form G motors provide field-proved 


YOU CAN COUNT ON 


QUIET, SURE 
SWITCH 


Dependable centrifugal switch gives quiet, 
positive snap-action 


The centrifugal switch on Form G’s 
is designed to stand up to heaviest 
demands (3,500,000 test opera- 
tions). Add to this a switch that’s 
quieter than ever. 
A carefully de- 
signed composition 
washer greatly re- 
duces start-stop 
click without sacri- 
ficing positive snap 
action. Here’s an- 
other Form G dif- 
ference that means 
more satisfied cus- 
tomers for you! 


GENERAL @@ ELECTRIC 


THRUST 
PROTECTION 


Washer assembly absorbs thrust from any 
direction; contributes to longer life 


A specially-designed three-piece 
thrust washer assembly, keyed to 
rotate with the shaft, withstands 
normal thrust from any direction, re- 
angle. It also acts 

as an oil seal to 

help provide posi- 

~-! contributing to 

° longer lubrication 

life and reduced 

you're looking for 

a motor that’s built 

to last, try Form G! 


gardless of motor 
—_, 
= 
3 tive oil retention, 
maintenance. If 
GENERAL @@ ELECTRIC 


LONG-LIFE 
STATOR 


Heavy-duty bonding dip and stator clamps 
provide rigid, uniform assembly 


Along with the Mylar*-Formex** in- 
sulation system pioneered by G.E., 
you now get a new bonding treat- 
ment on Form G motor stators. It 
affords added pro- 
tection against 
stress. Stator cores 
are now specially 
clamped for highly 
accurate alignment. 
These new features 
result in extra rigid- 
ity, more uniform 
quality. Here’s 
longer motor life! 


*Reg. trade-mark, DuPont Co 702-94 
**Reg. trade-mark, G.E. Co 


GENERAL @@ ELECTRIC 


ABOUT THE NEW FORM G “‘EXTRA VALUE” FEATURES 
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Stanscrew standard fastener does special 
job on free-wheeling hubs for “Jeep” 


Attaching POWER-LOCK free-wheeling hubs to 
Willy’s 4-wheel drive “‘Jeeps’’ calls for something 
pretty “special” in fasteners. 

To begin, the fasteners must be tough and de- 
pendable . . . must have the ability to stand u 
under the punishment that is normal for an “off 
the road” vehicle. Since these hubs are sold sepa- 
rately, the fasteners also must present an appear- 
ance that builds consumer appeal. And they must 
be completely uniform to facilitate installation. 


The Cutlas Tool and Manufacturing Company, 
Lyons, Ill., manufacturers of this Willys approved 
accessory, outlined the problem to a Stanscrew fas- 
tener specialist. He recommended Stanscrew’s heat- 
treated cap screws with the extra toughness result- 
ing from “‘Carbon Restoration” . . . cadmium plated 
for greater consumer appeal and higher corrosion 


a 


resistance . . . and produced in an unusual length 
to precisely meet all the requirements for instal- 
lation on Willy’s “‘Jeep”’ vehicles. 

Thus, by slightly modifying one of the more than 
4,000 standard fasteners in Stanscrew’s complete 
line, this specialist was able to supply a fastener 
which eliminated the necessity for a costly special. 

Quite possibly your Stanscrew fastener specialist 
can do the same for you. He can bring to your 
problem years of specialized experience, and the 
services of an outstanding engineering staff. And 
he can make recommendations from a complete 
line . . . always in stock, quickly available. 

So for the answer to your “‘special’’ fastener prob- 
lem, just call your Stanscrew distributor today. He 
will arrange for a meeting with the Stanscrew fastener 
specialist in the very near future, 


STANSCREW FASTENERS 


VuUVYV 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HiMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, lilinois 
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ob prings style 


to stacking chairs 


So attractive and comfortable that users seldom consider them 
temporary seating. Stack conveniently one-upon-another . . . 
a complete ‘stack can be stored in the same area as a single 
chair. Beautifully proportioned back, resilient Flex-Spring seat, 
graceful square-tubular steel frame with flared “‘wall-saver™ 
rear legs. Lustrous Satin-Chrome or colorful baked-on Plastelle 
enamel finish. Choice of Royal upholsteries. 
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CE-SAVER SEATING 


save money 


. . « [f you rent extra chairs (that feel and look like “rentals”’) 


save space 


..» If you keep a store-room load of bulky old-fashioned 
“extra” chairs 


save time 


. . » Lf you search for available chairs (and hope 
no one’s left standing) 


save nerves 


.. + If you upset routine by “borrowing” from other 
busy departments 


With Royal “Space-Saver” design, having enough comfortable 
chairs for scheduled meetings and unexpected emergencies is 
merely a matter of a few square feet of storage area, and 

this same space-saving seating in assembly rooms permits 
convenient clearing for other functions. Choose from stacking or 


folding designs . . . by Royal, the originator of folding chairs. 


simplifies folding chairs 
Exclusive “one finger” closing! 


America’s best value in fine folding 

chairs. Patented telescoping-leg design . . . 
self-opening—close with one finger. j 
Balanced . . . you can stand on it without | 
risk of tipping. Folds to 3°” thickness. . 
Seamless steel tube frames in bright 

chrome or baked-on Plastelle enamel 

finish. Non-scuff floor glides. Choice of 
padded seat and back, all-metal or 

with Masonite seat panels. 


Write for free literature and name of nearby Royal dealer. 


ROYAL METAL MANUFACTURING COMPANY 
One Park Avenue, New York 16, New York, Dept. 25-D. 
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PENETRATES RUST 
TO BARE METAL 


The specially-processed fish oil 
vehicle in the Rust-Oleum 769 
Damp-Proof Red Primer pene- 
trates rust to bare metal —as 
proved in radioactive tracing 
studies. 


ON RUSTED SURFACES simply apply 


money — as costly surface preparations are 


Rust-Oleum 769 Damp-Proof Red Primer 
directly over the sound rusted surface after 
scraping and wirebrushing to remove rust 
scale and loose rust. You stop present rust, 
because the specially-processed fish oil ve- 
hicle in the primer penetrates through the 
rust to bare metal—driving out air and 
moisture that cause rust. You save time and 


usually eliminated. It’s easier to use, too... 
because the “grease-like” nature of the fish 
oil vehicle in the primer enables it to slide 
over the surface and work its way through 
the rust formations — yet, it dries to a firm, 
protective, decorative coating that provides 
a tough, durable base for Rust-Oleum finish 
colors. 


RUST-OLEUM 


3 SEE OUR | 
CATALOG IN 
SWEET'S 





What the 
Rust-Oleum 
SYSTEM 


of lasting 


769 : 
DAMP-PROOF RED PRIMER 


A matter of excellence. 
Distinctive as your own fingerprint. 


BRUSH OR SPRAY the Rust-Oleum finish 
color of your choice over 769 Damp- 
Proof Red Primer — that’s the Rust-Oleum 
system of colorful, lasting beauty for rusted 
metal. Previously painted surfaces in good 
condition normally require only one 
Rust-Oleum coat. Rust-Oleum top coatings 
are available in practically ALL COLORS. 
Many of them are specially formulated to 





resist heat, chemicals, and other corrosion- 
producing conditions, while others are for- 
mulated to match the original colors on 
construction, farm, and oil field machinery 
and equipment. Try Rust-Oleum soon. 
Prompt delivery, efficient service, and a 
wealth of rust-stopping experience are 
yours through your nearby Rust-Oleum 
Industrial Distributor. 


Available in all colors! 


———— SEND FOR FREE TEST SAMPLE! ATTACH TO YOUR LETTERHEAD! ~——-— 


Rust-Oleum Corporation 
2983 Oakton Street, Evanston, Illinois 


(1 _séFree test sample of Rust-Oleum 769 Damp-Proof Red Primer 
for rusted metal surfaces. 


Complete literature with applications and color charts. 
Information on matching special colors. 
Thirty-page report on Rust-Oleum fish oi! penetration. 


LL. 


r 

| 

| 

Please send me the following at no cost or obligation: 
| 

| 

| 

| 

| 

| 











PILOT TT 


aaa 


ae 
Le 


Pilot buys 110 


new Diamond T’s with 
trouble-free heavy-duty 


Spicer Clutches 


Concentrating on giving its customers the best and 
most dependable service possible, Pilot Freight 
Carriers Inc. of Winston-Salem, N. C., insists that 
every consignment be routed, dispatched and 
shipped on time. 


Naturally, dependability and maintenance-free 
service take top priority in the selection of equip- 
ment for the Pilot fleet. Explaining his choice of 
new equipment, T. D. Nicholas, Director of Opera- 
tions for Pilot said this, “Our 110 new Diamond 
T diesels are virtually trouble-free. They’re out 
on the road making money ... not tied up in the 
shop. The Maintenance Superintendent tells me 
we've never owned trucks that were any easier to 
service.” As you would expect, every one of these 


110 new low-maintenance trucks is equipped with 
a Spicer 14” two-plate clutch. 

Built to deliver 100,000 or more trouble-free 
miles, these Spicer clutches employ an anti-friction 
design that reduces pedal pressure at the same 
time it insures chatter-free operation in both for- 
ward or reverse. To insure longest wear, uniform 
pressure is maintained at all times by permanently 
parallel contact surfaces that resist cocking at any 
degree of wear. But best of all, pressure spring 
tension can be readjusted in minutes, by almost 
anyone, without the use of special tools. 

For simplest maintenance and longest wear, do 
as Pilot does... specify Spicer Clutches for your 
fleet replacement program. 


DANA CORPORATION e Toledo 1, Ohio 


Converters, Gear Boxes, 


ings 

INDUSTRIAL VEHICLES AND EQUIPMENT: Transmis- 
sions, Universal Joints, Propeller Shafts, Axles, Gear 
Boxes, Clutches, Forgings, Stampings. 

AVIATION: Universal Joints, Propeller Shafts, Axles, 
Gears, Forgings, Stampings. 


DANA PRODUCTS Serve Many Fields: 
AUTOMOTIVE: Transmissions, Universal Joints, Pro- 
peller Shafts, Axles, Powr-Lok Differentials, Torque 
Power Take-Offs, Power 
Take-Off Joints, Clutches, Frames, Forgings, Stamp- 


RAILROAD: Transmissions, Universal Joints, 
Propeller Shafts, Generator Drives, Rail Car 
Drives, Pressed Steel Parts, Traction Motor 
Drives, Forgings, Stampings. 


AGRICULTURE: Universal Joints, Propeller 
Shafts, Axles, Power Take-Offs, Power Take- 
Off Joints, Clutches, Forgings, Stampings. 


MARINE: Universal Joints, Propeller Shafts, 
Gear Boxes, Forgings, Stampings. 


Many of these products manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario. 


For More Information Write No. 181 on Inquiry Card—Page 32 


PURCHASING 





Good bet: You're paying for lubricants you don't need 


Does this case sound familiar to you? 

The purchasing department of a midwest 
firm was forced to buy lubricants on the 
recommendation of every department head, 
foreman or even operator. Inventory—often 
duplicated—was scattered all over the plant, 
yet shortages in one spot were never related 
to overstocks in another. The result: costly 
overstocking, extra handling, increased dan- 
gers of misapplication. 

Purchasing realized they had a problem— 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 


instituted an Organized Lubrication Plan. 
Now they use 20 lubes instead of 97, have 
cut their purchase orders from 300 to 12 
per year. Direct savings are estimated at 
thousands of dollars annually. 

Can Organized Lubrication save money in 
your plant? Contact your local Texaco Engi- 
neer or write for “Management Practices 
that Control Costs via Organized Lubrica- 
tion.” The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. Dept. P-82. 
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PACE SETTERS IN ALUMINUM 


: PRODUCERS OF ALUMINUM SHEET + COIL + TUBING + AND BUILDING PRODUCTS 





300% greater holding 
power than other 
pressure-sensitive labels. 


Avery’s new Golden perma-grip 
Labels open the door to 


‘ the wider, more effective use of 
‘ g NY pressure-sensitive labels. 
? Many applications long considered 
Soe RAPS © too difficult for this type of 
- label are now practical and 
\ economical. Easily and quickly 
rh * applied to a variety of 


packaging surfaces — either flat, 
sos@ven when temperature — women wr clam ioe 
drops to a frigid these new Avery Golden 


. —70°F. below zero... perma-grip Labels stick better 

permda-grip® and hold tighter to glass, 
plastic, wood, film, metal or 
paper — to all types of packaging 
materials. 
Together with Avery's automatic 
Labeler they offer you a new 
approach — a new and better 
solution to your labeling problems. 
This time-saving combination 
makes Avery pressure-sensitive 
Labeling efficient, productive 
and profitable! 
Write today for your 
FREE samples .. . try them on 
the surface you want labeled 
permanently! 

— or a fiery 350°F. above! 


Avery's new GOLDEN 
adhesive provides a 
tight grip, permanently! 


Label edges hug 
the surface — 
won't peel or curl. 


Can be stripped from backing AVERY LABEL COMPANY iv. 13° 
tape acs high a a division of Avery Adhesive Products Inc. 
ee 117 Liberty St., New York 6 
608 So. Dearborn St., Chicago 5 
1616 So. California St., Monrovia, Calif. 


CJ Please send me samples, further information on 
always ask for Avery Golden Perma-Grip Labels. 


AVERY LABELS Sir, = 


Address 
—what a difference they make City 





——————— State___ 


He Have you seen Avery’s new pressure-sensitive Metallics for decorative trim, panels and identification plates? 


<For More Information Write No. 183 on Inquiry Card—Page 32 For More Information Write No. 184 on Inquiry Card—Page 32 
Aprit 13, 1959 39 





Workers 0 for fumelioucl, good Cooks 


This new Bausch & Lomb 
Safety frame 
has got it...PLUS 


c-20 
vote Taaleiial-hilelal 
metal/plastic 


Newest concept in safety eyewear, designed by Bausch & Lomb 
to meet the needs of today and tomorrow. Smart, with 
superior fitting qualities and unequalled strength, C-20 
represents the finest in scientific eye protection. Spatula or 
riding bow temples and Bausch & Lomb Redy-Fit side 

shields available for on-the-job interchangeability. See it now; 
call your supplier, or write for information: 

Bausch & Lomb Optical Co., 90640 Smith Street, 

Rochester 2, New York. 


Wie teenteniin PROTECTION PLUS 


Me Si Ej 


protection+economy+worker acceptance 
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“New Brainard 


Basa? 





| ‘HiFlex STRAP 
ie 


New heavy duty strapping— 
Lighter gauge—Just as strong— 
More feet per pound— 

More package conformity 





} Eo ea } BRAINARD Ee STRAPPING 


MAKERS OF TENSIONAL, HEAVY DUTY STRAPPING, SEALS, ACCESSORIES, TOOLS FOR CARLOADING AND PACKAGING 








; AS Tinea ie APPLICATION 


MEETS REPEATED TESTS 


a 


Tests prove that Eastman couplings applied to super high 
pressure 4-ply spiral wire hose assure successful assem- Ee MALE NPTF 
blies. Couplings hold well above minimum burst pressure. a 


PERMANENTLY ATTACHED 
COUPLINGS 
PROVIDE BOND STRONGER [Hose |Hose | Coupling | Min. Burst | Max. Wkg 


Catalog No. } 1.D. |O.D 1.D Pressure Pressure 


THAN HOSE ITSELF! a sia 


8412-12M 
Increasing demand for greater power brought about penser 
the use of higher pressures in hydraulic systems. This aise oank 
not only calls for greater hose strength, but far more 

critical engineering in coupling design and application. 









































SWIVEL FEMALE JIC-37° 
EASTMAN is contributing toward the develop- xy 

ment of the trend toward higher pressures—not only 

in the design and application of coupling to hose—but 

in the more exhaustive tests required to assure ade- ! 

quate safety under high pressure operations. = 


























The actual photo above is typical of many tests in are Tidin, Bors 
Eastman laboratories proving that the hose did not Catalog No.| 1D. |O.D.| 1D. | Pressure 
fail at the coupling—demonstrating that the coupling finchgs) 

‘ : . 8412-12FH 1 20,000 
was designed and applied to form a bond which was nee ‘. 14,000 
stronger than the hose itself. 8420-20FH 12,000 


If you have an application requiring higher pres- Jenecnennasndl Bin E. |_ 10,000 | 


sures, let our engineering department demonstrate the 
superiority and economy of Eastman applications, MALE JIC-37° 
and quote on complete Hydraulic Hose Assemblies. Nr eectaceteert 


jastinam 


first x wee filal MANUFACTURING COMPANY 


. | Hose | Hose | Coupling | Min 


MANITOWOC, WISCONSIN Catalog No.| LD. |O.D.| __1.D 
(inches) 
































| 
WRITE today for your copies — 8412-12MH 


Technical Bulletin 100—Medium Pressure Hose and Tube As- 8416-16MH 
semblies, Couplings and Fittings for One Wire Braid Hose. 8420-20MH 


Technical Bulletin 200 —High Pressure Hose and Tube Assem- e | yy 
blies, Couplings and Fittings for Multiple Wire Braid Hose. 8424-24MH | 1% 


lg 
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so much value. “ 
at such 
low prices! 





th Ott pei metintaers panties. dines 


Bridgeport Ultra Fine Grain Brass Increases the Beauty 


and Value of Samsonite Luggage 


The striking good looks and incomparable dura- 
bility of Samsonite luggage make it the most 
popular “traveling companion” in America. Part 
of Samsonite’s beauty and strength comes from 
Bridgeport Ultra Fine Grain Brass strip; formed 
by stamping into the clasps, locks and handle 
sockets of Samsonite’s “Streamlite” selection. 
Ultra Fine Grain is exceedingly smooth after 
bending, forming or drawing and it can be quick- 
ly and economically buffed to a high luster at 
little cost in time and effort. Often, buffing alone 


“6 


is sufficient to meet end-use requirements. 

In addition, you are offered specialized tech- 
nical and engineering aid on any product or 
production problem that may confront you. Call 
your nearest Bridgeport Sales Office for immed- 
iate service. 

Complete and fully descriptive information 
on Bridgeport Fine Grain Brass can be had in 
the brochure, “Grain Size, the 4th Dimeasion of 
Brass.” A request to Dept. 3705 will bring you 
your copy. 


Specialists in Metals from Aluminum to Zirconium 


SOLID BRASS HARDWARE 
Strong, long lasting Bridge- 
port Ultra Fine Grain Strip 
forms these catches for 
Samsonite Luggage kee S 
their natural beauty for t 
life of the luggage. 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. « Sales Offices in Principal Cities 





“Easyarc 14 better all-position 
rod... not as much arc blow in 
corner welding” —S. Carolina 


“Airco 387 producing more feet 
per hour of fillet weld . . . supe- 
rior handling” —Virginia 


“Easyarc Iron Powder 308 
Stainless ... gives best appear- 
ing stainless deposit ever seen 


... economical” —Texas 


“Roll hard-facing done with 
Tempalloy 704 in service for 
total tonnage of 178,028 tons 
. .. competitive metal for a ton- 
nage of 121,743 tons” 


—Kentucky 


“Easyarc 12 beats all others... 

bead has the smoothest profile 

... grinding eliminated” 
—California 


NT cero m=) (=1018 ¢0)6(=1< 
“WELDER 
PREFERRED” 


These are quotes from reports on recent field comparison 
tests. They show you why Airco electrodes are preferred by 
most welders—often “down to the last man.” 

Airco electrodes perform better on the job simply because 
\irco keeps everlastingly at electrode research and field 
testing. 

The latest example: Airco has introduced the first pow- 
lered metal stainless steel electrodes—new Easyarc Stain- 


Air REDUCTION SALES COMPANY in Cub 


less 308, 316 and 347. Excellent for skip or intermittent 
welding; unprecedented footage per electrode. 

Call your Authorized Airco Dealer. You'll see his phone 
number listed in the Yellow Pages—under “Welding Equip- 
ment and Supplies.” 

Airco Electrode Pocket Guide—describes over 100 differ- 
ent types of electrodes. Send for your free copy. 


On the west coast — 
Air Reduction Pacific Company 


internationally — 
Airco Company International 


a _ 
Cuban Air Products Corporation 





A division of Air Reduction Company, Incorporated 
150 East 42nd Street, New York 17, N. Y. 


Offices and dealers in 
most principal cities 


In Canada — 
Air Reduction Canada Limited 


All divisions or subsidiaries 
of Air Reduction Company, inc. 





T THE FRONTIERS OF PROGRESS YOU’LL FIND AN AIR REDUCTION PRODUCT © Products of the <iivisions of Air Reduction Company, Incorporated, 
AIRCO — Industrial gases, welding and cutting equipment * AIRCO CHEMICAL — vinyl acetate monomer, vinyl stearate, methyl butynol, methyl 


nd other acetylenic chemicals * PURECO-carbon dioxide—gaseous, welding grade CO, liquid, solid ('‘DRY-ICE’’) * OHlO-—medical gases 


pital equipment * NATIONAL CARBIDE—pipeline acetylene and calcium carbide * COLTON—polyvinyl acetate, alcohols, and other synthetic resins. 





Rave You Had Your 
Degreasing Operation 
Checked Lately ? 


DETREX Has an Exact Procedure That Often 
Cuts Trichlorethylene Consumption 15%-25% 


Solvent degreasing is a most economical method of 
metal cleaning. Yet, if your degreasing operation 
has not been carefully studied very recently by a 
competent degreasing engineer, it is entirely possible 
that you may be spending 25% more dollars for 
trichlorethylene than is necessary. 


Most causes of excessive trichlorethylene consump- 
tion can be corrected quite promptly when the 
proper, exact procedure is followed: 


Depend on DETREX for 1) Operational study by a qualified degreasing 


engineer. 
Every Metal Cleaning ‘ : : ’ 
and Processing Need 2) Evaluation of his findings by a committee 
e PERM-A-CLOR NA of chemists and engineers for determination of 
(Trichlorethylene) the necessary facts and recommendation 
e Solvent Degreasers f ° 
e Ultrasonic Equipment of corrective measures. 


e Industrial Washers os > 
° Phosphate Coating Compounds 3) Supervision of the corrections by the 


e PAINTBOND Compounds experienced engineer. 

e Aluminum Treating Compounds : ‘ > ° 

° Alkali and Emulsion Cleaners Our experienced degreasing engineers will be 
e Rust Proofing Materials : 

e Extrusion and Drawing Compounds pleased to study your operation. 
e Spray Booth Compounds 


Send for Dr. W. L. McCracken’s 
Informative Paper 
“Solvent Degreasing, a 


Valuable Industrial Process”’ CHEMICAL INDUSTRIES, INC. 





Box 501, Dept. P-459, Detroit 32, Mich. 


,World’s Largest Exclusive Producer of Cleaning Chemicals:and Equipment 
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At Teale Machine Co., 

a battery of 24 Automatic Screw Machines are busy 
around-the-clock machining all types of small 
parts from Youngstown Yolead Cold Finished Bars. 


an 


Oecent on Excellence 


Youngstown Yolead cold 
finished bars 


Automation Machining—the combining of up to 20 difficult 
metal removal operations on the same part, 

synchronized mechanically or electronically into one 
machining cycle is the exclusive development of 
Rochester’s Teale Machine Company. 


Daily, they produce over a million small parts 
(34-inch diameter and smaller) like these on a battery of 24 
Automatic Screw Machines from the basic raw material— 
Youngstown Yolead Cold Finished Steel Bars. 


They have found this versatile leaded steel provides 
outstanding machinability, fewer rejects, longer tool 
life, superior surface finishes, and enables the use of optimum 
cutting speeds. This has spelled cost reductions 
for Teale customers everywhere. 


Wherever leaded steel becomes a part of‘things you make, 
the high standards of Youngstown quality, the 
personal touch in Youngstown service will help you create 
products with an “‘accent on excellence”’. 


YOUNGSTOWN 


SHEET AND TUBE COMPANY Youngstown, Ohio 


Manufacturers of Carbon, Alloy and Yoloy Steel 





Information For Your Catalog Files 





AIR DUFFUSION EQUIPMENT 


A 58-page catalog designed for selection of all types 
of air diffusion equipment. It features a color key for 
identifying four major product groups in the line. 
Included are detailed selection tables and graphic 
illustration. 


Waterloo Register Company, Inc. 
Write No. 1 on Inquiry Card—Page 32 


ALUMINUM WELDING WIRE 


A booklet describing high strength aluminum weld- 
ing wire. Lists availabilities, sizes, and tempers. 


Dalweld Company, Inc. 
Write No. 2 on Inquiry Card—Page 32 


BEARING UNITS 


Catalog BU-101-B illustrates and describes a line of 
take-up units. Gives complete details of construction, 
dimensional tables, and listing of stock sizes. 


Brewning Manufacturing Company 
Write No. 3 on Inquiry Card—Page 32 


CARBIDE TOOLS 


Catalog #359 describes and illustrates a line of 
tungsten carbide tools, tool tips, dies, and wear parts. 
The 32-page bulletin contains a “quantity extra” 
table. 


Adamas Carbide Corporation 
Write No. 4 on Inquiry Card—Page 32 


CONVEYORS 


Bulletin No. 65 gives detailed information on gravity 
and live standard roller conveyors and portable belt 
conveyors. The 24-page catalog also covers hori- 
zontal, incline and lowering, and other standardized 
units. 


Standard Conveyor Co. 
Write No. 5 on Inquiry Card—Page 32 


ENCLOSURES 


Leaflet 26B9139 describes dust-tight enclosures for 
floor-mounted single, double, and triple deck vibrat- 
ing screens. Illustrates construction and frame. 


Allis-Chalmers Manufacturing Company 
Write No. 6 on Inquiry Card—Page 32 
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EXPANSION JOINTS 


A four-page two-color bulletin describing a line of 
packless corrugated expansion joints. Application 
data explains where each of these joints can be used, 
pointing out advantages and limitations. 


Zallea Brothers 
Write No. 7 on Inquiry Card—Page 32 


INSERTS AND TOOLHOLDERS 


A 20-page bulletin describing carbide throwaway 
inserts and toolholders. Includes tables, illustrations, 
and photographs. 


Pratt & Whitney Company, Incorporated 
Write No. 8 on Inquiry Card—Page 32 


LOCKNUTS 


Form 2487 describes featherweight locknuts in the 
FN 22 series. Close-up photographs and cross-sec- 
tional drawings supplement the text. A table is in- 
cluded for comparing these fastener weights against 
other 220,000-psi locknuts. Also has specifications, 
size ranges, performance characteristics, and order- 
ing information. 


Standard Pressed Steel Co. 
Write No. 9 on Inquiry Card—Page 32 


PRECISION GRINDER CONTROLS 


Bulletin #MT-003 describes a saddle control for pre- 
cision surface grinders. Illustrates the modernization 
kit which allows users to install the saddle control 
on existing machines. 


Taft-Peirce Manufacturing Company 
Write No. 10 on Inquiry Card—Page 32 


PUMPS 


A catalog on pumps for hot or cold corrosive and 
slurry service. The 22-page bulletin includes line 
and wash drawings, photographs, specification and 
performance data, and price lists. 


Dorr-Oliver Incorporated 
Write No. 11 on Inquiry Card—Page 32 


ROLLING STEEL DOORS 


Catalog G-59 is a manual and guide on rolling steel 
doors. The 16-page compilation includes specifica- 
tions, drawings, and tables. 


R. C. Mahon Company 
Write No, 12 on Inquiry Card—Page 32 
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The “LP” 
Pillow Block 


“LY” & “SL” BEARINGS 


SsEALMASTRR — 


FIRM 


gehINo STREET 


CITY 








SEALMASTER BEARINGS « A Division of STEPHENS-ADAMSON MFG. CO. * 81 Ridgeway Ave., Aurore, Ill. 
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Catalog Files 





MOTORS 


Form 270 A is a motor application. 
guide. The 16-page booklet describes 
nine major factors in motor selec- 
tion. Polyphase, single phase, and 
direct current motor selection charts 
have also been prepared. 


Century Electric Company 
Write No. 13 on Inquiry Card—Page 32 


MOTOR CONTROLS 


A quick selection chart designed to 
simplify the ordering of motor con- 
trols. The illustrated chart is hole- 
punched at the top and has index 
tabs to aid in locating information. 
Included are ratings, sizes, features, 
catalog numbers, and ordering in- 
structions. 


Arrow-Hart & Hegeman Electric Cc. 
Write No. 14 on Inquiry Card—Page 32 


PNEUMATIC GRINDERS 


Catalog PT-58 gives data on a line 
of portable pneumatic grinders. The 
12-page illustrated loose-leaf cata- 
log covers pneumatic die grinders, 
horizontal grinders, and auxiliary 
equipment. 


Thomas C. Wilson, Inc. 
Write No. 15 on Inquiry Card—Page 32 


PRODUCTION TOOLS 


A 12-page catalog describing sole- 
noid-operated impact hammers, 
punchers, and stakers. Included is a 
section on custom engineering auto- 
matic production machinery. 


Black & Webster, Inc. 
Write No. 16 on Inquiry Card—Page 32 


PULLEYS 


Bulletin 4101 describes a line of 
variable-speed pulleys that elimi- 
nate freezing and sticking. The 12- 
page two-color bulletin gives tech- 
nical data for sheaves designed for 
ratings of two, three, five, 10, and 
15 horsepower. The bulletin also 
pictures construction of the pulleys. 


T. B. Wood’s Sons Company 
Write No. 17 on Inquiry Card—Page 32 


PUMPS 


Describes a series of small com- 
pound high vacuum pumps in two 
and three cfm. capacities where 
rapid pumping is desired. Specifica- 
tions and pumping speed curves for 
the two initial models are given in 
bulletin 990. 


F. J. Stokes Corporation 
Write No. 18 on Inquiry Card—Page 32 
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DR, 


It pays to rely on a specialist... 


Even good oils and greases can miss 
the mark without the skill 
and experience that come with a Mobil 
Program of Correct Lubrication 


More and more manufacturers are discovering what 
lubrication can do. . . in the hands of a specialist! 
And there’s only one lubrication specialist with so 
much background experience protecting and serving 
industry : . . Mobil! 
With a Mobil Program of Correct Lubrication you 
get far more than just oils and greases. You get the 





services of a Mobil lubrication engineer who works 
closely with your plant engineer. He will set up a 
lubrication timetable for every machine in your shop. 
He'll make cost-cutting lubrication maintenance rec- 
ommendations . . . provide laboratory service when 
needed . . . even initiate in-plant training courses for 
your plant personnel. 

These services are just a part of this comprehensive 
program. Together they can sharply reduce manu- 
facturing costs, improve production. 

Why rely on “hit or miss” lubrication when you 
can call on a specialist who can draw on over 93 years 
of experience. Make it Mobil Correct Lubrication . . . 
the profitable way to protect your plant. 


Correct Lubrication 


Another reason you're Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION, MOBIL OVERSFAS OIL COMPANY, INC, 
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Letters To The Editor 


THE FINE PRINT 


Dear Sir: 

You might be interested to 
know that I have forwarded the 
article, “How Would Your Pur- 
chase Order Look in Court?” 
(March 2 issue) to our legal de- 
partment for their information. 
They are presently working on a 
standard set of terms and condi- 
tions for our multi-plant opera- 
tions. 

This is not as easy as it sounds, 
since we have plants aimed at the 
industrial market and others de- 
voted exclusively to consumer 
items. Terms and conditions per- 
tinent to one operation are of 
little or no value to other opera- 
tions, Therefore, it is a question 
of determining the most basic es- 
sentials to be included that will 
adequately cover the interests of 
all operations. 

I have copies of, and have re- 
viewed, the terms and conditions 
of about 50 different companies— 
large and small alike. Two ob- 
servations which stand out in my 
mind: In most cases you have 
to dig for a specific piece of in- 
formation because the separate 
sections or subjects are not cledr- 
ly delineated. Secondly, in most 
cases the terms and conditions 
are too detailed, which will re- 
sult in either little attention be- 
ing paid to them or resentment 
on the part of the vendor against 
your attempt to “cover the water- 
front.” 

George A. Brown 
Corporate Procurement 
Coordinator 
Daystrom, Inc. 
Murray Hill, N, J. 


A LIGHT, A LIGHT. 
MY KINGDOM ... 


Dear Sir: 

I would greatly appreciate any 
help you can give me with this 
problem: To accurately align a 
punch with prick-punched holes 
in a plate. 

Present method: Press operator 
centers prick-punched holes un- 
der the punch. Plate is pushed, 
pulled, or jiggled to position oper- 
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ator hopes is directly under the 
punch. 

Solution: Use a “guide light” fix- 
ture attached to the press so that 
a highly magnified spot of light 
will shine on the plate directly 
under the punch. When the prick- 
punched hole is centered with the 
light, the hole is directly under 
the punch. 

Question: Can you recommend 
an organization that has these 
lights for sale? 

The writer has seen this “guide 
light” used successfully on auto- 
matic punch and rivet machines 
which are used in aircraft fabri- 
cation on aluminum parts. 

Delmore E. Hickey 

The Mount Vernon Bridge Co. 

Mount Vernon, Ohio 


e If any of our readers has some 
information about this “guide 
light” we would be glad to for- 
ward the data. Or, if you prefer, 
you may contact Mr. Hickey di- 
rect. 


BELLOWS FOR BRITAIN 


We would very much appreciate 
your advising us the names and 
addresses of firms in the United 
States who manufacture stainless 
steel bellows suitable for valve 
operation. 

We are interested in bellows for 
pressures up to 2500 psi and tem- 
peratures up to 750° F. 

L. E. Wiltshire 
Newman, Hender & Co., Ltd. 
Stroud Glos, England 


e@ Any reader who feels that he 
has the answer or the bellows for 
Mr. Wiltshire may, if he wish, 
contact him directly. 


Dear Sir: 

I have read your article en- 
titled, “The Straight Facts on In- 
dustrial Equipment Leasing” 
(February 16 issue). I think you 
have summarized the situation 
very well. 

Lincoln Stevenson 

Manager, Eastern Division 
Boothe Leasing Corporation 
New York 19, New York 


INDUSTRIAL PURCHASING 


The Canadian Association of 
Purchasing Agents of Eastern On- 
tario is having its Sixth Annual 
Educational Conference on May 9 
at Queen’s University in Kings- 
ton, Ontario. If possible, we would 
like to borrow the film which I 
understand you have available for 
association meetings. 

Your cooperation would be sin- 
cerely appreciated and if there is 
any charge involved, please let | 
us know. 

J. B. Lyons 
Black & Decker Mfg. Co., Ltd. 
Brockville, Ontario 


e The film, “Industrial Purchas- | 
ing” is available without charge. 
A standard 16mm sound film, it 
is in full color and runs approx- 
imately 22 minutes. For reserva- 
tions write: Miss Irene Kreidler, 
PurcHasinc Magazine, 205 East 
42nd Street, New York 17, New 
York. 


PROFIT-MAKING FUNCTION 


Dear Sir: 

I would appreciate receiving 
any information you may have 
pertaining to purchasing as fol- 
lows: The national average of 
purchase orders processed per 
buyer, per day, and the average 
dollar value of each, also the na- 
tional average cost to the buyer 
to issue a purchase order. 

Any other information you may 
feel would be helpful regarding 
these statistics, would also be ap- 
preciated. 

Don A. Golden, Buyer 

Pacific Mercury Television 

Mfg. Corp. 

Joplin, Missouri 


e Purcuasinc Magazine has al- 
ways had the position that pur- 
chasing is a profit-making func- 
tion and should not be thought of 
in clerical terms. It is a buyer’s 
job to make money for his com- 
pany—not process paper work. 
More on this topic can be found 
in the October 27, 1958 issue, 
“Cost-per-Order: Can A Clerical 
Concept Be Applied to A Profit- 
Making Job?” 
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Both parts need 
CONDUCTIVITY... 





But this BOLT 
needs high 
strength, too 


High yield strength and 
conductivity were best 
met by Silnic Bronze. 


And this 
IGNITION PART 
calls for good 
machinability 


Unique Chase Service 
helps you find the 


Combination of machin- 
ability with ductility and 


Seucaeidte cdlea one wire that’s right 


Chase Tellurium Copper 


FOLLOW-THROUGH right to the production line, working with foreman and workers, is one reason the 
Chase Wire Service Man can help you find the best answer to cold-heading problems. Call on him today! 


Before you order wire again, get in touch with Chase. See for your- 
self how the unique Chase Wire Service Plan can help you. Here’s 
how it works: you tell us what you do with wire—whai properties 
you have to get—describe any problems you may be having. You 
send us parts, drawings of your products. A Chase Wire Service Man 
can help you find the one wire that’s right for your needs among all 
those that Chase makes—or if Chase doesn’t already make it, we'll 
product-engineer wire for your particular individual needs. 


You can only get service like this from Chase—so turn your wire 
fabricating problems over to the man who knows wire best. That’s 
the Chase Wire Service Man. You can reach him by calling your BRASS & COPPER CO. 
nearest Chase warehouse or district office, or by writing Chase WATERBURY 20, CONN. : 
Brass & Copper Co. at Waterbury 20, Connecticut. Subsidiary of Kennevet? Copper Cospecation 


THE NATION’S HEADQUARTERS FOR ALUMINUM + BRASS + BRONZE + COPPER + STAINLESS STEEL 
Atlanta Baltimore Bostom Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City,Mo. Los Angeles 
Milwaukee Minneapolis Newark New Orleans New York (Maspeth, L.!.) Philadelphia Pittsburgh Providence Rochester St.Louis Sanfrancisco Seattle Waterbury 
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NOW TESTS PROVE... 
CONTOUR-WELDED* 
STAINLESS TUBING IS & 
SMOOTHER! cre cisnccsprovites ... onger fatigue tite 





Recent tests conducted on different types of full-finished tubing prove 
that TRENTWELD® tubing—made by the exclusive 

Contour-Weld* process—is smoother than tubing made by 

any other method of manufacture. 


TRENTWELD IS SMOOTHER THAN SEAMLESS. The walls of welded tubing 
generally are smoother than the walls of seamless because 

welded tubing is formed from uniformly rolled strip steel whereas 
seamless is extruded from a billet. The tests confirm 

this point of difference. 


TRENTWELD IS SMOOTHER THAN OTHER WELDED TUBING. These tests 
also confirm that TRENTWELD tubing is smoother than any other 
welded type thanks to Contour-Welding*, the welding 

process patented by Trent that virtually eliminates the weld bead. 


WHY SURFACE SMOOTHNESS IS SO IMPORTANT. In still other tests, 

it has been proved that surface smoothness directly affects fatigue life 
—critical in hydraulic and other pressure applications .. . 
corrosion resistance—vital in strong chemical environments .. . 
particle inerustation—which must be eliminated to prevent 

product contamination. 


So, next time you need stainless or high alloy tubing, be sure you 
specify TRENTWELD. It’s also available in titanium, zirconium, 
Zirealloy and Hastelloyt, in sizes from % to 40 in. Meanwhile, why not 
get full details. Send today for the free, 50-page Trent Tubing 
Manual. Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 


tTrademark of Haynes, Stellite Co. 


less product incrustation 


WHAT CONVENTIONAL WELDING IS 


In conventional welding of tubes, gravity pulls molten metal down inside 
the tubing to form a bead that is difficult to remove by cold working. And 
cold working may lead to undercuts, focal points for fatigue cracks and 
corrosive attacks. Cleaning becomes difficult. 





WHAT CONTOUR TRENTWELD IS 


With Contour-Welding the tube is welded at the bottom. Gravity still 
pulls the molten metal down, but now the weld area corresponds to the 
contour of the tube. There’s virtually no weld bulge on the inside sur- 
face. And even on the O.D., the weld seam more closely conforms to 
the contour of the tubing. 


Stainless and High Alloy 
Pipe and Tubing 


TRENT TUBE COMPANY Subsidiary of Crucible Steel Company of America » GENERAL OFFICES: East Troy, Wisconsin » MILLS: East Troy, Wisc.; Fullerton, Calif. 
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Good approach to cutting inventory costs 


How the 
Air Force 
proves the 
value of 


air freight 


} 


Airlifting high valued items reduces 
stock levels by three months. The Air 
Force proved it! And on one item alone 
the Air Force reduced procurement 
expense by $460,000,000, using the air- 
lift technique. 

Here’s dramatic evidence of big scale 
saving by planned use of air freight... 
how Emery is helping to provide “more 
Air Force per dollar.” And this Air 
Force experience — that airborne re- 
placement can cut high cost inventories 
—is applicable to everyone in business. 


Take a look at your high value items 
—those over $3 a pound. Perhaps your 
company can achieve lower inventory 
and faster customer service with air 
freight. Emery will help you reduce in- 
ventory by serving any point in the 
nation in hours... give you twelve to 
twenty-four hour faster arrival overseas. 

Let Emery show you how air freight 
can boost your profits, cut your costs! 
Write: Mr. John C. Emery, Jr., Emery 
Air Marketing Department, 801 Second 
Avenue, New York 17, N. Y. 


ll EMERY. air FREIGHT CORPORATION 


General Offices: 801 Second Avenue, New York 17 » Domestic and International Service 
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Alan Wood Super Diamond floor plate 


«1S easy to clean 


Sweep it... hose it... mopit... at any angle, A. W. Super Diamond is easy 
to clean. No pockets to hold dirt or water . . . the unique design of this 
rugged floor plate lets water drain quickly in any direction. 


A. W. Super Diamond is easy to fabricate, too . . . it can be sheared, welded, 
formed, and easily matched. The arrangement of the exclusive pattern allows you 
to bend it at any place. This is a heavy duty floor plate that will last for years 

. and provide a safe, non-skid footing. 


For easy cleaning . . . for easy fabrication and installation . . . for long wear 
. specify A. W. Super Diamond. Write for Bulletin SD-N5 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 


DISTRICT OFFICES: Philadelphia « New York « Los Angeles « REPRESENTATIVES: Atlanta « Boston « Buffalo 
Cincinnati * Cleveland « Detroit « Houston « Pittsburgh « Richmond « St. Paul « San Francisco « Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Ltd. 
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Stackpole Coldite 70+ resistors solder 
; ‘easier and stay soldered more surely. 
a ‘Thanks to an extra solder coating applied 

' AFTER the usual tin-lead coating, they 

solder perfectly by ANY method — dip 
or iron. Moreover, resistance variations 
« from normal soldering heat are negligible. 


ee le as 


aid 


Get a head-start on production 


with “solder-coated” resistors 


You can pretty well take for granted that any one of 
several leading resistor brands will meet or exceed your 
performance requirements. But there’s another factor to 
be considered too—ease of handling on your assembly 
lines. Mainly that means ease of soldering — and here 
Stackpole Coldite 70+- “solder-coated” fixed composi- 
tion resistors stand head and shoulders above the field. 
Not only do these famous cold-molded resistors meet 
today’s critical specifications, but they provide un- 
matched “solderability” on any hand or automatic, open 
wiring or printed circuit operation. That makes not only 
for a real saving in assembly work, but also stands to 
reduce subsequent service costs resulting from poor 


soldered connections. 


ELECTRONIC COMPONENTS DIVISION 
STACKPOLE CARBON COMPANY, ST. MARYS, PA. 


Qhife70+ 


FIXED COMPOSITION RESISTORS 


CERAMAG® FERROMAGNETIC CORES « SLIDE AND SNAP SWITCHES + VARIABLE 

COMPOSITION RESISTORS » CERAMAGNET® CERAMIC MAGNETS «+ FIXED COM- 

POSITION CAPACITORS «+ ELECTRICAL CONTACTS + BRUSHES FOR ALL ROTATING 

ELECTRICAL EQUIPMENT + HUNDREDS OF RELATED CARBON, GRAPHITE, AND 
METAL POWDER PRODUCTS 
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Engineered by Tinnerman... 


Easier to assemble...easier to operate... 
SPEED CLIP’ costs 50% less, too! 


Assembly of the SupER-FILer® Divide-a-File 
mechanism was considerably simplified when the 
General Fireproofing Company switched to a 
special SPEED Cure design. Sightless people do the 
assembling without former difficulties of fitting 
spring wires into non-uniform stampings. 

With this Speep C.uIP, the “self-adjusting” 
Divide-a-File slides more smoothly back and forth 
in the channel. Locking in the desired position is 
more positive, too. 


This is another example of how Tinnerman 
Engineering goes far beyond the original fastening 
idea — how we work with customer engineering 
departments to produce better working units. And 
in the above case, a per-part cost reduction of 50% 
was achieved. In only 4 months, General Fireproof- 
ing had saved enough through lower assembly and 
parts costs to write-off new tooling needed to pro- 
duce the SPEED CLIP. 


You, too, can achieve savings and improvements 
like these on your assemblies. Invite your local 


Tinnerman sales representative in for a discussion 
of the Speep Nut. methods of better fastening at 
lower cost. He’s listed in most Yellow Pages, under 
“Fasteners”. Or write to: 


TIANN ERMAN PRODUCTS, Inc. 
Dept.12 +» P.O. Box 6688 «+ Cleveland 1, Ohio 





TINNERMAN 


FASTEST THING IN FASTENINGS® 











NADA: Dominion Fasteners Ltd, Hamilton, Ontario. GREAT BRITAIN: Simmonds Aerocessories Ltd, Treforest, Wales. FRANCE: Simmonds S.A, 3 rue Salomon de Rothschild, Suresnes (Seine). GERMANY: Mecano-Bundy Genbll, Reidelberg. 
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ON YOUR PACKAGING OBJECTIVES 


‘Gaylord first surveys your packaging and handling 
operations. Then research and engineering team up to 
evaluate findings, coordinate results with newest Gaylord 
packaging developments : . . and recommend corrugated 
containers of highest efficiency, at lowest cost. 


Regular corrugated containers in big volume . . . or engineered 
packaging . . . call your G-Man. He'll help you sight the 
shortest distance to dependable, economical packaging. 








PLANTS COAST TO COAST 
CONTAINER CORPORATION 





Division or Crown Zellerbach Corporation 











Leonard Laden has been ap- 
pointed assistant to the purchas- 
ing agent, and Anthony P. Pap- 
pano manager of purchasing ad- 
ministration, for Goodyear Air- 
craft Corporation, Akron, Ohio. 
Both are newly created positions. 

In his new job Mr. Laden will 
help the purchasing agent in the 


L. Laden 


areas of departmental organiza- 
tion, systems and procedures. He 
formerly was assistant to the vice 
president in charge of production. 
Mr. Pappano heads up all con- 
tract administration, and also is 
responsible for priority control, 
terminations, security and other 
administrative aids. Prior to his 
appointment, he was section head 
in customer relations contract ad- 
ministration. 

Mr. Laden joined Goodyear 
Aitcraft’s squadron training pro- 
gram in 1951. He was graduated 
in 1953, receiving the P. W. and 
Florence B. Litchfield Award of 
Merit for outstanding perform- 
ance. He was assigned to the train- 
ing department as a supervision 
training instructor following grad- 
uation, transferring to the produc- 
tion division in 1957. Mr. Pap- 
pano has been associated with the 
company since 1943. He worked 
as an estimator in the materials 
division for seven years before 
joining customer relations in 1951 
as a contract administrator. He 
was appointed section head, con- 
tract administration, in 1957. 


A. P. Pappano 


Promotion of John S. McMullan 
to purchasing agent of Saco- 
Lowell Gear and Machine Divi- 
sion at Sanford, N. C., has been 
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announced. He succeeds W. H. 
Kinard who has retired. Mr. Mc- 
Mullan came to Saco-Lowell in 
1954 from Cornell-Dubilier Elec- 
tric Corporation. At Saco-Lowell 
he worked through the inspection, 
production control, and purchas- 
ing departments. 


Harold J. Hegman has been 
named purchasing agent for 
Queen Products, Albert Lea, 
Minn. Prior to joining the com- 
pany, Mr. Hegman was director 
of purchasing for the Multi Clean 
Company of St. Paul. Before that 
time he served in a similar capac- 
ity with Nobles Engineering, also 
of St. Paul. He is chairman of 


Harold J. Hegman 


the Standardization and Value 
Analysis Committee of the Twin 
City Purchasing Association. He 
also has been active for many 
years in the National Association 
of Cost Accountants. 


Allen B. Du Mont Laboratories, 
Inc., Clifton, N.J., announced the 
promotion of William J. Voss to 
director of purchasing for the 
overall corporation. Formerly Mr. 
Voss was purchasing manager for 


William J. Voss 


the Electronic Tube Division. In 
his newly created post he will 
also be responsible for the coor- 
dination and direction of purchas- 
ing departments of the Industrial 
Electronics Division and the Mili- 
tary Electronics Division. 


Ulmont E. Mathis, Jr., has been 
appointed purchasing agent for 
Louisiana Power & Light Com- 
pany, New Orleans, La. Mr. 
Mathis, succeeds H. M. Warren 
who has retired. Mr. Mathis was 
assistant purchasing agent prior 


Ulmont E. Mathis, Jr. 


to his recent appointment. He also 
is a member of the National As- 
sociation of Purchasing Agents. 
The new purchasing agent holds 
B.S. and M.B.A. degrees from 
Tulane University. 
For More Information Write No. 200 
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5,790 IN-STOCK Drill Types and Sizes 


GIVE YOU UNEQUALLED DESIGN AND SIZE SELECTION 


For Any Material... Any Application 


io. a 
0059” Diameter 


15” 0.4. Length 


No. 555 
32” Diameter 
26%” 0.A. Length 


Continuous Production . . . 


Is assured when you specify UW & B because Whitman & Barnes 


carries more inventories to meet your production needs. 


Application Tested . . . 


For proved quality performance! You get longer tool life . . . less 


down-time . . . lower costs! 


Fast Service... 


Is yours from a WS & B distributor. He maintains complete stocks to 


give you drop-of-the-hat deliveries. 


Your Whitman & Barnes mt product information 
distributor can furnish / \ and free literature. 


you with complete ("27 Call him today! 


©. WHITMANs BARNES 


MAKERS OF FINE TOOLS SINCE 1848 


DRILLS ann REAMERS 


40015 PLYMOUTH ROAD «+ PLYMOUTH, MICHIGA 
NEW YORK CHICAGO LOS ANGELES 


i= 


The two drills shown illustrate the range of standard 
drill sizes and types available from W & B inventories. 








AVOID RISK If 
you 
Duy 


Steel... 


Cc. W. SMITH 


USE OUR INVENTORY to continue your cost-control program 


Worried about inventory? Want to put 
yourself in a position to assure continu- 
ity of production while holding down 
burdensome overhead? Then talk things 
over with your Steel Service Center. 
it’s only good business to avoid big- 
inventory risks. That way you make 
more productive use of capital and save 
on space, handling, obsolescence and 
wastage. Yet with your Steel Service 
Center you have adequate inventory to 
draw on at all times. 


And it makes sense to continue your 


TEEL 


cost-control program. Why not continue 
free-of-risk steel buying from your Steel 
Service Center . . . get all the steel you 
need delivered when you need it, cut to 
exact size and ready for use. 


Compare al/ your costs of inventoried 
steel with the cost of steel delivered as 
needed. Use the chart at the right. Or 
get the booklet, What’s Your Real Cost 
of Possession for Steel? Ask your nearby 
Steel Service Center, or write to 
American Steel Warehouse Assn., 540 
Terminal Tower, Cleveland 13, Ohio. 


Z $5 The American Steel Warehouse 


AREH E ASS'N * ee @ 


YOUR STEEL SERVICE CENTER 


r More Information Write No. 201 on Inquiry Card—Page 32 


For More Information Write No. 


COST OF POSSESSION 
FOR STEEL IN YOUR INVENTORY 


Per ton delivered 
Cost of capital: 
Inventory 
Space 
Equipment 
Cost of operation: 
Space 
Materials handling 
Cutting & burning 
Scrap & wastage 
Other costs: 
Obsolescence 
Insurance 
Taxes 
Accounting 


| 


COST OF FREEDOM-FROM-RISK STEEL 
FROM YOUR STEEL SERVICE CENTER 


Per ton, cut-to-size, and delivered 
Co So 
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What’s new in 
Metal Treatments 
Tale Ma A detallale ia 


Quite a few things. For example, 
there’s the use of Becco Am 
monium Persulfate in etching 
printed circuits. Seems the ma- 
terial works a lot better — at less 
cost — and with none of the haz- 
ards of the ferric chloride solu 
tions conventionally used. 

Then, there’s the problem of 
pickling coprer and brass. Lots of 
pickling agents will do this — only 
trouble is, you've got to paint or 
plate or do whatever you're going 
to do with the metal rather quick- 
ly. Or else. Or else it will tarnish 
or oxidize and you're in the pickle 
all over again. 

Not so with Ammonium Persul- 
fate. Cleans fine. Puts a mild etch 
on the surface, too, for better 
paint or plating bonding. More 
important, perhaps, is the fact 
that the metal resists retarnish 
ing for up to two weeks. Ideas? 

We hope so. What’s more, we've 
got several booklets to help spur 
you on. They're free—use the cou- 
pon below to order 
No. 39 and 51—Surface Treatment 

of Metals with Peroxy- 
gen Compounds. 

No. 86 — Improving Properties of 
Copper and Brass Sur- 
faces. 

No. 97—Paddle Etching of 
Printed Circuits with 
Ammonium Persu!fate. 

No, 99 — Tank Immersion Etching 
of Printed Circuits with 
Ammonium Persulfate. 

No. 102—Etching of Printed Cir- 
cuits with Mercury Ac- 
tivated Persulfate. 
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BECCO & 


BECCO CHEMICAL DIVISION, FMC 
Station B, Buffalo, New York 


Gentlemen. Dept. PM-E 


Please send me the following free 
bulletins: 


(CD 39 and 51 0 86 
0 97 D 102 0 99 


a 
a 


ADDRESS. 


CITY. 


ee 
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products and services can ye 





— 


What’s a 
PEROXYGEN? 


Fact is, ‘“‘peroxygen”’ is a word 
that Becco uses to indicate 


A 


that we can tie oxygen onto 
just about anything. 

How come? Well, years of 
experience in producing Hydro- 
gen Peroxide has produced an 
affinity between Becco and 
oxygen — an affinity we have 
capitalized on to give you com: 
pounds that will provide a ready 
source of oxygen — wherever, 
however and whenever you 
need it. ; 

We have a good number of 
such compounds on the 
shelves. Quite a few others are 
in development. Still others are 
merely in our minds, but we 
can begin drawing them out if 
you're interested. 

We hope you are interested. 
But we'll never know— unless 
you fill in the coupon below 
and mail it to us. Why not? 


BECCO CHEMICAL DIVISION, FMC 
Station B, Buffalo, New York 


Dept. PM-D 
Gentiemen 


Send me more intormation about Becco 
Peroxygen Chemicals. 


NAME 
FIRM 


ADDRESS 


Becco’s Four-Fold Engineering 
Service Program —offered free 
—includes 


1. Comprehensive survey of 
your facilities. 


2. Specific proposal with 
recommendation of 
proved equipment and 
where it is obtainable. 


3. Installation supervision 
by Becco. 


4. Periodic inspection and 
permanent service. 


Can you use this free Becco 
help, based on more years of 
experience with bulk handling 
of H,0, than any other manu- 
facturer? Use the coupon to 
let us know 





BECCO &: 


BECCO CHEMICAL DIVISION, FMC 
Station B, Buffalo, New Yerk 


Dept. PM-B 


Gentlemen : 


Please tell me more about your Four- 
Fold Engineering Service 


a 
Oo 
ADDRESS___ 
C—O 


eo 








Before pilferage gets 
out of hand... call 


£ THE 
{\\ ANCHOR 


—expert in 
industrial protection 


Pilferage—vandalism—trespassing—if one 
or more of these is a problem at your plant, 
put in a fast call to your Anchor Man. In 
a few minutes he can show you the many 
ways Anchor Fence is engineered for pro- 
tection. For instance, how Anchor’s exclu- 
sive square terminal posts give you added 
security by removing potential toe and hand 
holds. His visit could save you thousands 
of dollars in property losses and law suits 
this year alone. 

Call your local Anchor Fence office today. 
Ask for the Anchor Man who specializes 
in your type of plant. For informative liter- 
ature, write: ANCHOR FENCE, 6615 Eastern 
Ave., Baltimore 24, Md. 





Plants in: Baltimore, Md.; Houston, Texas; and 
Whittier, California * Sold direct from Factory 
Branches ond Warehouses in all principal cities 
For More information Write No, 151 
on Inquiry Card—Page 32 
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Ir HAPPENED on St. Patrick’s 
Day morning, a lovely gesture by 
a group of darlin’ men. Breathless 
and beaming, the postman deliv- 
ered to Editorial Assistant Mary 
Rogan’s desk a small box of living 
shamrock, straight from the sweet 
land of her birth. The box was 
addressed to Mary and the editor 
of this magazine. Inside was a 
card to both from John Blinch 
and the Republic of Ireland Group 
of the Purchasing Officers Asso- 
ciation. To Miss Mary Rogan 
(just off the boat), it read, and 
Paul V. Farrell (one generation 
off the boat). No prouder pur- 
chasing people paraded for Paddy 
this March 17th, we'll have you 
know. 

John Blinch, is of course, di- 
rector and secretary of the Pur- 
chasing Officers Association, with 
headquarters in London. Recently 
he assisted in setting up a branch 
of P.O.A. in Dublin, roughly four- 
teen centuries after his great fel- 
low countryman first put foot on 
the Island of Saints. So only a 
Frenchman could make the ridic- 
ulous statement made by André 
Maurois: “If in the eyes of an 
Irishman there is any one being 








more ridiculous than an English- 
man, it is an Englishman who 
loves Ireland.” You're just jeal- 
ous, André, since France’s claim 
as the birthplace of St. Patrick 
was disproved. 

For our part, we feel toward 
all mankind the way the young 
Irishman did toward his relatives 
when he came to our house in 
Brooklyn, knocked and entered, 
closed the door before he turned 
around to see who was in the 
room, said gently: 


“God bless all here.” 


A PUBLICATION is the target 
of various odd individuals with a 
deep but often rather vague sense 
of responsibility—or more simply, 
an axe to grind. We’re asked to 
campaign against, cigarettes, alco- 
hol, and whatnot, in both our edi- 
torial and advertising pages. The 
latest has a somewhat practical 
twist, though. Perhaps the writer 
of the mimeographed postcard, a 
Mr. William Sullivan of Los An- 
geles, figures if blood, death, or 


x 
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injury doesn’t scare P.A.’s, mayve 
the practical aspect of accidents 
will, His one paragraph note 
reads: 

“The costs of a car wreck are 
bad but they also, deprive us of 
many other things we would like 
to have. The press might help this 
situation if they would stress the 
financial advantages of alert driv- 
ing.” 


‘Timnc—that’s the secret of 
success in any field. In the Febru- 
ary 16 issue we ran an article 
on Taylor-Winfield Corporation’s 
P.A. Harold Martin, “High Pres- 
sure Purchasing in a Three-Man 
Department.” Mr. Martin received 
his copy of the magazine on his 
birthday—which lo and behold 
was February 16. We can’t guar- 
antee this type of co-incidental 
journalism in every article we do, 
but we'll try. And to all those 
we’ve written up on off-dates, a 
happy birthday to you anyway! 


Weex AFTER WEEK we saw 
it, but didn’t read it. After all, we 
have a good job, so the head on 
the ad, “Want a Good Job?” was 
already answered. There was no 
need to read further. But curi- 
osity won out. Here’s the rest of 
the ad that appeared in the Busi- 
ness News section of the New 
York Times recently. We have 
our thoughts about it, and we 
leave you with yours: 


Leaders Everywhere 
find this technique works ... . 
Get into a quiet room; sit down 
and relax. For a few minutes, re- 
move worries and fears from your 
mind. Then say these words: 
“The Lord is my Shepherd, I shall 
not want. He maketh me to lie 
down in green pastures. (i.e. He 
is guiding me toward the right 
job.) He restoreth my soul” (i.e. 
He is backing me up and giving 
me confidence). 
That's all. Then go about your 
business. Just try it with faith, for 
a few days. You'll be surprised at 
the results. 
Bernard Haldane 


Aprit 13, 1959 





CLEVELAND CONTAINERS 


ECONOMICAL e¢ EFFICIENT © DURABLE 


A COMPLETE LINE designed for packaging 
and protecting both small and large products . . . 
Cleveland Containers and Tubing are made of 
high quality fibreboard which provides rigidity 
and strength . . . in 2 of 3-piece construction. 


All paper and composite types. 





Can be lined for added protection . . . labeled 
with pre-printed wrappers, direct printing or 
plain color wraps. 


Also, plugs, sleeves and caps for protection of 
internal and external threads. 


WRITE for our latest Packaging Brochure. 


= & & 


We also make TUBING of every kind, type Jim 
and size, in diameters up to 24” . . . in wall 4 
thicknesses and lengths as desired, of chip- \F 
board, kraft, jute, fish paper, etc., as well as ¥ 
other electrical grades of tubing. 


eo > ® 
Why pay more? 
For quality products. ..call CLEVELAND! 








PLANTS & THE 


SALES OFFICES: OFFICES: \* 
CLEVELAND NEW YORK City 
DETROIT WASHINGTON, D.C. 
CO. = nocwester,w.y. 
> al 6201 BARBERTON AVE. + CLEVELAND 2,OHIO 3 #S" "Amiroro, 
PLYMOUTH, WIS. ALL-FIBRE CANS + COMBINATION METAL AND PAPER CANS aseaswe 


JAMESBURG, N. 4. * SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES. DIVISION 


CHICAGO 


ss | FAIR LAWN, I. & CLEVELAND CONTAINER CANADA, LTD. om 


CLEVELAND 
Plents and Sales Offices: TORONTO AND PRESCOTT, ONT. Soles Office: MONTREAL 
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A REPORT ON FAFNIR BEARING DEVELOPMENTS AND DISTRIBUTION ACTIVITIES 








“NEW LOOK” IN FAFNIR 
BALL BEARING PACKAGING 


The trim “new look” in the packaging 
of Fafnir standard precision ball bear- 
ings is further evidence of how Fafnir 
continually keeps up with the times — 
even in the design of the boxes bearings 
come in! 

Printed in bright green with bold red 
and white lettering, the box is designed 
to stand out on crowded stock room 
shelves. To make ready identification 
even easier, the lettering used for the 
name FAFNIR follows the style adopted 
for all the company’s printed matter — 
bulletins, advertisements, displays, sim- 
ilar material. 

Box construction has been improved 
also. It’s sturdier, and the use of an in- 
genious locking box flap eliminates the 
need for the protective gummed tape that 
was formerly placed around each box. 


Illustrated ...top of trim new Fafnir package. 





287 AUTHORIZED FAFNIR DISTRIBUTORS 
AWARDED SERVICE PLAQUES 


In recognition of their years of service. 
as suppliers of Fafnir ball bearings, 287 
Authorized Fafnir Distributors were 
awarded Fafnir service plaques during 
the past year. 

Ten of the awards went to distribu- 
tors of 35 years standing. Twenty-six 
plaques were awarded for 25 and 30 
year association with Fafnir. Other 
plaques were awarded as follows: 48 
for 20 years service, 26 for 15 years 
service, 101 for 10 years service, and 75 
for 5 years service. 

Such awards mean much more than 
recognition and appreciation on Fafnir’s 
part. They speak for a distributor's 
ability to meet his customers’ needs and 
his reputation for fair dealing, quality 
products, and good service — a reputa- 
tion that makes for enduring customer 
loyalty and business success. 

They speak, too, for the company 
represented by the distributor. Long 
years of distributor loyalty are a reliable 
indication of “fair dealing, quality prod- 
ucts, and good service” on Fafnir’s part 
— facts worth knowing when you buy 
ball bearings. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 


FAFNIR BEARING 
COMPANY 


Fafnir Service Plaque is designed for en- 
graving of distributor’s name and the number 
of years he has served as an Authorized Dis- 
tributor of Fafnir ball bearings. 





NEW PILLOW BLOCKS FEATURE 
INTEGRAL SEAL BALL BEARINGS 


Designed for standard and heavy duty re- 
spectively, these LSA and LSAO pillow blocks 
have cast iron housings with machined bear- 
ing seats and bases. 

Self-aligning wide inner ring ball bearings 
are equipped with integral, contact-type Plya- 
Seals or slinger-type Mechani-Seals. Fafnir- 
originated self-locking collar secures bearing 
to shaft quickly and easily. No machining of 
shoulders, no mounting accessories needed. 


The new units have the same base-to-center- 
height dimensions and bolt-hole spacings as 
Fafnir SA and SAO series. Units are factory- 
prelubricated . . . provision for relubrication 
if application warrants. 


LSA art: block (left) is a standard duty 
type; LSAO (right) is heavy-duty type. 





YOU STILL CAN'T BEAT IT FOR FAST, 
SURE INSTALLATION! 


Originated by Fafnir, and 
widely copied, the Wide 
Inner Ring Ball Bearing 
with Self-Locking Collar 
can’t be beat for fast, sure 
installation. Here’s the 1- 
2-3 of it... 


1. Bearing slip-fits onto shaft. Self- 
locking collar is eccentric cam 

~, type... mates with cam on bear- 
ing inner ring. 


2. With cam of collar positioned over 
cam on inner ring, collar is turned 
in direction of shaft rotation, 
securing entire assembly to shaft 
with positive locking action. 

3. Set screw further insures security 
by exerting a wedging action to 
hold the collar always in engaged 
position. Locking action of collar 

;,. is thoroughly effective where re- 
verse loads are not encountered, 
and increases with operation of 
machine. 


Simple. . . speedy. . . foolproof! 


Branch Offices: Atlanta* * Baltimore * Boston (Cambridge)* 
Charlotte* * Chicago* * Cincinnati * Cleveland * Dallas* 
Denver* * Detroit* « Houston * Indianapolis * Kansas City* 
Los Angeles* * Memphis* * Milwaukee * Minneapolis* 
Moline « New Orleans (Metairie) * New York (Woodside)* 
Philadelphia* ¢ Pittsburgh* * Portland, Ore.* * Rochester 


San Francisco (Millbrae)* * Seattle* 


*Includes warehouses 
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Highlights of This Issue 





“ Purchasing in Depth 


This issue features another full-scale study of a 
large purchasing department. As always, much 
of the material covered will be helpful to smaller 
companies looking for ways to adapt the latest 
purchasing ideas to their own requirements. The 
lead article puts special emphasis on departmental 
organization, training, and paperwork. But sev- 


eral other important phases of buying are covered 
too. 


See page 69. 


“ Glass Houses and Goldfish Bowls 


The “What I Like (Dislike) About Salesmen 
(Purchasing Agents)” approach to buyer-seller 
relationships is understandably popular among 
both groups. But it’s a fact that the salesman is 
in a little different spot from the P.A. Even the 
most objective criticism may bounce back on him. 
Yet what he thinks of you and your company is 
extremely valuable. One company has tapped this 
valuable source of evaluation data with a fool- 
proof technique that helps purchasing and pro- 
tects the salesman. Perhaps you can adapt the 
idea. 

See page 84. 


“ How's Your Product Knowledge? 


The rivet is a basic, popular type of fastener. So 
basic perhaps that many occassional users are not 
fully aware that rivet design and application have 
kept pace with the rapid technological progress in 
other fields. The latest in our series of articles 
on how to buy various commodities gives you 
vital data on rivets from top experts in the field. 
See page 94. 


“ Behind the Business Scene 


One of the most popular—because it’s one of the 
most informative—sections in the magazine is 
Purchasing Previews. For an inside of what’s 
happening in business, turn to it now. 

See page 7. 





Special Notice 


Watch for PURCHASING’S annual Value 
Aralysis Issue on June 8 . . . Practical 
advice from experts on how to use pur- 
chasing’s most profitable technique . 
Hundreds of cost-saving case histories. 
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Value Analysis 
On Fasteners 
and Small Parts 


Shows Cold Heading 
Usually Cuts Costs 


This may well be the age of “Value 
Analysis”. And, one of the most 
promising fields for such a cost sav- 
ing study is fasteners and small 
parts. Actually one of the most im- 
portant cost cutting developments in 
recent years is the increasing use of 
cold headed parts and fasteners in 
place of more expensive and struc- 
turally weaker screw machine 
products. 

The more expensive bar stock used 
in the screw machine method results 
in considerable waste, whereas the 
waste is almost negligible in cold 
heading. 

Another important consideration 
is the greater strength structure of 
parts made by the cold heading 
method. The blow of the heading 
tool causes the grain structure of the 
metal to flow in lines of greater 
strength. 

The possibilities of cold heading 
are almost unlimited when used in 
conjunction with secondary opera- 
tions. The tremendous savings in 
operation and material costs make it 
a must consideration when designing 
small parts either as fasteners or as 
integral units for manufactured 
parts. It has been a long time policy 
of John Hassall, Inc. to support their 
cold heading equipment with the 
latest methods of secondary manu- 
facture. Machines for roll threading, 
slotting, drilling, tapping and many 
other operations are available for 
your profit. 

Given complete specifications, in- 
cluding a drawing and an idea of the 
application, we can quickly tell you 
whether or not it will be advan- 
tageous to have your fastener or part 
JOB-DESIGNED by HASSALL. 
The remaining important aspect of 
our service to you is the ability to 
get into production quickly and 
make prompt shipment. 

Write today for your copy of our 
new Catalog No. 106. 


John Hassall, Inc. 


P.O. Bor 2268 
Westbury, Long Island, New York 


Manufacturers Since 1850 
For More Information Write No. 153 
on Inquiry Card—Page 32 
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COST CUTTING on tough jobs—tike 


rolling a double-lead Stub Acme thread—may be easier 
than you think. Olson Mfg. Co. needed only a minor 


adjustment in a standard Anaconda rod 


'Y,4-16 NS 




















114-16 UN 247 











Rolling three threads (dtawing, right) in two positions on a 6-spindle automatic meant cost savings for Olson 
Mfg. Co., Worcester, Mass. The Acme thread, however, posed problems. American Brass specialists mI 
gested minor modification of standard Anaconda Free-Cutting Brass Rod to provide the extra ductility needed, 
The idea worked and the resulting valve spindle is shown above, about 114 times actual size. 


—or maybe you need a different alloy rod. 
The tiny connectors, right, have to be ma- 
chined from ..078” rod, requiring many pre- 
cision form-cutting, drilling, slotting opera- 
tions. So machinability is a vital property of 
the rod used—but so are adequate electrical 
conductivity, high strength, and fatigue re- 
sistance, 

Cannon Electric, Los Angeles, makers of 
these electrical plug assemblies, had to find 
a rod with a delicately balanced combina- 
tion of mechanical properties to provide the 
unfailing and continuous performance re- 
quired. They found it in Anaconda Free-Cut- 
ting Phosphor Bronze-610 Rod, developed by 
American Brass metallurgists to combine the 
strength, resilience, fatigue resistance of 
phosphor bronze, and machinability ap- 
proaching that of free-cutting brass. 


EETING the joint requirements of designers, manufactur- 
M ing men, and buyers—to achieve high quality and per- A ® 
formance while simplifying fabrication and cutting over-all. N AC O N D> 
costs—is an important function of American Brass technical 
specialists. For imaginative and practical help of this kind, COPPER - BRASS - BRONZE 
see your American Brass Company representative or write: NICKEL SILVER - MILL PRODUCTS 
The American Brass Company, Waterbury 20, Conn. In Can- Made by The American Brass Company 
ada: Anaconda American Brass Ltd., New Toronto, Ont. 5» * 
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EDITORIAL 





The Racketeer 
and 


The P.A. 


PURCHASING MAGAZINE 
Aprit 13, 1959 


Mosr OF US have been bemused by what has been turned 
up recently by the Senate Rackets Committee and the Securities 
and Exchange Commission. All the dirty pool in American busi- 
ness today, however, isn’t being played in the juke box industry 
and on the shadier side of Wall Street. 


Any number of small-bore racketeers are now hanging around 
the lobbies—or more likely the back doors—of American in- 
dustry. They don’t wear brass knuckles and their take on any 
single deal is comparatively small. But they’re of the same gen- 
eral stripe as the characters who are getting the headlines. 
Purchasing people should be alert to detect them and nip them 
in the bud, 


Here are a couple of types of con men now operating in various 
parts of the country: 


The helpful relative or friend who is liquidating a stationery 
business for some unfortunate—a recently bereaved widow, a 
seriously ill owner, etc. He will approach the P.A. directly but 
g-nerelly prefers to start with the president or vice-president 
of the firm. Once he’s had a more or less sympathetic hearing 
in the front office he hits the purchasing department, dropping 
names all over the place. His pitch: you can get large amounts 
of distress merchandise at good prices if you buy quickly and 
in large quantities. If you make the quick buy you just as quickly 
find yourself stuck with low quality goods—shoddy paper, cheap 
pencils, etc.—all priced well above comparable products avail- 
able anywhere. 


The man with the “secret” process for prolonging tool life is 
a little less sentimental and more scientific. He tries to see 
only the “technical” men in the plant—and often does. When 
they’re sold, the P.A. is asked to make up a purchase order to 
cover the processing of a number of tools. That turns out to be 
a cheap useless coating worth a few dollars but billed at several 
hundred, Or it might be nothing at all. A wallpaper company 
we know of had several of its rolls treated at a fancy price. The 
treatment: polishing with steel wool, followed by a light coating 
of oil. 


These are only a couple of the rackets that are plaguing pur- 
chasing departments. Don’t figure that they never can catch you. 
They’re catching many people. That’s why they are still in busi- 
ness. The only way to protect yourself is to tighten your own 
defenses: keep campaigning against back door selling in your 
plant; improve your knowledge of every product and process you 
buy; choose your suppliers carefully and intelligently; in case 
of doubt call the Better Business Bureau in your community. 


dul Var 





a new plan to give you 
INCREASED VALUE in BUYING METALS 


Never before have all the values of this new plan been 
available to you—from Ryerson or from any other source. 
Outlined here are some of the principal advantages—each 
representing many possibilities it will pay you to explore. 


INVENTORY ADVANTAGES 

. Ryerson inventories now at all-time high. No others 
anywhere even come close in size and diversity. 

. The newest steels first. Typical examples: LEDLOY® 
tubing, LEDLOY 375 bars, new leaded alloys. 

. Hard-to-get intermediate sizes and special analyses— 
plus, of course, practically all standard types and sizes. 

. Highinventoriesarescheduled to be maintained through- 
out the year, regardless of market conditions. 


VALUE ANALYSIS ADVANTAGES 


1. New quality-control standards, completely detailed 
and published, govern every aspect of the specifications, 
inspection and certification of all Ryerson products. 

. New closer cutting tolerances assure greater accuracy 
than ever before available. 

. The industry’s most experienced specialists—well 
qualified to work with you on problems of selection 
fabrication and ‘“‘costs of possession’’ analysis—help 
you achieve optimum value in purchase and use of 
steel, aluminum, industrial plastics and metalworking 
machinery. 


BETTER SERVICE 


1. Stepped-up processing assures even faster, more de- 
pendable delivery of regular requirements. 

2. Unequaled capacity to serve—a combination of ex- 
panded stocks, equipment and staff— means unequaled 
ability to meet the most urgent emergency needs faster. 


MORE FOR YOUR PURCHASING DOLLAR 


In addition to all the advantages listed above, you build 

a business relationship with a company that: 

1. Is nationally recognized as the leader in its field. 

2. Values your respect and patronage much too highly to 
sacrifice your long-term good will for any immediate 
gain. 

. Has supplied high-quality products at fair, established 


prices under all market conditions for more than a 
hundred years. 


Your Ryerson Representative can show you how Ryerson 
products and services are saving money, improving qual- 
ity and stepping up production for hundreds of companies. 
Just ask him what’s behind that rocket lapel pin he’s 
wearing, and what it means to you. 


HERE’S WHAT EVERY RYERSON MAN IS WEARING—This little rocket 
lapel pin symbolizes Ryerson's new plan for you—l|.V.B.M.—Increased Valve 
in Buying Metals. Ask your Ryerson Representative about it next time he calls. 





PRODUCTS IN STOCK 


STEEL—carbon, alloy, and stainless steel—bars, structurals, 
plates, sheets and strip, tubing, etc. 


ALUMINUM—sheet and plate, coils, rod and bar, tubing and 
pipe, building products, etc. 


INDUSTRIAL PLASTICS—Ryertex-Omicron PVC in all forms. 
Also Ryertex® laminated phenolic plastics for bearings, etc. 


METALWORKING MACHINERY —the broadest line available 
from a single source for every kind of metal fabrication. Also 
specialized line of material handling equipment. 











RYERSON STEEL 


Member of the <QQ> Stet Family 


STEEL « ALUMINUM « PLASTICS « METALWORKING MACHINERY 


NATION’S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
For More Information Write No. 205 on Inquiry Card—Page 32 


PURCHASING 





How Swift & 
Company Buys 


By Harold C. Barnett 


General Purchasing Agent Ray T. O’Neal started 
with Swift & Company as an assistant to the office 


equipment buyer. 


To BE responsible for spending 
$175 million a year and yet not 
spend a single penny yourself 
takes a great amount of faith in 
the people who are spending the 
money. Ray T. O’Neal, general 
purchasing agent at Swift & Com- 
pany, has this faith. But more 
than that, he has the people to 
justify his faith. 

With meat packers, who have 
one of the lowest profit ratios in 
industry (less than 1% compared 
to an average for all manufactur- 
ing of around 5%) purchasing 
takes on even greater importance. 
One manager of a small Swift 
plant confided that the purchas- 
ing department was directly re- 
sponsible for his operation show- 
ing a profit that month. 


Variety of Purchases 


Swift & Company is known 
principally as a meat packer. 
While it’s true that 90% of the 
products they produce are foods, 
feeds and fertilizers, suppliers 
calling for the first time are 
amazed at the volume of materials 
and kind of materials being used 
by Swift. 

It is the responsibility of O’Neal 
and his purchasing agents to make 
sure that everything is on hand, 
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on time, for the 55 meat packing 
plants, 98 dairy and poultry plants 
(including ice cream plants), 6 
refineries, 26 agricultural chemical 
plants, a gelatin plant, 20 vege- 
table oil mills, 3 soap factories, 23 
adhesive plants and a technical 
products plant. 

To meet the needs of these op- 
erations Swift has developed a 
purchasing organization that is 
somewhat unique. Headquartered 
in the Stockyards in Chicago is 
the general purchasing depart- 
ment. Spread throughout the 
United States and Canada are 32 
zone purchasing departments— 
satellites which have a measure of 
independence, but could not op- 
erate as efficiently as they do with- 
out Chicago. 

With, more than 200 manufac- 
turing or industrial locations and 
300 sales offices it is obvious that 
it just isn’t economically feasible 
to have a resident purchasing 
agent in each location. 

Purchasing for these plants is 
handled by a combination of in- 
structions from Chicago head- 
quarters and direct from one of 
the zone purchasing offices. Loca- 
tion and size of departments out- 
side of Chicago depend both on 
the location of a major plant, and 


the presence of a major market. 

Swift goes as far as it can to 
decentralize and yet maintain the 
control and direction of central- 
ized purchasing. 

This arrangement permits Swift 
to purchase nationally and locally. 
Over-all requirements are made 
known to each zone purchasing 
department, permitting local sup- 
pliers to quote on total needs. 

Zone purchasing departments 
are responsible for placing orders 
for plants in their geographical 
area. They also are responsible 
for contacting all sources in the 
area and developing them as po- 
tential or active suppliers. 

Management has seen that this 
organizational setup can be very 
effective. For instance: When 
Swift buys strawberries they deal 
directly with processors. 

Following the strawberry har- 
vest and pack as it progresses 
from Louisiana to Michigan and 
west to California is a fast mov- 
ing, competitive purchasing job. 
Markets are sensitive to weather, 
supply and demand, and the com- 
petition of buyers who are look- 
ing for top-quality fruit. 

These conditions make it im- 
perative that all markets be fol- 
lowed continually. Purchasing de- 
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Purchasing conferences are held on a regular basis at headquarters. Seated 
(left to right) are: P. J. Nordstrom (sitting in for M. E. Callaway), automo- 
tive and materials handling; R. P. Shaw, chemicals, feed and food; H. J. 
Euson, packaging; Ray O’Neal, H. O. Jackson, machinery and equipment; 
J. R. Barnett, shipping containers; L. N. Reid, miscellaneous; and M. W. 
Heuss, building materials and mining. 


In the Swift purchasing organization there are no assistants; hence, no 
crown princes or heirs apparent. Everybody has a chance at the next higher 
job. 









R. T. O'NEAL 


Oils (lubricating) 
Solvents 
Tires 


axes 

£. ¥. Straube-Bedies 
(auto, Truck) 
Materials Handling 


Refrigeration 
(Mechanical "nite 

















L.N.Reid- Plastics 
K.W.Dry 





32 resident purchasing 
agents located through- 
out the comtry, 







Corrug: 
Solid 7itre 








partment zone buyers in all of 
these areas watch their markets 
constantly, 

When the Chicago buyer sends 
out inquiries to the zone buyers 
and the quotations are in, berries 
from Portland, Oregon may be the 
best buy. But the next time it 
may be New Orleans or Balti- 
more. 


Headquarters 


The general purchasing depart- 
ment in the Stockyards also acts 
as the zone purchasing depart- 
ment for the 80 plants in the Chi- 
cago area. It is broken down into 
seven divisions with each division 
responsible for purchasing a cer- 
tain type of material or service, 
such as: (1) automotive and mate- - 
rial handling, (2) building materi- 
als, fuel and mining; (3) chem- 
icals, feed and food; (4) machin- 
ery and equipment; (5) miscel- 
laneous; (6) packaging; and (7) 
shipping containers. 

This organizational setup is in 
marked contrast to the manner in 
which the 32 zone departments 
function. Out in the field the pur- 
chasing agent and his assistants 
must buy everything needed for 
the operation of the plant, cross- 
ing over all the division lines. 

Ray O’Neal believes that it’s 
important to have specialists. 
“With all the items handled in the 
zone it isn’t possible to specialize 
at that level, but we can at Chi- 
cago. For example, a new boiler 
may be required at a plant. This 
may happen only once in 10 years. 
It is impractical to expect zone 
people to keep abreast of develop- 
ments in boilers. 

“Requisitions of this kind, there- 
fore, are forwarded to Chicago 
where the machinery and equip- 
ment division is in close touch 
with the latest technical aspects 
of the equipment needed. Before 
any purchase is made, the prob- 
lem is reviewed with the super- 
vising, engineering and construc- 
tion departments. Decision is then 
reached as to exact specifications 
of equipment to be purchased.” 


Communications 
Even though the 50 buyers out 
in the field are spread all over the 
map—from New Orleans in the 
south, to St. Paul in the north; 
and from San Francisco in the 
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west, to Boston in the east—they 
have as much information avail- 
able as they would if they were in 
Chicago. 

One of the important factors 
that keeps Swift buying at peak 
efficiency is its network of com- 
munication. Market information 
continually flows into and out of 
the Chicago office. For example, 
each zone purchasing agent knows 
how much he should be paying for 
marking inks and solvents. Chi- 
cago has given him the name of 
one or more vendors of these 
products along with prices. These 
may be contracts or merely firm 
offers to sell at a given price. 

The zone P.A. can do one of two 
things: He can select one of the 
suppliers suggested by the Chi- 
cago office or he can find another 
in his own area who can supply 
the item for the same price or 
less. 

Most of the time the price as 
outlined in the instructions from 
Chicago is rock bottom. The rea- 
son for this is simple. Every zone 
P.A. knows the approximate usage 
of every item that Swift buys. 
When the division head in Chi- 
cago is reviewing the item he 
contacts all the zones and each 
may offer the entire tonnage of a 
certain item to suppliers in his 
area. If the local zone has the best 
price setup, his offer is made to 
all zones 


Field Offices 


In order to quote on the com- 
plete Swift business it is not nec- 
essary for a supplier to send a 
salesman to Chicago. If his plant 
is in Atlanta, he can accomplish 
just as much by calling on the 
Atlanta P. A. Of course, in the 
case of small vendors, they might 
not be able to handle the entire 
Swift business. They therefore 
would quote only on the Atlanta 
zone requirements. 

It is in this area that the zone 
purchasing departments prove 
themselves most valuable. If all a 
purchasing agent had to do was 
look at a list and send orders to 
the vendors appearing on it, there 
would not be much point in hav- 
ing him at all. Requisitions could 
go to Chicago and the purchase 
made from there which would 
save many thousands of dollars in 
operating costs. 


Aprit 13, 1959 





categories of purchases. 


Packaging materials 
Shipping containers 
Food ingredients 
Chemicals 


Gasoline 
Office equipment 





Swift & Company spends better than $175 million each 
year for materials and supplies (other than livestock) 
needed in its operations. Here are a few of the major 


Machinery and equipment 
Automotive and truck equipment 


$31,000,000 
$23,000,000 
$11,500,000 
$11,000,000 
$ 8,000,000 
$ 4,600,000 
$ 4,000,000 
$ 2,000,000 











Swift & Company 








Tuesday, December 2, 1958 
1h20 a.m. to b15 p.m. 








The gift policy at Swift & 
Company is simple and 
strict. No gifts. When sales- 
men are calling on a buyer 
and his visit can be ex- 
pected to run over the 
lunch hour, he is the guest 
of the company in their 
immaculate, well-run res- 
taurant. 





Vanilla Cream Pie 
Pound or Layer Cake 
Grapefruit Sections 


Mixed Fruit - - - 30 
Potato Salad~ - - 25 








However, this is not the case. 
The zone purchasing agent is con- 
cerned with developing sources of 
supply for total company require- 
ments. He is also concerned with 
many items that can be purchased 
locally to an advantage. 

The zone purchasing operations 
are watched very closely to make 
sure they provide the necessary 
service economically. Two years 
ago, for example, the Dallas office 


was closed, and its buying activ- 
ities transferred to the nearby 
Fort Worth office. The volume of 
purchases at Dallas had declined, 
and the cost per dollar of pur- 
chases had increased to a point 
where some action was warranted. 
Fort Worth could service Dallas 
adequately even with the addi- 
tional volume. So the change was 
made. 
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Swift Builds From The Bottom 


Co 

I CAN raise better men than I 
can hire.” G. F. Swift made this 
declaration more than 50 years 
ago. He began with his seven sons 
and went on from there. His prin- 
ciple proved to be so sound it is 
entrenched as one of the firm 
policies of Swift & Company. 

Each of the more than 64,000 
employes can take one or another 
of the many training courses of- 
fered by the company. The better 
informed an employe is, the bet- 
ter understanding he has of the 
company and how the products 
are produced, the better employe 
he is likely to be. He will be able 
to see clearly his part in the over- 
all picture and success of the com- 
pany. 

But, as in many companies, 
most of the training at Swift re- 
sults from on-the-job experience 
—counseling, job rotation, and 
special assignments. For example, 
Swift’s purchasing department fol- 
lows a policy of providing both 


Chicago and zone buying experi- 
ence for anyone placed in a posi- 
tion of top responsibility. 

A zone purchasing agent is bet- 
ter equipped to handle his job 
having had a number of years of 
Chicago experience. The same 
holds true of a Chicago buyer af- 
ter zone experience. 

All buyers know the route for 
advancement. When an opportuni- 
ty for promotion opens up at At- 
lanta, for example, there is a man 
ready and willing to go. This poli- 
cy has proved advantageous to 
Swift, and to purchasing person- 
nel as well. 

When a young man starts with 
Swift’s purchasing department he 
either begins in a zone or goes 
there for training. It may be 
months before he gets any real 
buying experience. And it may 
even be a year before he pays his 
way. 

During the first week, the 
trainee spends his time just get- 


A Swift buyer is given more and more responsibility until he fits smoothly 
into the entire operation. Here, C. H. Bevers, packaging division buyer, 
talks over a technical problem with one of the hundreds of suppliers who 


call every day. 


ting acquainted with people, poli- 
cies and places. He studies the 
purchasing manual and other com- 
pany booklets. He visits the plant, 
learns something about operations 
with emphasis on supplies. After 
being assigned to a job, he is in- 
structed in routines—how to write 
an order, where the copies go, 
how goods are received, who pays 
the bill. The training is not hur- 
ried. 
Training Is Thorough 


Only after this background has 
been acquired is the trainee ready 
to try his wings at buying. During 
this phase he is closely watched 
by his supervisors. He is given a 
group of items to purchase. 

As he progresses he takes on 
additional items and switches to 
different groups until he has a 
broad range of buying experience. 
Then comes a more permanent as- 
signment. 

Of course, even with a perma- 
nent assignment, he is guided by 
the purchasing agent. Gradually 
he receives more and more re- 
sponsibility until he fits into the 
smooth operation of the entire 
function and needs no more than 
routine direction. 

This, however, is only the begin- 
ning. A man with stuff and stam- 
ina that characterizes a top man 
can go as far as he would like. 
Swift purchasing people point with 
pride to R. W. Reneker who start- 
ed as a purchasing trainee just 25 
years ago; today he is a vice pres- 
ident and director of the company. 

Good men are spotted quickly 
and moved up at the first opportu- 
nity. The route for an ambitious, 
hard-working purchasing man can 
almost be charted: From a trainee 
in a zone to a more responsible po- 
sition in a zone department; to 
Chicago as a buyer in one of the 
seven divisions; to the position of 
zone head out in the field again 
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or up to a division head at Chi- 
cago; finally to the top—general 
purchasing agent. 

This route may sound unrealis- 
tic but Ray O’Neal can prove it. 
A Swift & Company organization 
chart which appeared in the April, 
1941, issue of PurcHAstnc Maga- 
zine shows R. T. O’Neal as assist- 
ant to the buyer of office equip- 
ment. Today’s chart shows this 
same R. T. O’Neal as general pur- 
chasing agent. 


Trained and Tested 


Naturally, only one man stands 
at the top. When some one does 
reach it, management knows they 
have the best man for the job. He 
has been well tested and trained 
all along the way. 

Part of the testing along the way 
comes in the form of continued 
and conscientious use of a “Per- 
sonnel Analysis Report.” Made up 
once a year on every person in the 
department, the reports are for- 
warded to the general purchasing 
agent for his guidance and in- 
formation. 

In the field, the report relating 
to the zene head is filled in by the 
local plant manager; all other re- 
ports are made out by the zone 
head himself. In Chicago, each di- 
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vision head completes one for the 
men in his division. All are for- 
warded to O’Neal. 

If there is a sudden opening in 
one of the zone departments, O’- 
Neal will select 30 or 40 of these 
personnel reports and go through 
them, winnowing the list until he 
is sure he has the right man for 
the job. 





E. A. Moss, corporate 
vice president (left— 
alongside G.P.A. Ray 
O’Neal), has this to say 
about Swift buyers: “In 
all cases our buyers 
strive to be fair in their 
dealings with suppliers 
—to be objective and 
impartial in arriving at 
decisions in their daily 
buying operations. 
Swift buyers are 
trained to buy what 
they consider best value, 
after giving full consid- 
eration to quality, serv- 
ice and other factors 
that may outweigh price 
considerations.” 








Mr. O’Neal does not rely en- 
tirely on what he reads on these 
reports. He knows his men per- 
sonally. He makes it a point to 
visit every zone purchasing de- 
partment. 

To raise better men takes time, 
trouble and much effort. The re- 


sults, however, are outstanding. 


Whether a buyer starts in Des Moines or South St. Paul, he must spend 
some time working in headquarters. The busy Chicago Stockyards office, 
shown above, is the hub of all Swift purchasing operations. 
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Swift Saves $100,000 a Year 


P URCHASING’S biggest savings 
always come from better buying 
methods. But if your department 
is big enough, it’s possible to make 
a pretty impressive showing by 
reducing operating costs. With 140 
people writing 500,000 purchase 
orders in 33 locations, Swift’s Gen- 
eral purchasing agent Ray O’Neal 
has an abundance of such cost re- 
duction opportunities. In the past 
two years, he has managed to re- 
duce purchasing’s operating costs 
by $200,000. 

And more than just money was 
saved, The person who first said, 
“Money isn’t everything” must 
have had purchasing in mind. 
New, streamlined methods may 
not be immediately apparent to 
the treasurer as additional profit 
dollars, but they do permit faster 
processing of the paperwork. 

Buyers, relieved of handling de- 
tails, can give more time to bet- 
ter buying. They have more time 
for analyzing vendor performance 
and more time for discussions 
with using departments to learn 
how the various purchased items 
are performing. When you can 
save noticeable amounts of money 
in the cost of operating a depart- 


ment and at the same time give 
the buyers more time for better 
buying, you have reached peak 
purchasing efficiency. 

This is the enviable position in 
which Swift finds itself. Mr. 
O’Neal attributes much of the al- 
most quarter million dollars in 
savings to five seemingly simple 
changes: utilization of central dic- 
tating equipment; centralized or- 
der writing; traveling requisitions; 
local purchases and direct order- 
ing. 

To take each in turn: 


CENTRAL DICTATING EQUIP- 
MENT—The day of the secretary 
who takes dictation and the girl 
from the stenographers pool is 
fast drawing to a close. Secretaries 
themselves will never be replaced 
with office equipment but the part 
of their job requiring dictation has 
been taken over. 

Swift’s Stockyard office has in- 
stalled Gray Audograph equip- 
ment. Using the telephonic device 
on his desk, each letter writer is 
in direct contact with the central 
transcribing department. The buy- 
er need only pick up the instru- 
ment and start dictating. Unless 


In the order-writing center, Swift uses IBM forms-writers—an electric 
typewriter with “all-cap” type and fanfold attachment. 
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the letter is dictated late in the 
afternoon, the chances are pretty 
good that it will be on his desk 
for signature within three hours. 

Another big advantage of cen- 
tral dictating is that it permits 
many low-volume dictators to use 
the system, saving even more time 
and money. Letters to vendors for 
information are on their way in a 
hurry. 

Swift has found that now that it 
is easier to write a letter, more 
people are doing it. These, gen- 
erally, are letters that should have 
been written before. But because 
of the effort involved nobody 
could get around to them until the 
need for communication became 
so urgent that a long distance 
phone call was the only cure. 
CENTRALIZED ORDER WRIT- 
ING—Formerly each buyer had 
or shared a stenographer who 
wrote his orders. With the addition 
of continuous order writing forms 
and an order writing center, all 
purchase orders are now proc- 
essed through one central group. 
Four girls handle all the order 
writing. 

The buyer gets the requisition 
from one of the 500 Swift locations 
and takes whatever steps he feels 
are necessary to accomplish the 
buy. He prices the order, indicates 
the vendor, and puts the requisi- 
tion in the box for order writing. 
A clerk periodically picks up and 
delivers orders to and from the 
center. Some 10,000 orders are 
handled every month. 

In addition to the direct savings, 
Ray O’Neal knows that purchase 
orders are going into the mail 
earlier than ever before. 

TRAVELING REQUISITION— 
This is rather new to the Swift or- 
ganization. Methods study and 
actual tests indicated its possibili- 
ties as part of a “one-time” writ- 
ing procedure. 

The traveling requisition not 
only saves time for purchasing’s 
order-writing center, it also mini- 
mizes the time between requisi- 
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tioning and placement of the order 
and gives the buyers more time 
to spend on their primary func- 
tion— buying. 

In addition, editing is eliminat- 
ed, preparation time on requisi- 
tions is reduced, and record infor- 
mation is immediately available. 

The procedure followed when 
the traveling requisition arrives 
at the buyer’s desk in Chicago is 
the same as with non-repetitive 
requisitions. 

After the order is written, the 
buyer signs and sends the original 
to the vendor, keeps one copy for 
his files, and returns the other 
copies (zone purchasing copy, lo- 
cal plant receiving copy and ad- 
vice of receipt forms) together 
with the traveling requisition to 
the zone. The zone office then 
makes the proper distribution of 
these forms to other departments. 

LOCAL PURCHASES—To any 
purchasing agent small purchases 
can be a bothersome and costly 
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News, 


The purchasing story is well-known to the entire 
Swift organization. This is due in no small meas- 
ure to the product series which ran in the house 
organ describing each of the major materials pur- 
chased. Buyers now find that other departments 
are more aware of purchasing’s responsibilities 
and problems. 





the supply story 


the supply story 


truck litt 


horsepower under a metal cover 


OUR MODERN WORLD Wersiy revatees arsund 
one nee 


“ctl iy ” 


PURCHASING DEPARTMENT BUYERS COVER many marntr 
SE ANOTHER GEUEF ARTICLE ON THR) SERIES NEXT MOrer> 

















DEPARTMENT REQUISITION 
TECH. PROD. Code hh 


Plant HAMMOND, IND. Department _DECOLORIZING 


Deliver to__2800__165th 
Item_PAPER, GREASEPROOF, WET STRENGTH, 90f, size 2h" x 267 
on returnable s Lé x LO" each having 100 pkgs 


im sheets ea. 


Allow 20 Days for Delivery Economie Quantity Standard Package 1 m sheets 


On Hand On Orde- 





Date Order No. Quantity Delivery Approvals Routing Price |\end'r Buyer Date 





gcd, 
‘ 

















Vendor 
Address 
City -State 


Company Name 
Address 
City, State 
YA_7-4200 
2/10/30 


Delivered 
dee 





1959 
1960 
1961 





PO Form C 12 5-20-58 








Swift estimates that the new traveling requisition has reduced the clerical 
workload in ordering departments by almost 66%. 
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The second time a supplier calls, Marie Morman, departmental switchboard 
operator, can usually call him by name. White rubber rings on the keys 
indicate that certain buyers are not in the office or are not available for 
interviews. 





Purchasing Department Instructions 
COMMODITY SECTION 37 
Miscellaneous Division 

Part (e-2) 


6/3/58 
yy a Instructions 
5/26/58 ; 


PACKING PLANTS: Purchasing Departments ~ U.S.A. & Canada (2 ea.) 


SALES UNITS: District Superintendent 
SALES UNITS: Superintendent 

DAIRY & POULTRY PLANTS: Manager 

ICE CREAM PLANTS: Manager 


COUPLINGS 


Long shank for steam or air attached - 
s $X.%F set 
1/2" 
“c x 
1-1/4" Y " 
1-1/2" " 
Water or Suction Hose Type attached - 
1/2 - 5/3 - 3/4" $x.IX set 
ys ay 
1-1/4" X.xX 
1-1/2" x. 
os XxX 
2-1/2" xX 
» XxX 
X.xX 


2/l0th Proximo. Net 60 days. 


ORDERS MAY 
BE MAILED TO: 


PURCHAS PARTMENT 


me 


Summaries of contracts and price agreements are sent to all zone purchas- 
ing departments and plant managers where the item is used. Saving time, 
money and paperwork, this system permits direct ordering under controlled 
conditions. 





problem. With some 500 locations 
requiring countless items, many 
in small quantities, it becomes a 
monstrous job. 

After a thorough study, it was 
decided to meet this problem by 
authorizing units having no pur- 
chasing office to make purchases 
up to $25. Although the study in- 
dicated the purchasing department 
could buy to better advantage at a 
figure as low as $10, the cost of 
purchasing these small items was 
the determining factor. 

Where there is a purchasing 
agent, however, all orders are han- 
dled by his department. As in the 
ease of Atlanta: The purchasing 
department buys for 65 different 
company units in its area. It is 
now possible for 64 of these units 


‘to make small local purchases 


without consulting purchasing. 

Mr. O’Neal felt that nothing 
would be gained by having some- 
one else at the Atlanta location 
handling small orders. 

DIRECT ORDERING—On 
items where the price does not 
fluctuate too radically, Chicago 
purchasing negotiates national 
contracts or makes price agree- 
ments with vendors. Summaries of 
these agreements, showing prices 
for various quantities, then go to 
the entire purchasing organization 
and the plant managers at loca- 
tions with no resident purchasing 
agent. When a plant needs three 
dozen work gloves, for instance, a 
clerk writes a purchase order to 
the vendor at price and terms spe- 
cified in the national contract. 

This saves much time and trou- 
ble for all concerned. The plant 
gets its gloves at the lowest pos- 
sible cost and the local P.A. is 
not bogged down with a lot of 
routine, time-consuming small or- 
ders. 

The home office receives no 
copy of the purchase order; the 
zone P.A. receives no copy. Paper- 
work is kept to a minimum. Mr. 
O’Neal works on a principle of 
“no copies anywhere.” 

He feels that “there is no earth- 
ly reason why Chicago must know 
that some ice cream plant in Iowa 
needs three dozen work gloves. 
It is only needless, cumbersome 
paperwork and it is our position 
that the less paperwork we have, 
the more time we have to devote 
to the buying function.” 
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Can a Supplier 
Blackball Your Company? 


By Albert Woodruff Gray 


A COMPANY in a private busi- 
ness has the legal right to choose 
its own customers. It can select 
those to whom it will sell and an- 
nounce in advance the terms on 
which it will trade. This is a long 
recognized right which finds its 
origin in the constitutional guar- 
antee of the right to sell and buy 
as one may see fit. 

However, this right exists only 
so long as there is not a conspir- 
acy or agreement condemned by 
the antitrust laws. 

Some confusion exists because 
this right is, in a sense, in opposi- 
tion to the antitrust laws. For 
example, the Sherman Act states: 
“Every contract, combination in 
the form of trust or otherwise, or 
conspiracy in restraint of trade 
or commerce among the several 
states or with foreign nations is 
declared to be illegal.” 


To Illustrate 


Here are several cases which 
illustrate the fine line between 
the proper exercising of this right 
and a violation of the antitrust 
laws. 

The first case concerns a con- 
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A supplier can refuse your business as long 
as he’s not violating the antitrust laws. The 
big question is—when does a refusal violate 
the antitrust laws? A study of court deci- 
sions in this area will help you to know 


when. 


troversy before the federal dis- 
trict court in Georgia. This is the 
background on the case. Prior to 
1938 a manufacturer had distrib- 
uted his product in Georgia 
through approximately 750 retail 
dealers, chain stores and jobbers. 
After the end of the war he 
changed over to a route-salesman 
system, to the exclusion of the 


SOUNDS LIKE AN 
ANTITRUST LAW 
VIOLATION. 











previous jobber trade. 

Suit was brought against the 
manufacturer by one of these job- 
bers, to whom further sales had 
been refused. The jobber claimed 
that the refusal of the manufac- 
turer to sell its product directly 
to him (the jobber) was a viola- 
tion of the federal antitrust laws. 

The court decided that nothing 


THEY'RE GANGING UP ON ME, JUDGE 


NOT ONE OF EM 
WILL DO BUSINESS WITH ME. 


A company can pick and choose its own customers—as long as it’s 
not making a conspiracy or agreement prohibited by the antitrust 


laws. 





in these circumstances showed a 
conspiracy or agreement to fix or 
maintain prices. The court said: 

“Neither fixing of the policy 
that led to the termination of this 
dealer as a jobber, nor the ter- 
mination itself, was a violation 
of the antitrust laws. A corpora- 
tion has the right as a single man- 
ufacturer to select its customers 
and to refuse to sell its goods to 
any one, for any reason, and does 
not violate the Sherman Act pro- 
hibiting conspiracy when it exer- 
cises that right through its officers 
and agents.” 


Another Case 


Here’s another case which illus- 
trates this same principle of law 
—that a company has the right to 
choose its own customers. 

In this case a motion picture 
group of producers and distrib- 
utors was charged with a viola- 
tion of the anti-monopoly statue. 
The reason: the group refused to 
release pictures until the expira- 
tion of three weeks after their 
exhibition in the city of Wash- 
ington. 

The complaining theatre op- 
erators contended that by con- 
certed action and agreement 
among themselves these produc- 
ers had restricted delivery of the 
films for exhibition for unreason- 
able periods of time. The theatre 
operators claimed that such acts 
were a conspiracy in restraint of 
trade. 


PLEASE DO BUSINESS 
WITH THE A.B.C. COMPANY. 


~ 


& 
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business. 
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The court ruled in favor of the 
motion picture producers, that 
they could furnish the films on 
the conditions which they them- 
selves set. The court said: 

“A person in the manufacture 
or sale of goods or in rendering 
services, is under no obligation to 
sell to everyone who applies or to 
serve everyone who desires to 
deal with him. The only exception 
relates to callings coupled with a 
public interest.” The reference 
here to the exception to this rule 
relates to the obligations of public 
utilities whose right to function is 
conditioned upon compliance with 
that duty. 

“Dealers and manufacturers,” 
continued the court, “may use 
their own judgment and discre- 
tion and select persons with 
whom they choose to do business 
as well as the time when they will 
enter into transactions with them. 
A business concern may sell its 
product to one customer in pref- 
erence to others when acting 
without ulterior motives and free 
from compulsion. 

“It follows that these distrib- 
utors had the right to refuse to 
lease any pictures to these theatre 
operators at all. Hence they had 
a right to refuse to rent except 
after the expiration of certain 
waiting periods. The only limita- 
tion on this general principle is 
that the producers may not con- 
spire among themselves not to 
deal with a theater owner.” 


In a supreme court case, the 
federal government charged that 
the Times-Picayune Publishing 
Company had violated the anti- 
trust laws in refusing to sell ad- 
vertising space in its newspapers 
unless such space were purchased 
in both the morning and evening 
edition of that publication. Sales 
of advertising space in either edi- 
tion without the purchase of a 
corresponding space in the other, 
would not be made. 

“No Sherman Act violation has 
occurred,” asserted the court, 
“unless the publishing company’s 
refusal to sell advertising space, 
except en bloc, viewed alone, con- 
stitutes a violation of the Act. 
Refusals to sell, without more, do 
not violate the law. Though group 
boycotts or concerted refusals to 
deal clearly run afoul of the 
statute, different criteria have 
long been applied to qualify the 
rights of an individual seller.” 


Goes Beyond Merchandise 


Refusal of the courts to extend 
the application of antitrust laws 
to the conduct of the individual 
trader has been extended beyond 
the mere sale or purchase of mer- 
chandise. For example: 

A contract was made by a ser- 
vice station operator with a gas- 
oline supplier. It was stipulated 
that the operator of the station, 
while he had the right to pur- 
chase his supplies at established 
prices and use the trade-name of 
the producer in the sale of these 
products, would not sell the prod- 
ucts of other companies. 

Suit was brought by this ser- 
vice station operator for a release 
from this contract on the ground 
that it was void under the anti- 
trust laws. 

“In the instant situation,” said 
the court in denying this relief, “it 
appears that but a minute portion 
of the market in Wisconsin would 
be affected by the limitation in 
the lease. It has long been the rule 
in this state that agreements, al- 
though in partial restraint of 
trade, where effected for a proper 
purpose and limited in time and 
scope and otherwise reasonable, 
are not invalid. 


“Tt cannot be held that the re- 
quirement under attack was not 
for a just and honest purpose, or 
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was not for the protection of the 
legitimate interests of the party 
in whose favor it was imposed, or 
that it was not reasonable as be- 
tween the parties or that it was 
specially injurious to the public. 
It does not appear that it unduly 
restricts or unduly obstructs the 
course of trade.” 


The Exception 


An exception to this rule was 
pointed out by a federal appellate 
court a few months ago in an ap- 
peal by a Colorado retail dealer 
in electrical appliances. Here 
wholesalers had refused at the 
instance of competing retailers, 
to sell to this dealer. Also two 
daily newspapers in Denver had, 
as a condition of accepting this 
retailers advertising, stipulated 
that he advertise only those items 
“obtained through regular Denver 
wholesale channels” at prices and 
on terms approved by the sup- 
pliers. At the same time the news- 
papers forbid the advertisement 
of itemized brand named prod- 
ucts on any terms, 

The application to dismiss the 
action as not based on facts that 
showed a violation of the anti- 
trust laws, was denied by the 
appellate court. 

“It is of course true without 
dispute,” said the court, “that a 
manufacturer is free to make ver- 
tical agreements with local agents 
and dealers for the sale of his 
wares and products in a given ter- 
ritory for a stated price. 

“He is also free, as far as the 
antitrust laws are concerned, to 
discontinue his relations with any 
dealer so long as his conduct is 
not conceived in monopolistic pur- 
pose or market control. But any 
horizontal agreement among local 
competitors or with manufac- 
turers which has the purpose and 
effect of fixing or stabilizing prices 
at local levels or apportioning ter- 
ritories of suppressing competi- 
tion, is illegal in itself if interstate 
commerce is utilized or if such 
concerted acts have the effect of 
restraining the free flow of inter- 
state commerce. 

“In these circumstances the 
amount or quantity of interstate 
commerce is unimportant, it is 
the nature or tendency of the 
agreement which the Act pro- 
scribes.” 
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What Do You Know About 
VALUE ANALYSIS? 
Maybe a little, maybe a lot. But whether you’ve had a Value 


Analysis program going for years or are only thinking of 
Starting one, you’ll need the information that will appear 


in the 


June 8, 1959 Value Analysis Edition 
of PURCHASING MAGAZINE 


All the latest Value Analysis techniques will be explained 
and demonstrated by experts. You’ll learn how to develop 
a Value Analysis program, how to overcome obstacles, 
how to analyze materials; processes, packaging, etc. Don’t 
miss this practical exercise in Applied Value Analysis! 
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Note: Advance copies of the June 8th Applied Value 
Analysis Edition may be ordered now at a special 334; % 
reduction! Pre-publication price is only $1.00. After publi- 
cation, copies will be $1.50 each. Send your order now to 
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For the Best in Value Analysis— 
Don’t Forget Purchasing Magazine’s 
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Another suit of the same char- 
acter was decided by the United 
States District Court in Louisiana. 
An action had been brought in 
this instance by a gasoline ser- 
vice station owner against an oil 
refining company as the con- 
sequence of a price war in that 
locality. 

Charges against the refiner 
were based on the assertion of 
the service station owner that this 
company had refused to continue 
selling him except on conditions 
he was unwilling to meet. Dis- 
missing the action as lacking suf- 
ficient grounds for a recovery the 
court said in its decision; “Only 
a horizontal conspiracy between 
competitors at the same level, not 
a vertical conspiracy between the 
manufacturer and its retail deal- 
ers, is proscribed by the Sher- 
man Act.” 

Then of the charge made by 
this dealer of a refusal of the sup- 


plier to make further sales of its . 


merchandise the court added: “It 
is clear that a simple refusal to 
deal is not proscribed by the Sher- 
man Act. A refusal to deal by one 
of the parties always is permis- 
sible except where actual mo- 


nopoly or intent to monopolize 
exists and the refusal by more 
than one is prohibited only where 
there is concerted action by those 
who are true competitors.” 

The right of a dealer to sell to 
whom he chooses exists as long 
as there is not a conspiracy or 
agreement condemned by the 
antitrust laws. This was clearly 
stated by the Supreme Court half 
a century ago: 

“The purpose of the Sherman 
Act is to prohibit monopolies, 
contracts and combinations which 
probably would unduly interfere 
with the free exercise of their 
rights by those engaged or who 
wish to engage in trade and com- 
merce—in a word, to preserve the 
right to freedom to trade. 

“In the absence of any purpose 
to create or maintain a monopoly, 
the Act does not restrict the long 
recognized right of trader or man- 
ufacturer, engaged in an entirely 
private business, freely to exer- 
cise his own independent discre- 
tion as to parties with whom he 
will deal. And, of course, he may 
announce in advance the circum- 
stances under which he will re- 
fuse to sell.” 
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High-Speed 


Purchasing 


Puts Stress on Rapid Communication 


When your purchasing department is geared to an automotive pro- 
duction schedule and you can’t buy for inventory—fast, accurate 
communication is a must. Here’s how the Cadillac Motor Car Div. 


handles this difficult problem. 


By Howard Anderson 


| N THE AUTOMOTIVE busi- 
ness, it is usually only a matter 
of hours between the time a ship- 
ment of parts is unloaded at the 
receiving dock and the time when 
these parts are driven off the end 
of an assembly line, as part of a 
completed car. 

The speed of our production 
makes it virtually impossible to 
stockpile manufacturing material 
for most key parts. It is not at all 
uncommon for us to have cars 
scheduled for production while 
the parts for these cars are still 
on trucks en route to our plant 
from vendors, or other General 
Motors Divisions. At our receiv- 
ing docks at Cadillac, we figure on 
turning over available interim 
storage space at least twice dur- 
ing each working shift. The prob- 
lems this creates for our purchas- 
ing department are obvious. 

Receiving materials at a suf- 
ficiently rapid pace to meet our 
current schedules means we must 
maintain high-speed record-keep- 
ing cycles for material forecasting 
and purchasing. In an operation 
like ours, it takes quite a few 
follow-up men to keep the supply 
flow moving fast enough. Inven- 
tory records must be updated al- 
most hourly to be sure stocks are 
enroute or on hand to keep the 
lines rolling. 

This means that we have to get 
information on incoming ship- 
ments to responsible control of- 
fices as quickly as the shipments 
are moved to the production de- 


Wr. Anderson is superintendent of material 
ontrol for the Cadillac Motor Car Division, 
General Motors Corporation, Detroit, Mich. 
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partments. To do this effectively 
in a plant as large as ours calls 
for a system of wire communica- 
tions. In our case, we use Tel- 
Autograph telescribers. No spe- 
cially trained operators are need- 
ed to run the telescribers. Receiv- 
ing dock personnel can use the 
machines competently with only 
a few minutes’ instruction. 


How It Works 


In using a telescriber, an oper- 
ator writes with a special stylus 
much as he would with a ball- 
point pen. What he writes is 
simultaneously reproduced on 
paper at one of several receiving 
instruments. 

At Cadillac the control centers 
for the message networks are lo- 
cated just inside the central un- 
loading doors at the receiving 
docks of our two receiving rooms. 
One of these services the manu- 
facturing division, the other ser- 
vices the assembly division. 

Incoming shipments are divided 
into two classifications: produc- 
tion materials, including all parts 
which eventually will be part of 
the car; and indirect materials, 
which cover supplies, tools, main- 
tenance materials and all other 
parts and equipment not actually 
included as a part of the car. 

At our final assembly division 
we receive production materials 
almost exclusively and use only 
one TelAutograph network. At 
the manufacturing building we 
receive both productive and non- 
productive materials and as a re- 
sult have two separate message 
networks, one for each type of 
material. 


When non-productive materials, 
are received, word is sent by tele- 
scriber to the tool supervisor, 
stockkeeper and to machine re- 
pair supervision. Messages about 
production materials go to the 
inspection department, the traffic 
department and production con- 
trol. Copies of messages covering 
both categories go to the purchas- 
ing department. 

At each plant, truck drivers de- 
livering incoming material are in- 
structed to report to the office 
that houses our message control 
centers. The driver presents his 
freight bills to the operator. By 
flipping the proper key on a con- 
trol panel which enables him to 
direct messages to any point in 
the wire system, the operator can 
quickly send basic freight bill 
identification to the traffic de- 
partment. 

These initial messages are short 
and to the point. They simply 
identify the carrier, list the num- 
ber of pieces and weight in each 
shipment. In this way, the traffic 
department has a continuing rec- 
ord of all incoming loads. 


Verify Contents 


Transmitting this control infor- 
mation to the traffic department 
is actually part of a normal and 
necessary routine under which 
the receiving room supervisor as- 
signs freight bills to lift truck 
drivers as their working instruc- 
tions in unloading inbound trucks. 
All incoming shipments are un- 
loaded and placed on trailers 
which are used to transport the 

(Please turn to page 182) 
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In the purchasing department, the 
TelAutograph telescriber messages 
are distributed to expediters who 
use this information to update their 
follow-up activity files. 


> 


Telescriber messages are used to 
update visibly-indexed inventory 
control records of expendable pro- 
duction materials—particularly 
paints. 
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Incoming freight bills are screened 
by telescriber operator, who imme- 
diately transmits basic shipment de- 
scriptions to traffic department. In 
addition, complete information on 
inbound shipments is sent by tele- 
scriber to all other interested de- 
partments. 


Checkers remove packing lists, at- 
tach them to corresponding freight 
bills, verify contents of packages and 
tag shipments for in-plant delivery. 
For convenience cartons are stacked 
on four-wheel carts to make it eas- 
ier to move them into production. 
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Bostitch P.A. Al Coop has put 
special emphasis on keeping his 
purchasing operation simple. One of 
his achievements along this line was 
to set up an efficient vendor catalog 
library which makes it possible for 
him to get whatever catalog he 
needs when he wants it. 


Streamlining Files in 


three files. 


. 
SIMPLICITY of operation is the 
goal of every purchasing depart- 
ment. And the smaller the de- 
partment, the more important this 
goal becomes. 

That’s why Al Coop, purchasing 
agent for Bostitch, Inc. East 
Greenwich, R. I., places so much 
emphasis on streamlining his pur- 
chasing operation. In buying for a 
manufacturer of wire stitching 
and stapling machines, he issues 
800-1000 orders a month with the 
help of only two girls. And not 
only is he the man in a one-man 
purchasing department, but he 
also doubles as traffic manager. 
(He spends about 20 percent of 
his time on traffic.) 

“If we didn’t keep things sim- 
ple,” says Coop, “we’d never get 
the job done.” 


Take a Look 
Typical of Coop’s practical ap- 
proach to purchasing problems is 
the efficient way he handles his 
paperwork and his vendor catalog 
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A Small Company 


Here’s how a one-man purchasing department operates on just 


Also described is a unique catalog filing system. 


files. Says Coop: “Why have du- 
plicate files and records all over 
the place? Why keep everything 
hidden in file cabinets? Records 
that you use should be out in the 
open so you can see what you’re 
doing.” 

Bostitch purchasing keeps just 
three files—all out in the open: 
there is a tub for purchase requisi- 
tions, a circular wheel file for pur- 
chase record cards, and another 
tub for open orders. Every “ac- 
tive” purchasing form or record 
can be found in one of these files. 
Completed orders are filed in ac- 
counting. The requisition is the 
only record of purchase that is 
kept in the purchasing depart- 
ment. 


Need Simple Forms 


But as Coop points out: “It’s 
one thing to have a good filing 
system. However, it’s just as im- 
portant to have efficient forms.” 
And that’s what Coop has. 

His purchase order is a com- 


bination snapout and continuous 
form. Copies include: the original 
and acknowledgment, which are 
sent to the vendor; purchasing’s 
copy for the open-order file; the 
accounting copy; and three copies 
for receiving. 

The purchase record cards— 
there about 10,000 of them—con- 
tain complete information on 
all previous purchases and also 
serve as price record cards. Prices 
are kept up to date. If a vendor, 
after getting an order, informs 
Coop that there has been a price 
change since the last order, the 
new price is entered on the pur- 
chase record card. 

When Coop gets a requisition he 
checks the purchase record card 
file and picks a vendor. Or he 
sometimes sends out requests for 
quotations, The price quotations 
that come in are recorded on the 
back side of purchase record 
cards. The purchase requisition is 
prepared in duplicate by the 
requisitioner, who fills in every- 
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QO copper 


OOO STEEL, BRASS, ALUMINUM, ETC. 


TAPS & DRILLS 


COO MESCELLANEOUS 


BRONZE 


How Dewey Decimal Catalog Filing System Works 


The catalog filing system used at Bostitch is patterned after the 
Dewey Decimal system. Each catalog is given a number and placed on 
the catalog shelf in numerical order. A subject-index file of cards con- 
tains a card for each catalog. The four shown here illustrate the way 
the indexing system works. 

The card at the upper left gives the major commodity classifications. 
The upper-right hand card shows that there are five sub-classifications 
in the 7000 series. The card to the lower left indicates that the 7010 sub- 
classification for steel is further divided into ten types of steel. Numbers 
after the decimal point in the lower right hand card are used to differenti- 
ate the various catalogs sent in by the same supplier. The number 7011.02 
in this case covers the second wire catalog from U.S. Steel. 


O10 STEEL 
TOI? wire 
7012 
7013 
7014 
7015 
701 
TOIT 


BARS 

FLaT STOCK 
TOOL STEEL 
ALLOYS 

TUB 1G 
PLATE 
STRAPPING 
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thing but the date and purchase 
order number, which is filled in 
by purchasing. The second copy 
of the requisition goes back to 
the requisitioner. 


Catalog Filing System 

Coop’s vendor catalog filing sys- 
tem is another example of the 
simplicity of his operation. 

In Coop’s opinion: “The sim- 
plest way to file catalogs is not to 
just throw them in a cabinet. The 
simplest system is the one that en- 
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7011,02 


STAINLESS & HEATING RESIST 


ables you to locate and file cata- 
logs in the least amount of time.” 

Coop’s catalog filing system is 
based on the Dewey Decimal Sys- 
tem. There are ten major com- 
modity classifications which are 
given numbers from 1000 to 
10,000. The 7000 classification, for 
example, is for metals. Within 
the 7009 series, steel has the sub- 
classification number 7010, with 
different types of steel falling in 
between the numbers 7010 and 
7019. 


U.S. Steel Product Cat #2 


Heart of the system is the file 
card. There is a separate card 
for each supplier’s catalog. If there 
is more than one catalog from a 
supplier, the catalogs are distin- 
guished by a series of numbers 
after the decimal point, e.g., 
7010.02. 

Says Coop: “I can tell in a 
matter of minutes if I have a cata- 
log from a particular vendor. And 
picking the catalog off the shelf is 
easy since they’re all filed con- 
secutively by number.” 
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What Do Suppliers Think 
Of Purchasing? 


I S IT WORTH anything to know 
what vendors think of you and 
your department? 

Once that question would have 
drawn only cynical laughs from 
most P.A.’s. Then it was purchas- 
ing’s job to drive the hardest bar- 
gain it could. What the salesmen 
thought of the treatment he got 
in the process was irrelevant. Let 
him lump it if he didn’t like it, 

Today the astute purchasing 
man is a lot more sensitive to sup- 
plier reaction. This new interest 
isn’t based on sentimentality or 
good fellowship. It’s simply rec- 
ognition of a basic business truth: 
good suppliers are as essential as 
good buyers in a sound purchas- 
ing program. The purchasing 
agent with a broad, long-range 
view cultivates good suppliers, 
particularly when the volume of 
business he offers doesn’t auto- 


matically rate him preferential 
treatment. If you don’t treat them 
right, chances are they won’t treat 
you right. ; 

This adds a new dimension to 
the modern purchasing job: build- 
ing good will among suppliers; 
selling the company as a good 
one to do business with. But how 
do you tell whether or not you’re 
succeeding? 

Purchasing Agent W.A. Coates, 
Westinghouse Meter Division, 
Newark, N.J. got his answer 
through a Purchasing Depart- 
ment Visitors’ Questionnaire. He 
polled close to 200 supplier repre- 
sentatives for their frank opinions 
on everything about Westing- 
house purchasing: corporation 
policies, buyers, lobbies and re- 
ceptionists, etc. (See box for re- 
sults). Respondents were speci- 
fically asked not to identify them- 


selves and were assured no at- 
tempt would be made to identify 
them. 

Coates feels the questions 
shown below can be adapted by 
almost any purchasing depart- 
ment to: 


@ Partially gauge the condi- 
tion of a company’s public rela- 
tions; 

@ Determine how well it’s at- 
tracting competent suppliers; 


@ Measure buyer performance. 


He adds, however, that caution 
should be used in relying on ven- 
dors’ opinions as measures of per- 
formance. “Opinions of sales 
visitors,” he says, “are not neces- 
sarily the criteria to use in de- 
termining the ideal purchasing 
department.” 

These are the questions used 
in the Westinghouse survey: 


(1) Can you honestly say that you respect 
(from a strictly business viewpoint) the buyer 
with whom you do business? 

] Yes. No. 

(2) When you telephone the purchasing de- 
partment, is the stenographer who answers: 

| Glad you called and is anxious to help. 

} Curt. 

| Feels she is doing you a favor by handling 

your call. 

(3) Do you feel that certain suppliers have 
an “in” with us, and that it is not necessary for 
them to be strictly competitive in order for them 
to obtain our business? 

Yes. [_] No. 


(4) Do you feel that there are more than a 
reasonable amount of distractions while you are 
talking with a buyer? 

[] Yes. No. 
If “yes”, what causes these distractions? 

(5) Are you favorably impressed with our 
corporation from your visits to this division? 


F Ging C] No. 
y 


(6) Please check any of the following cate- 
gories which you feel are valid: We can, and 
should, expect our supplier’s representatives to: 
[] Expedite rush orders for us. 

[_] Follow all our orders to see that promised 
deliveries are made. 
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[-] Inform us when promised deliveries will not 
be made, 

[_] Solve our technical problems pertaining to 
material they sell. 

[ ] Have technical people available for consulta- 
tion by our engineers. 

[_] Help us reduce the cost of material we pur- 
chase from them. 

[] Be a constant source of suggestions on how 
to better use material they sell. 

[ ] Be familiar with the products we manufac- 
ture. 

[ ] Have a general idea of our manufacturing 
process. 

(7) What is the average number of yearly 
visits you make to this division? 

(8) Please check the category which you feel 
best describes the basis for our placing orders 
for the material you sell: — 

[] Pittsburgh purchasing headquarters says 
where to buy it. 

[-] Depends on how the buyer feels that day. 

[|] Depends on personal friendship with the 
buyer. 

[ ] The purchasing agent says where to buy it. 

[] Depends on supplier’s service, price and 
quality. 

["] Other (please elaborate). 





(9) Do you feel that our - purchasing agent 
should be more available to you? 
[] Yes. [] No. 

(10) We are going to build a new reception 
room and purchasing entrance to our plant. What, 
in your opinion, is the biggest single improve- 
ment we can make over our present facilities? 





(11) Do you feel that you could be of more 
assistance to us if we would give you a greater 


opportunity to help us? 
[| Yes. [] No. 
If “yes”, how? 7 
(12) Do you think we could profitably make 
more use of your company’s “know-how” and 
technical experience? 
[] No. 


[] Yes. 
If “yes”, how? 

(13) It is occasionally suggested that we en- 
courage salesmen to make advance appointments 
to see our buyers. If we should do this would it: — 
[-] be a major advantage to you. 

[-] be a major hindrance to you. 
[] make little difference. 

(14) Have you always been courteously re- 

ceived by the buyer with whom you do business? 


[| Yes. C] No. 
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What Salesmen Want From Purchasing 


Westinghouse Meter Division got an unusual- 
ly high (50%) return on its questionnaire. 
P. A. Coates feels that the replies obtained give 
a fairly valid picture of what suppliers think 
about the division in general and the purchas- 
ing department in particular. The answers con- 
cern Westinghouse only, of course, but provide 
a fair indication of what salesmen expect of 
any purchasing people. 

. . A large majority said they were con- 
sistently received with courtesy and treated in 
a friendly, businesslike way. 

Most praised the buyers’ familiarity 
with the items they purchased. But 40% said 
they were not continually urged by the buying 
staff to come up with cost-saving ideas. 

. A large majority indicated that price 
was only one important factor used by division 
purchasing in selecting suppliers. 

17 were unfavorably impressed with 
facilities in the reception room and purchasing 
department and took exception to the length of 
time they had to wait to see buyers. (Westing- 
house is now building a new, modern reception 
room incorporating a number of improvements 
suggested by respondents). 

. More than a fourth said they felt the 
purchasing agent should be more available to 
them. 

.... Among suggestions for helping sales- 
men make better use of waiting room time: 

@ Exhibit products made or bought by the 
company ; 

@ Have buyer promptly notify visitor when 
he cannot see him; 

@ Have telephone booths for salesmen to use; 

@ Have reading matter available on com- 
pany products and policies; 

@ Provide business magazines for visitors; 

@ Provide tables for visitors’ use. 





(15) If you have come into contact with our 
engineers, please check the categories that best 
describes their attitude toward you as a sup- 
plier: — 

[-] Cooperative, anxious to have your ideas. 

[-] High-handed—tend to dictate rather than 
discuss. 

[ ] Do not want to be bothered with suppliers. 

[-] Good engineers but shy of knowledge con- 
cerning buying and selling. 

[_] Could easily substitute for buyer as well as 
being good engineers. 

[-] Other (please elaborate). 


(16) Do you feel that top purchasing manage- 
(Turn Page) 
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ment: 

[|] stands for the most ethical purchasing 
methods, 

[ | makes new standards to fit each situation. 

(| | will agree with the buyer regardless of ethics. 

(17) Do you feel that the buyer with whom 
you deal is familiar enough with the items he 
purchases to do a good job of buying evaluation? 
[] Yes. No. 

(18) The day will probably never come when 
we will not have some orders requiring rush de- 
livery. However, based on present market condi- 
tions, the size of our present operating condition, 
and the competitive nature of the products we 
sell, which of the following best applies to the 
orders we have placed with you? 

[| The number of rush orders is very excessive. 

(| The number of rush orders is just slightly 
excessive. 

[| “Normal” number of rush orders. 

|_| Not as many rush orders as could be reason- 
ably expected. 

(19) How would you rate our purchasing as 
compared to other purchasing departments with 
which you are familiar? 

[_] Poor 


[-] Good (] Fair 
[| Terrible Excellent 

(20) Have you always been fairly treated by 
the buyer with whom you do business? 
[| Yes. No. 

(21) Please check the category that best de- 
scribes the attitude of the buyer’s secretary to- 
ward suppliers: — 

'~| Anxious to help. 
[| Treats suppliers as a nuisance. 
| | Indifferent. 

(22) Would you say that different buyers in 
our department have greatly different ethical 
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“I think you'll like Brown, particularly if you want 
to sell him anything.” 


standards? 
[] Yes. [_] No. 

(23) Is the buyer you contact eager to hear 
any ideas that you might have? 

Yes. [_] No. 

(24) Salesmen often complain that they 
“waste” a great deal of their time each day wait- 
ing in reception rooms. What can we do to make 
this time mutually profitable for you and us 
when it is necessary for you to wait in our re- 
ception room? 





(25) Which of the following best applies to 
our purchasing? 

[ ] Too easy on salesmen—do not demand enough 
of the services they have to offer. 

[_] Too hard on salesmen—demands service well 
in excess of any reasonable expectation. 

[] Expect only services that are reasonably 
justified. 

(26) Are you continually urged by our pur- 
chasing people to come up with ideas to reduce 
our costs? 
| Yes. [ ] No. 

(27) Do you feel that the time you must wait 
in our reception room to see purchasing person- 
nel is 
[~] much too long. 

[] varies from “normal” to “much too long”, 

[| normal. 

[| generally less than could reasonably be ex- 
pected. 

(28) From what you have observed of our 
division, are you inclined to purchase Westing- 
house home appliances for your personal use? 

Yes. [] No. 

(29) Which of the following best describes our 
purchasing attitude toward price? 

[-] just don’t seem to care what the price is. 

[| if quality and delivery are satisfactory price 
is no object. 

["] price is considered as only one important 
aspect of buying. 

[-] price is of paramount importance. 

[_] buyer is constantly trying to “beat down” 

- -your price. 

(30) Do you feel that our purchasing personnel 
are excessively critical of your quality? 
[] Yes. [] No. 
of your delivery service? 

[] Yes. No. 

(31) Do you feel that changes in our buying 
personnel have resulted in: — 

[-] buyers never becoming experienced enough 
to do a good job. 

[] a nuisance because you have to re-sell your 
product to new buyers. 

[ |] offers you a golden opportunity to educate 
new buyer to your way of thinking. 

[|] provides a desirable fresh outlook on the 
part of the buyer. 

(32) What, in your opinion, is the biggest 
single improvement that should be made in our 
purchasing department? 








Purchasing Agent Bill MacDonald 
had to solve the unique purchasing 
problems that arose when his com- 
pany changed plant locations. 


Suppose YOUR COMPANY 
announced plans to move to a new 
location. Chances are, you, as a 
purchasing executive, would be 
faced with a problem-loaded situ- 
ation. 

Bill MacDonald, purchasing 
agent for the Allen Manufacturing 
Company (hex-socket cap and set 
screws manufacturer) found him- 
self in. this situation not too long 
ago. In early 1957, his company 
announced plans to move from its 
complex of old building in Hart- 
ford, Conn. to a site seven miles 
away in Bloomfield, Conn. 

First thing MacDonald did was 
to try to anticipate the purchasing 
problems that might be caused by 
the move. 

Among the problems he expect- 
ed: 

@ The job of keeping inventory 
at the old plant down to minimum 
prior to the move, and trying 
where possible to run out of stock 
at the time of the move. 

@ Building up inventory at the 
new plant so there would be suffi- 
cient material on hand at the time 
of the move to start production 
immediately. 

@ Letting vendors know about 
the move. 

@ Handling the heavy purchas- 
ing workload that would be inevi- 
table during the week or two fol- 
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How to Get Ready for 
Moving Day 


A company decides to move to a new location. What 
action should its purchasing department take? Here 
are the details of a program worked out by one P.A. 
who made the move without a hitch. 


lowing the move. 

@ Physically moving his own 
department. 

In getting ready for the move, 
MacDonald had one thing in his 
favor: time. He had over a year to 
work out a program. Here’s how 
he handled the different problems: 

(1.) To keep inventory down to 
a bare minimum at the old plant 
—and if possible run out just prior 
to the move, he solicited the co- 
operation of all department heads. 
He asked them to approve only 
requisitions for delivery at the old 
plant which were really necessary 
to carry on operations until the 
move. MacDonald,. in turn, care- 
fully screened these requisitions. 

(2.) Build-up of an inventory at 
the new plant began three months 
before the move. The goal was to 
have only enough inventory at the 
new plant to get started. Depart- 
ment heads were asked to indicate 
on each requisition which plant 
was to get the material. This in- 
formation was noted on the pur- 
chase order. 

(3.) When it came to informing 
vendors about the move, MacDon- 
ald decided against sending out a 
form letter to his 1000 or so ven- 
dors. He felt that just letting ven- 
dors know about the move when 
they called would be sufficient to 
get the word around. 


(4.) MacDonald had expected 
two things to increase his work- 
load during the first few weeks 
after the move: a rush of orders; 
additional vendors calling. 

To keep down the rush of or- 
ders, MacDonald asked depart- 
ment heads to anticipate their 
needs for this period and to order 
ahead of time, wherever it was 
possible to do so. 

Realizing that it would be diffi- 
cult to see all vendors who called 
after the move, MacDonald at first 
considered having restricted ven- 
dor hours. But since the new plant 
is several miles out of town, he 
later decided it wouldn’t be fair to 
vendors to have them come all the 
way out to the plant and be 
turned away because they arrived 
outside of vendor hours. 

Says MacDonald: “My suppliers 
all cooperated with me during the 
move. So I decided I'd just take 
the time to see them all—new and 
old. Besides, I have the attitude 
that any salesman who comes to 
see me has a message worth lis- 
tening to—until he proves other- 
wise.” 

(5.) MacDonald moved his de- 
partment the week-end before the 
plant opened. Thus, without miss- 
ing a beat, he was ready for busi- 
ness the day the new plant 
opened. 
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You can’t tell whether a standardization program is worth the effort 


unless you know how much the program will actually save. Determining 


standardization savings is difficult, but here’s an approach to the prob- 


lem that will definitely make the job easier for you. 


By Allen E. Heyson 


Ir IS RARE to find a person 
who does not agree that standard- 
ization can result in significant 
savings. It’s equally unusual to 
find a person who can give you a 
clear idea how these savings are 
calculated. 

The calculation of standardiza- 
tion savings is regarded by some 
as purposeless. It is argued that 
the benefits of standardization are 
so broad that they can’t be meas- 
ured accurately. And after all 
aren’t such benefits as lower cost, 
reduced inventory, improved ven- 
dor relations, better quality, re- 
duced inspection costs and better 
use of manpower obvious? But 
these benefits, while apparent, 
lack full impact unless they can 
be clearly related to the profit and 
loss statement. 


How Do You Decide 


One reason for trying to assign 
a dollar value to a standardiza- 
tion project is to help manage- 


{ standards engineer, Mr. Heyson has had consider- 
le experience in the field oj standardization. He is 
rently working on design standards in the jet 

e department at General Electric’s Evendale, 
plant. Previously, he held other posts as a 
ards engineer with G.E. Mr. Heyson has a 
degree from Rensselaer Polytechnic Institute, 
an active member of the American Standards 
iation and the American Society of Testing 
ls 


ment. They may not have a “feel” 
for all of the values of standard- 
ization. They may be faced with 
a problem of deciding whether 
they should invest $2000 in a 
standardization project or invest 
the same amount in a more ef- 
ficient piece of equipment. They 
have an estimate of how much 
the new equipment will save but 
little to help them decide how 
much the standardization project 
will save. If the dollar value of 
savings from a_ standardization 
program could be worked out, 
projects could be ranked in order 
of importance. Effort could then 
be concentrated on the highest 
return project. 

One source of confusion is the 
many different types of standard- 
ization projects. Perhaps the most 
familiar is simplification or va- 
riety reduction. Other standardi- 
zation activities might include 
the purchase of items conforming 
to a national standard such as 
API (American Petroleum Insti- 
tute) pipe, conducting tests in ac- 
cordance with ASTM (American 
Society of Testing Materials) test 
methods or the establishment of 
company standards such as draft- 
ing manuals, design data books 
and standard tolerances. Natural- 


ly, the benefits vary with the 
type of standardization activity. 


A Workable Approach 


There are no formulas, simple 
or otherwise, that permit a direct 
calculation of the dollar savings 
resulting from _ standardization. 
There is, however, a method of 
approaching the problem that pro- 
vides workable results: 

(1) Define the type of stand- 

ardization project. 

(2) List all of the factors that 
result directly or indirectly 
in a savings. 

(3) Calculate those savings for 
which data is available. 

(4) Assign an estimated worth 
to the other factors. 

Admittedly, it is sometimes dif- 
ficult to assign dollar values to 
some of the factors, but in the 
final analysis someone always has 
to translate intangibles into dol- 
lar value. Usually, this someone 
is higher management. It makes 
more sense, however, for a per- 
son closer to the activity to esti- 
mate its value. 

Let’s see how this technique 
for putting a price tag on stand- 
ardization projects works. These 
are the benefits which may be 
expected from a simplification or 
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variety reduction project: 

Greater quantity discounts. 
Reduced negotiation and 
record keeping. 
Fewer orders to prepare, 
expedite and pay. 
Fewer specifications to main- 
tain. 
Fewer drawings to maintain. 
Reduced inventory. 
Increased uniformity of 
operations. 

@Lower inspection costs. 

@ Simpler materials control. 

@ Improved quality. 


(Other factors might be added 
depending upon the nature of the 
business.) 

Similar lists of benefits can be 
prepared for other types of stand- 
ardization projects. An excellent 
source for factors contributing to 
standardization savings is the 
“Standardization Manual” pre- 
pared by the National Association 
of Purchasing Agents. 

Here’s an example that will il- 
lustrate how dollar values are as- 
signed to the various factors. 
Shown in Table I are the pur- 
chase requirements of one of our 
plants for two sizes of copper 
bus bar. These bus bars are used 
for branch straps on several of our 
lighting panelboards (See cut). 

It was suggested that it might 
be more economical to “give 
away” copper by replacing the 
1/16” x %” with 1/16” x 9/16”. 
Perhaps we could give more value 
to our customers by surpassing 
code requirements and at the 
same time reduce our costs. Based 
on a rough delivered price of 
$.50/lb. for finished copper, the 





Table | 


Annual Usage, 


Size 
1/16" X 1/2" 
1/16" X 9/16" 


Ordering 
Quantity, Lb. 
300 


1,000 


Lb. 
1,000 
4,000 





added ,copper was worth: 
(1/16” x 9/16” 

(1/16” x 1/2” (1,000 Ib.) = 
1125 lb. — 1000 lb. 





1125 Ib. 
= 125 lb. of extra 


copper 
125 lb. x $.50/lb. = $60.00 (Approx.) 


Now we will examine each of 
the factors to see how much this 
simplification would save. 

Quantity Savings—The base 
quantity for copper is 5000 Ib. 
Extra charges progressively in- 
crease with smaller lots. The 
quantity extra for copper in 300 
lb. lots is $.16/Ib. and in 1000 Ib. 
lots is $.06/lb. Thus the savings 
would be: 
($.16/Ib. — $.06/Ib.) 


(1,000 Ib.) 
= $100/yr. 
Reduction in Orders—It is well 
known that there are many ex- 


penses associated with placing an 


order. These include preparing 
the order, following it up if neces- 
sary, receiving procedures and 
making payment. A cost of about 
$10 per order seems generally 
accepted. Purchasing both 1/16” 
x %” and 1/16” x 9/16” results 
in about 7 orders per year (1000 
Ib. + 300 Ib./order + 4,000 Ib. + 
1,000 lb./order) while by combin- 
ing our usage in the 1/16” x 
9/16” size we would place about 
5 orders (5125 lb. + 1,000 





(A) Use of Branch Straps for 
Connecting Circuit Breoker 





(C) Typical Branch Strap 
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lb./order). Thus the savings in 
this area would be approximately 
$20/yr. 

Maintenance of Specifications— 
We wouid not eliminate a type of 
material and consequently would 
not eliminate a specification. 

Drawings—By combining the 
sizes, we would eliminate several 
parts and therefore several draw- 
ings. Based on an average mainte- 
nance expense of $5/yr. for a 
drawing, we estimated a potential 
savings of $20/yr. 

Inventory Reduction—The cost 
of carrying inventory is always 
a moot question, although 20% 
seems to be the most generally 
accepted figure. The cost of carry- 
ing copper inventory is considered 
somewhat less because the ex- 
penses of spoilage and obso- 
lescence are negligible. A figure 
of 15% was chosen. This allows 
10% for the return on investment 
and 5% to cover possession costs, 
including space, handling, in- 
surance, taxes and physical in- 
ventory. If we assume a simple 
straight-line decrease in inven- 
tory, and further assume that each 
lot of copper is received just as 
the previous one is exhausted, 
then the reduction in inventory 
would be equal to one-half the or- 
dering quantity of the size elimi- 
nated. Consequently, in this case, 
we would save: 


300 Ib. ($.50/Ib.) (15%) = $10/yr. 

2 (Approx.) 

Uniformity of Operation—This 
is particularly significant. By 
combining the usage in one size, 
it would be possible to use the 
same set-up for certain drilling, 
punching and tapping operations. 
This was discussed with our man- 
ufacturing people and a value of 
$50/yr. estimated. 

Inspection Costs—Each lot of 
copper is carefully inspected, in- 
cluding a hardness measurement. 

(Please turn to page 186) 
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Shortcuts for Purchasing 


Here's how fo: 


W nen YOU issue 30,000 pur- 
chase orders a year, a_ small 
paperwork saving idea can bring 
big savings. Lederle Laborator- 
ies, a division of American Cyan- 
amid, issues that many orders so 
it is constantly looking for—and 
finding—ways to improve their 
paperwork system. 


Less P.O.'s on B.O.'s 

Lederle’s blanket order con- 
tracts amount to $3,000,000 per 
year. While over 3,000 orders are 
issued against these contracts, 
only 100 are actually purchase 
orders. These 100 are used to 
establish the blanket order con- 
tracts. 

Once a contract has been set- 
up, a special form (see cut) is 
used to order against it. Called 
a sub-order, this form is a com- 
bination purchase requisition and 
purchase order. It is typed up by 
the department placing the order 
before it goes to purchasing for 
processing. Since the sub-order 
form replaces the purchase re- 
juisition, it creates no addi- 
tional clerical work involved for 
the originating department. A 
purchase order takes purchasing 
three days to process; a sub-order 
requires just one. 


@ Combine the purchase order and purchase requisi- 


tion for blanket orders. 


@ Avoid rush shipments arriving before receiving 


is notified. 


@ Use one form for expediting. 





Mrs. Elsie Entwistle, Lederle’s purchasing agent, confers here with 
her assistant director of purchasing, Mr. Ericson. 


Another advantage of the sub- 
order form is that it reduces in- 
voice processing. Suppliers sub- 
mit invoices once a month. This 
results in an accounting savings 


for the supplier as well as for 
Lederle. 


“We've been using this form 
for three years now,” says Mrs. 
Elsie Entwistle, Lederle’s pur- 
chasing agent, “and it’s worked 
out fine. There was a little fric- 
tion at first with the other de- 
partments, but they soon realized 
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REQUESTED BY 


APPROVED BY 











OESCRIPTION 


4 





























This form is used by 
Lederle for purchases 
to be made against 
blanket orders. It is 
a combination pur- 
chase requisition and 
purchase order. 





THIS ORDER IS ENTERED SUBJECT TO TERMS SPECIFIED IN PURCHASE ORDER DESIGNATED ABOVE 


AMERICAN CYANAMID COMPANY 








Gentlemen: 





the form made it easier for them 
as well as for us.” 


Telephone Order Form 

Lederle places 13,000 telephone 
orders a year. Most of them are 
rush shipments that arrive be- 
fore receiving gets its copy of 
the purchase order. Purchasing 
prevents confusion on rush orders 
with a simple telephone order 
memo form. 

“There were many times,” says 
Mrs. Entwistle, “when we couldn't 
get a purchase order processed 
and a copy of it down to receiv- 
ing quick enough to beat a rush 
shipment. Receiving used to send 
us a list of 10 or more orders a 
day for which they hadn’t gotten 
a copy of the purchase order. Now 
our buyers have their stenog- 
raphers type a copy of the tele- 
phone order memo for all rush 
telephone orders with a _ short 
delivery time.” 


One Expediting Form 

Lederle’s purchasing depart- 
ment gets by on just one form 
for expediting, a cent post card 
(see cut). 

“Before sending out this card,” 
says Mrs. Entwistle, “our expe- 
diters check with the originating 
department to see if they want 
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With Us? 


Required information. 


Dated Per 


Will You Help Our Expediting Dept., By Co-operating 
Return the Attached Mailing Card Complete With the 


Your Prompt Attention Will Be Appreciated. 


Leperte Lasonatonies Division 
AMERICAN CYANAMID COMPANY 
PEARL RIVER, N. ¥. 


Order Now 





Our Order No ___, 


© Entire Order 
[ Balonce Order 


EXPEDITING DEPT. RECORDS 
Dated 


Supplier No. 








Order Shipped 

() Part (3 Complete 
Vie PP. 

C Express 

f] Freight 





Vendors Signoture — 


Order Scheduled 
For Shipment. 
tf, pi *, 





Portiat 

















To expedite deliveries, Lederle purchasing sends this simple 
double-postcard to its suppliers. 


overdue material expedited.” 

No acknowledgment copy is 
sent out with a purchase order. 
At one time, though, an acknow- 
ledgment card was attached to 
the order. But this was discon- 
tinued. 

“We found,” says Mrs. Ent- 
wistle, “that only 20% of our 


orders were being acknowledged 
by either our card or the sup- 
plier’s own form. We felt that the 
time spent preparing acknowl- 
edgement cards didn’t balance out 
the time saved for the expediter. 
Since doing away with the ac- 
knowledgement card, acknowl- 
edgments have dropped only 5%.” 
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How to Save Money 


Here are some tips that can help P.A.’s 


save money. 


R IVETS ARE low priced items. 
But that doesn’t mean the P.A. 
can’t save a lot of money on them. 

The best approach to making 
savings on rivet purchases is to: 
(1) Know how much your pro- 
duction riveting operations cost, 
and (2) know how much it costs 
your suppliers to make rivets. 

Consider your own production 
costs first. Remember that when 
you buy a rivet, you buy more 
than a fastener. You buy a fast- 
ening process as well. Unfortu- 
nately, rivets look so simple, and 
the principle of rivet-setting so 
obvious, that the process is often 
not given enough attention. 

Actually, the cost of a rivet 
accounts for a relatively small 
percentage of assembly costs. It’s 
the cost of the riveting process 
that’s important. And to keep this 
cost down, there are two points to 
keep in mind. 

The first is that when you use 
standard rivets, you can use stand- 
ard riveting machines. For non- 
standard rivets, special machines 
have to be designed, which of 
course are more expensive. 

Point number two is this: What- 
ever savings may be made in the 
original rivet purchase are prob- 
ably going to be insignificant in 
comparison to the cost of produc- 
tion down-time or field failure. 
Too frequently, cheap rivets re- 
sult in tool breakage, jam in 


the hopper or track, or crack 
when the set is made. Poor quali- 
ty rivets can damage the base 
material or may create a weak 
joint. 

Supplier's Costs 


Consider now the _ supplier’s 
costs in making rivets. It’s prob- 
ably safe to say that poor speci- 
fications—non-standard where 
standard would do—account for 
greater waste than any other 
single factor. 

For example, a slight change in 
rivet diameter from standard usu- 
ally means that the supplier must 
design special heading tools to 
make the rivets. It may also mean 
that the supplier will have to 
order special coil stock from the 
mills. If tolerances are extremely 
close, it may be necessary for the 
vendor to perform a secondary 
operation, such as turning or 
drilling, in order to meet specifica- 
tions. 

It’s in this area of dimensional 
requirements that unnecessary— 
sometimes unreasonable—de- 
mands are most frequently made 
upon suppliers. The effect of such 
factors on delivery and cost de- 
pends, of course, on the individual 
circumstances. But if delivery on 
a normal stock item were two 
weeks, it might increase to four 
to six weeks for special tolerances 
or finishes. (turn to page 94) 
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Classes and Applications of Rivets 


Comments 


May be extruded or drilled, Advantage 
of the tapered vs. the straight wall 
is that it provides slightly more ma- 
terial and hence greater strength in 
the clinch, 

The clinch itself generally extends 
back to the solid portion of the shank, 
so that the shear strength equals that 
of a solid rivet. Is low in cost, easily 
set, available in various head types, 
shank sizes, and materials. 


Uses 


For a complete range 
of products, from auto- 
motive components to 
electronic assemblies, 
switchgear, and hard- 
ware. Is most popular 
of tubular types. Does 
require a pre-drilled or 
punched hole. 





Shank must be drilled to obtain re- 
quired depth of hole, which may 
range from one times the body diam- 
eter up to three times its actual maxi- 
mum body diameter, or % inch, 
whichever is less. Function of extra 
depth is to provide space for a slug 
of material so that rivet can punch 
its own hole in wood, plastic sheet, 
leather, paper, fabric and thin gauge 
metal. 

This rivet is slightly more costly 
than the semi-tubular type, but elimi- 
nates the need for a pre-drilled or 
punched hole. 


Same as above, but 
usually when a _ non- 
metallic part must be 
assembled to a_ base 
element of dissimilar 
material. 





Rivet shank is sawed or punched to 
provide prongs that will pierce non- 
metallic materials and thin gage 
metal. Has less strength than the 
semi- or full-tubular rivets. Appear- 
ance of clinch is not as uniform as 
normal rollset used for the tubular 
classes. 


Toys, leather goods, 
sports equipment and 
similar products where 
their piercing action 
and speed of set keep 
joint cost to a_ mini- 
mum. 











Compression 


Consists of male and female sections 
which are forced together in the 
riveting machine to make the joint. 
tesults in a surprisingly rigid and 
strong assembly, but one that has 
limited tensile strength. Head is nor- 
mally flat, since purpose of the rivet 
is to provide similar appearance on 
both ends. Is more costly than the 
other small rivets. 


Primarily for cutlery 
and hardware. Is occa- 
sionally used in leather 
products and sporting 
equipment when un'- 
form appearance is es- 
sential, 
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A typical riveting operation. With use of small rivets on the 
increase, it pays the P.A. to find out all he can about ways to save 


money on rivet purchases, 


Specials Have a Place 

There’s no doubt that rivet 
costs per se are lower for a stand- 
ard or stock rivet than for a spe- 
cial. Nevertheless special rivets 
occupy a unique and important 
niche in the fastening industry. 
It’s difficult to estimate what per- 
cent of all rivets sold are specials, 
but there’s no question that it’s on 
the order of 30-40%, if dimen- 
sional specials are included. 

The economic justification for 
this comes back to the fact that 
the joint cost is the most signifi- 
cant figure in an assembly. A 
higher priced rivet may result in 
a less expensive assembly, and 
may be worth the extra money 
and time. 

If the dimension, tolerance, ma- 
terial, or form improves appear- 
ance ... allows the rivet to 
perform an additional function, 
such as a pivot, identify the man- 
ufacturer or product, or conduct 
electricity . . . or eliminates parts 
that previously were required ... 
it obviously is a good investment. 


Which Material to Use 


The material used to make a 
rivet naturally influences its 
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price. The most common material 
is low carbon steel. It’s also the 
least expensive. The additional 
price charged for such materials 
as aluminum, brass, nickel-silver 
or any of the other common or 
precious metals obviously depends 
on the cost of the materials. 

The fact that one metal is softer 
than another doesnot basically 
influence manufacturing cost. 
Since die cost is spread over a 
large number of rivets, the ad- 
ditional wear on the die caused 
by a hard material normally has 
but a small effect on fastener 
price. Much more important is 
the cost of the material, the rivet 
size and configuration, and the 
number of secondary operations 
that may be required to produce 
it. 

It may be that a standard steel 
rivet with a plated finish will 
prove to be less expensive than a 
rivet made of special materials. 
Hundreds of millions of plated 
rivets are employed in products 
to improve appearance, to in- 
crease corrosion resistance, or to 
meet any one of a number of other 
special requirements. Obviously, 
when 2 low-cost base material 


and standard finish results in a 
less expensive fastener than one 
made of higher-priced alloys, it 
should be used if it functions sat- 
isfactorily. 


Rivet Finishes 


Rivets are available in many 
standard finishes, including a 
number of electro-plate finishes, 
such as cadmium, zinc, copper, 
nickel or brass; with dyed or 
chemical coatings; or even with 
lacquered or enameled finishes. 
The more common of these are 
available on a_ standard fixed 
charge. 

If a specific plating thickness, 
beyond standard commercial plat- 
ing tolerances, is specified, how- 
ever, an extra charge is involved. 
Hence, the P.A. should check with 
the rivet supplier before deciding 
on a specific type and thickness of 
finish. 


Effect of Quantity 


The size of the order influences 
rivet prices in this way: most 
manufacturers price their rivets 
on a base quantity level. For 
orders above a certain level a dis- 
count is allowed. For orders below 
the base level, variable quantity 
extras are added. 

The reasons for this are obvious 
to anyone concerned with produc- 
tion. The headers on which rivets 
are made are costly, high-speed 
production machines. The cost of 
setting them up for a small run 
is more than the cost of making 
the fastener. In short, riveting is 
more practical for mass produc- 
tion operations where high quant- 
ity production is involved than 
when only a few thousand rivets 
are involved. 

The exception to this is when 
the same rivet can be used for 
different models or different prod- 
ucts, a situation that occurs quite 
frequently. This is, in fact, one of 
the basic advantages of the proc- 
ess. Unlike many other assembly 
methods, riveting is readily adapt- 
able to a wide range of conditions. 

These are but a few of the 
points that are worthy of the 
P.A.’s attention. Individual manu- 
facturers, of course, are prepared 
to provide specific information on 
these and other factors influencing 
riveting cost. 
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10 enclosures...5 stab-in units 
replace 208 devices...meet all 
requirements through 200 amps! 


For the first time! Uncompromised flexibility— because there are no fixed circuits. Now you can tailor every installation 
to your exact requirements. Just stab-in circuits where you want them—when you want them! CHECK THESE FEATURES... 


ENCLOSURES STAB-IN UNITS 
Y Only 10 enclosures: 5 split bus, 5 parallel. ¥ Only 5 stab-in units: 30 amp Twin Plug-Fuse Unit, 30 amp Car- 
Y Dual rated for service entrance and load center applications. tridge-fuse Pullout, 60 amp Main Cartridge-fuse Pullout, 60 amp 
Y Exclusive “picture frame” combination flush/surface feature. Branch Cartridge-fuse Pullout, 100 amp Cartridge-fuse Pullout. 
Y Exclusive sequence bussing. Y Exclusive “millions-tested” four-way stabs. 


Y Step-type insulated neutrals. Y Unique locking clip insures non-interchangeability. Defeatable by 
» Narrow width—shallow depth. qualified contractor. 


Y UL approved for both copper and aluminum cable. Compact new space-saving 30 and 100 amp pullout units. 


Now you can afford to carry your own stock and meet all your fusible requirements through 200 amps. Get the 
proof! Write for Bulletin 1-215, Federal Pacific Electric Company, General Offices: Dept. 322, Newark 1, New Jersey. 


FFE FEDERAL PACIFIC ELECTRIC COMPANY 


The Best in Electrical Distribution and Control Equipment 


For More Information Write No. 206 on Inquiry Card—Page 32 
Aprit 13, 1959 
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Manila rope is the standard type on the market. It is used here for car puller ropes, moving freight cars on railroad 
sidings. 


The Inside Story of Rope 


By C. A. Fowler 


Tuer ARE TWO general clas- 
sifications of rope—those made of 
natural fibres and those made of 
synthetic fibers. Natural fibers in- 
clude manila rope and sisal rope. 
There are many synthetic rope 
materials, but Nylon, Saran, and 
Dacron are the most familiar. 

For many years, the standard 
rope on the market has been 
manila rope. For general purposes 
-where the special qualities of 
the synthetics are not required— 
manila is still the quality all-pur- 
pose rope. Manila rope is made 
from the fibres of the abaca, a 
species of the banana plant, which 
is grown almost exclusively in the 
Philippine Islands. 

(Please turn to page 98) f ‘ Eh, 
x cee 


Fowler is purchasing agent for Columbian Rope Nylon ropes have high working and breaking strengths. Here nylon 
pany, Auburn, N.Y. mule rope is used on a spinning frame in a carpet mill. 
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Preformed cold drawn Nichrome 
Heating Elements being anchored 
into place indicate tremendous 
size of Lindberg missile furnace. 



















































































Nichrome 
ELEMENTS HEAT WORLD’S 
LARGEST MISSILE FURNACE 


2500 feet of extra heavy Nichrome V Wire 














provides 5-zone heating up to 2050°F 


This giant 500 KW gantry type Lindberg’ hardening 
furnace is the newest and largest ever built to meet the 
most exacting heat treating requirements of today’s, 
and tomorrow’s, missile metals. It accommodates an ef- 
fective work load nearly 7 ft. in diameter and 24 ft. long. 

Now in operation at Lindberg Steel Treating Com- 
pany’s Melrose Park Plant, the controlled atmosphere 
installation is both bottom loading and bottom quench- 
ing. The 19’ by 57’ pit—28’ deep, beneath the towering 
electrically heated furnace, houses the loading station, 
2 quench tanks (atmosphere and salt) and water wash 
tank. Work loads pass from furnace to quench through 
an airtight seal, permitting complete control and pre- 








cise duplication of atmospheres and treating cycles. 

In the hardening furnace there are five control zones 
which operate between 250°F and 2050°F. Saturable 
core reactors automatically vary the voltage to the 
Nichrome*V heating elements between 2.2 and 220 
volts, depending on temperature and load. 

The selection of Nichrome V by Lindberg to supply 
reliable and closely controlled heat and temperature 
in this furnace is further evidence of the confidence 
that industrial leaders have in the quality and per- 
formance of Driver-Harris high-nickel alloys. Why 
not benefit from their experience. Tell us about your 
requirements. +T.M. Reg. U.S. Pat. Of. tLindberg Engineering Company 


DRIVER-HARRIS COMPANY 


HARRISON, NEW JERSEY =. BRANCHES: Chicago, Detroit, Cleveland, Louisville 


Distributor: ANGUS-CAMPBELL, INC., Los Angeles, San Francisco * in Canada: The B. GREENING WIRE COMPANY, Ltd., Hamilton, Ontario 


MAKERS OF THE MOST COMPLETE LINE OF ALLOYS FOR THE ELECTRICAL, ELECTRONIC, AND HEAT-TREATING INDUSTRIES 
For More Information Write No. 207 on Inquiry Card—Page 32 
Aprit 13, 1959 





LAVELLE AIRCRAFT CORPORATION - NEWTOWN, BUCKS COUNTY, PA. 
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ENGINE 


PIecision. { components 


BY LAVELLE 


Precision production of jet engine components is a job for 
specialists. Broader use of jet-propulsion in helicopters, 
missiles and drones puts new demands on the high performance 
small jet engine ... and on the precision workmanship required 
in the manufacture of its parts. ““Hot end’? components must 
withstand high stresses and temperatures... require exacting 
fabrication, welding, machining ‘and inspection...to close 
dimensional tolerances. 


Lavelle specializes in producing precision sheet metal engine 
components. Combustion chambers, casings, exhaust nozzles and 
housings are typical parts produced in quantity for principal 
turbojet and turboprop engine manufacturers. They depend on 
Lavelle’s experience and facilities for quality workmanship, 
dependable delivery .. . at reasonable cost. 


An illustrated brochure details Lavelle’s ability to produce 
the precision aircraft components you need... when you need 
them. Write for your copy today. 


ZZ: Awvelle 


Between Philadelphia, Pa., and Trenton, N.J. 
For More Information Write No. 208 on Inquiry Card—Page 32 
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(Continued from page 96) 


Rope Strength 

Rope strength, of course, varies 
with the size of the rope. A 
weight-strength chart specifies a 
working strength of 1800 Ibs. and 
a weight of 324 Ibs. per 1200 ft. 
coil for a manila rope 1” in diam- 
eter with a breaking strength of 
9000 Ibs. 

The purchasing agent can rely 
upon manila rope for many mari- 
time, agricultural, and industrial 
applications, A pure manila rope 
will meet almost every require- 
ment of safety and of length of 
useful life. 

The other natural rope fibre— 
sisal—comes from the East and 
West Indies, Africa, Mexico, and 
Brazil. Sisal is a perfectly satis- 
factory rope for a great many 
uses which do not require the ex- 
ceptional strength and durability 
of manila. 

The difference between sisal 
and manila rope is similar to the 
difference between a $70 suit and 
a $50 suit. The $50 suit will give 
you good service over a consider- 
able period of time, but the $70 
suit is generally of better quality. 


The Synthetics 


The synthetic ropes have con- 
siderably higher working and 
breaking strengths than the nat- 
ural ropes. They also exhibit cer- 
tain special qualities, like a high 
resistance to chemicals and other 
corrosive agents. They are premi- 
um products and therefore sell 
at a premium price. For these 
materials are actually plastics. 

The breaking strength of a 1” 
diameter Nylon rope is 27,000 Ibs. 
Nylon is also outstanding in its 
pure white color and smooth, silky 
finish. There are two types of 
Nylon rope—filament Nylon and 
spun Nylon. The major difference 
is that the spun Nylon has only 
about 85 per cent the strength of 
the filament Nylon. This is be- 
cause the spun rope is made from 
nylon in short staple lengths in- 
stead of continuous filaments. 

Saran rope is resistant to water, 
chemicals, solvents, acids, and 
common alkalis. It is non-inflam- 

(Please turn to page 100) 
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SIMONDS 


| ABRASIVE CO. 


oRoAes- 5S = 


Reinforced Resinoid 
Depressed Center Wheels 


Fastest by far . . . of the three types of depressed 

center wheels that Simonds makes! Double XX is 
made like a conventional grinding wheel with maximum 
amount of abrasive grain — doubly reinforced for 
extra strength and safety. Lightweight, rigid type, 

for general use, especially grinding welds. 


Simonds also makes Fibrex Wheels, slightly flexible, 
for the lighter jobs and stainless steel. Also Simex Red 
Wheels, extra strong for heavy duty use. Send for 
catalog ESA-244 describing all three. 











CALL YOUR SIMONDS DISTRIBUTOR 
Proven products 
Dependable know-how 
Quick supply 


SIMMONDS ABRASIVE COMPANY 
Tacony & Fraley Sts., * Philadelphia 37, Pa. 
Division of Simonds Saw and Steel Co. 
BRANCHES: CHICAGOs DETROIT « LOS ANGELES « PHILADELPHIA + PORTLAND, ORE.» SAN FRARCISCO + SHREVEPORT 
SIMONDS CANADA SAW CO., LTD., GRINDING WHEELS DIVISION, BROCKVILLE, ONTARIO 
For More Information Write No. 209 on Inquiry Card—Page 32 
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compare 


features and value 
of all steel shelving on 
the market and you will 

be convinced that 


BORROUGHS 
STEEL SHELVING 


is the Best Buy! 


send for catalog 
Represented in Sweet's Catalog, 
Plant Engineering File 4G BO 


There’s no two ways about it — Borroughs Steel Shelving is the most 
simple, most flexible, most rapidly assembled shelving on the market 

- and here’s why. With Borroughs’ exclusive shelf support brackets 
you can install and rearrange Borroughs shelves in a matter of 
seconds. Just insert brackets into post slots —then tilt shelves into 
brackets — what could be easier! Except for the top shelf (2 bolts and 
2 nuts), no other bolts or nuts are required for Borroughs shelves . 
and you need no special tools to assemble units. Our catalog tells a 
lot more — send for a copy today! 


3 2] R Rg @ U G i Ss MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK ST. allp . KALAMAZOO, MICHIGAN 


For More Information Write No. 210 on Inquiry Card—Page 32 
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mable even when exposed to high 
temperatures and seems to be un- 
effected by age. Saran thrives 
under conditions that would re- 
sult in the rapid destruction of 
many other ropes. 


Dacron 


Dacron rope is similar to Nylon 
and can be used wherever Nylon 
is suitable. It too resists the ac- 
tion of water, acids, common al- 
kalis, solvents, and most chem- 
icals. However, it has less elonga-- 
tion than Nylon. For this reason, 
it is used where great strength 
without stretch is desirable. There 
are many applications of Dacron, 
but thus far it has been employed 
chiefly in the heavy marine and 
boating industries. 

There are many industrial ap- 
plications of rope. Power trans- 
mission by rope drives is one of 
the most important of these. Rope 
drives are particularly suited for 
transmitting power over long dis- 
tances, for outdoor transmission, 
and for transmission over and 
around obstacles. Flour mills, steel 
and rolling mills, and coal mines 
have found transmission rope par- 
ticularly suitable for their type 
of operation. 


Industrial Applications 


Unloading grain elevators is an 
instance of an especially severe 
use of industrial rope. Car puller 
ropes, used to move heavy freight 
cars on railroad sidings, must also 
be very strong. A third example 
is truck rope—used in lashing 
loads on trucks and in lacing tar- 
paulins. This type must be made 
to withstand the extreme bends 
and sharp edges unavoidable in 
the application. 

In the petroleum industry, 
manila drilling cables are used 
to suspend the drilling tools in 
“eable tool” drilling. For rotary 
drilling manila spinning lines are 
utilized extensively. Other ropes 
are also used for many lifting 
purposes on the rig. 

However, pure manila rope is 
still the type most likely to meet 
most of the average requirements 
of the industrial purchasing agent. 


For More Information Write No. 211 
on Inquiry Card—Page 32> 
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“the fast way 
out of today’s 


profit squeeze 
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= the use of 

"more efficient 
materials which 
cost less to 
machine and 
fabricate, yet 
produce a 


better product...” 


1.e. Asarcon® 





Continuous- 





Cast Bronze 
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®o 


i 


Cushion collars for air 
cylinders cut from 
continuous-cast Asarcon 
tubes eliminate drilling 
operation, also cut 

costs of finishing, turning 
and grinding collars 

to very close tolerances. 





Motor-drive clutch-ratchet shaft bearings in 

various Remington Rand calculating machines 

are continuous-cast from Asarcon 773 Bearing Bronze. 
These bearings test out 33% higher in impact 


J Easy machining and longer wear governed 
strength to their sand-cast predecessors! 


the choice of Asarcon bronze for the 
worm gears and guide bushings 
on this power belt sander. 





Asarcon bronze, as power transmission bearings 
in heavy duty equipment, improves performance, 
extends service life. 


Asarcon bronze bearings act as seal against 3000 pounds 
of oil pressure in control assembly in Lockheed’s 
C-130. These bearings save space, weight. Their great 
uniformity gives low friction, high load capacity. 


CONTINUOUS-CAST BRONZE CASTINGS 


—~ © 


a Among the continuous- 
cast shapes available 
in Asarcon alloys 
are those suitable for 
valve guides, bushings, 
thrust washers, 
retainers, gears, brake 
discs, nozzles, seals, 
sleeves, plugs. 


Lower material costs, faster production, better prod- 
ucts. Certainly a powerful set of reasons for evaluat- 
ing Asarco’s unique process of casting shapes in con- 
tinuous lengths. The alloys produced by continuous 
casting are in accord with SAE, ASTM, and govern- 
ment specifications but their performance is demon- 
strably superior to similar alloys cast other ways. So 
superior in hardness, tensile, yield, and impact 
strength, that you may be able to substitute an 
Asarcon bronze for a high-cost aluminum—or man- 
ganese bronze. You get the shape you need in the 
exact lengths you need, with minimum clean-up nec- 
essary, machinable on high speed machines. 

Before you design or produce a copper base part, 
investigate the economy and efficiency of continuous- 
casting. From a simple sketch, Asarco can tell you 
whether or not your part can be economically made 
from a continuous-cast alloy. Call in your nearby 
Asarco representative or write to Continuous-Cast 
Products Department, American Smelting and Refin- 
ing Company, Barber, N. J. West Coast Distributor: 
Kingwell Bros., Ltd., 457 Minna St., San Francisco. 
In Canada: Federated Metals Canada, Ltd., Toronto 


and Montreal. 


AMERICAN 
SMELTING 
AND 
REFINING 
COMPANY 





Cut your bearing costs 5 ways with 


ASareon 773 (sax 660) 
Continuous- Cast 
Bearing Bronze 


260 sizes of rods and tubes. Complete range of sizes 
_ from 1/2" to 9" diameters. Immediately available from 
stock in 105" lengths. Special shapes produced to order. 


1 ¢ No short-end scrap as from ordinary cast bars. Your 


Asarcon distributor will cut to requirements. 


You get exact lengths you need. Up to 105”. 


2 e Less diameter loss. Asarcon 773, in a complete range 
of sizes, comes closer to finished dimensions. 


Only 1/32” to 3/32” to machine off. 


3 e Less machining. Less stock to remove means less machining 
time and cost. 


4 « No loss of machining time, no parts thrown away because 
of metal defects. Every casting unconditionally guaranteed to be 
free of blow holes, pits or shrinks. No sand to dull 

tools. No hard or soft spots. 


») « Less down-time. The better, more uniform properties of 
Asarcon 773 assure longer life of important machine 
parts and few breakdowns. 


Order Asarcon 773 from stock in 260 sizes, solids and tubes, 
any length up to 105”, from a national network of 
distributors. Write for address of nearest stock point and 
complete data, to Continuous-Cast Products Department, 
American Smelting and Refining Company, Barber, N. J. 
West Coast Distributor: Kingwell Bros., Ltd., 457 Minna St., 
San Francisco. In Canada: Federated Metals Canada, Ltd., 
Toronto and Montreal. 





Got a problem that calls 
for thread-cutting screws? 


PARKER-KALON offers three new, improved thread-cutting 


SCTEWS for every application Ln ev 


New, Improved P-K Type F* 


... hardened thread-cutting 

screws developed. for use in 
friable, granular or brittle material. 
The pilot, with its five tapping flutes, 
cuts a machine screw thread as the 
screw is turned in. The Type F is 
ideal for making fastenings to fer- 
rous and non-ferrous castings, bronze 
or brass forgings, heavy gage sheet 
metals, structural steels, plastics and 
resin-impregnated plywood. 
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“Pentap”.. . the new, 
Improved P-K Type B-F* 


(formerly F-Z) combining the five 
thread-cutting flutes of the Type F 
screw with the coarse-pitch, widely- 
spaced threads of the P-K Type B. 
The thread-cutting ‘‘Pentap”’ Type 
B-F distributes cutting pressure 
evenly, lets chips drop to the bottom 
of the hole, and prevents cracking 
of material. It is designed for making 
fastenings to comparatively thin sec- 
tions and bosses in friable and brittle 
plastics. 


ry material 
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P-K® Type Li 


. . is a completely new and 
improved thread-cutting 
screw developed by Parker-Kalon 
especially for use in Nylon. The Type 
L functions as a combination thread- 
cutting and thread-forming screw in 
that it cuts a small amount of the 
Nylon to allow the full diameter 
threads to form. Type L offers a 
particular advantage in Nylon 
assemblies which must be disassem- 
bled for service, because the P-K 
Type L can be removed and replaced 
without stripping or galling. 


The five cutting flutes on the new, improved P-K Type “‘F” and “BF" 
reduce pressure development by 80 percent! The completely formed 
threads on these screws have sharper cutting edges, and 5 deep flutes that 
are of continuous depth. These features make for better clearance of the 
accumulated material and assure minimum stresses in driving, and avoid 
the possibility of stripping or galling. 





FOR SEMS...and Neoprene or Nylon 
washer STAPS® in thread-cutting and 
thread-forming tapping screws, or ma- 


FOR SAMPLES OF P-K THREAD-CUTTING SCREWS AND SEMS 
CALL YOUR LOCAL P-K “‘BULK-STOCKING” DISTRIBUTOR 


PARKER-KALON 


fasteners 


PARKER-KALON DIVISION, General American Transportation 
Corporation, Clifton, New Jersey « Offices and Warehouses in 
Chicago and Los Angeles 


chine’ screws in any kind of pre- 
assembled fastener-washer combination, 
P-K can supply them, too! 


KEEP AMERICAN INDUSTRY AT WORK... BUY P-K.. .MADE IN U.S.A. 


*Patent Pending 1U. S. Patent 2,350,346 


For More Information Write No. 212 on Inquiry Card—Page 32 
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NOW... 


select from a complete 
range of capacities 
and speeds...1/8 to 

2 tons and 8 to 6O fpm. 


LODESTAR FEATURES 
INCLUDE: 


® Safe, Heavy Duty 
Performance 


® Lowest Headroom 

@ Push Button Control 

e Fully Enclosed Components 

®@ Self-Adjusting Magnetic 
Brake 


@ Ultra-Modern Electric 
Braking 


e CM-ALLOY Flexible 
Link Chain 


® Minimum- Maintenance 
Operation 


® Lifetime Lubrication 


Request catalog 
and name of 

focal stocking 
distributor. 


HOISTS 


important 
new models 


of the 


electric 
hoist 


NEW MODELS 
in 1/2, 1 and 
2 tons 


LARGER CAPACITY and FASTER SPEEDS 


... for speedier, lower cost 
materials handling 


@ Here’s your opportunity to slash 
lifting and handling costs. Put these new 
Lodestars to work where their 
increased speeds and capacity match 
your maximum requirements. 

Many thousands already in service 
demonstrate that you, too, can 

benefit from more efficient handling, 
lowered costs and increased 
productivity. 


CHISHOLM-MOORE HOIST DIVISION 
Columbus McKinnon Chain Corporation 
TONAWANDA, N.Y. 


NEW YORK e CHICAGO e CLEVELAND 


In Canada: McKinnon Columbus Chain Ltd., 
St. Catharines, Ont. 
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Hand Operated Shear Cuts 
to Die Accuracy 
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A new hand operated 36” Shear 
with inclined ram provides greater 
mechanical advantage than is pos- 
sible with a shear operated by 
leverage only. Called Di-Acro 
Shear No. 36, the inclined ram fea- 
ture of this machine enables shear 
blades to be set at an angle so that 
only the blade edge is in contact 
with the material thus reducing 
shearing force or pressure. Ma- 
terial as heavy as 16 gauge mild 
steel can be cut across the 36” 
width. O’Neil-Irwin Mfg. Co., 601 
Eighth Ave., Lake City, Minn. 
Write No. 19 on Inquiry Card—Page 32 


Automatic Power Battery 


Fully automatic power charger 
is designed for lift truck batteries 
and other industrial applications. 

(Please turn to page 110) 
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ELIVERED 


When you want ALUMINUM SHEET... ibm ion 


—— ; UP TO 
— Qa teltd titel 


RIGHT FOR 
YOUR 
PROCESSES 


Y A 
id 


a, 


WORTHY oF 
YOUR REPUTATION 


CALL REVERE! 


You can be sure, when you specify or order from Revere, It pays to do business with the most dependable sources 
that you will get not only fine metal but fine service, in¢lud- of supply—such as Revere, which has been fabricating 
ing Revere’s cost-saving Technical Advisory Service if fine non-ferrous metals for more than 150 years. 

desired. Revere—now an integrated producer of aluminum —— 
—can supply you from large modern sheet millsin Baltimore, Sa ay a) 
Md., and Chicago, IIl. 5 oa 

In addition to aluminum coiled and flat sheet, circles ee See one up 125" Cie 

and blanks, both plain and embossed, Revere can furnish Alloys 
aluminum seamless drawn, welded and extruded tube; 3003 5005 5052 
extruded shapes; forgings; foil; and primary aluminum 3004 5050 5357 
pig and ingot. 
































REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
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REDUCE PLANT 
MAINTENANCE 


Now, more than ever, plant engineers and maintenance men specify Garlock 
GuaRDIAN* Gaskets and Latrrice-Braip* Asbestos Packings for safe, long lasting 
prevention of equipment failure due to high pressures and temperatures. Here 
are their reasons: 


GARLOCK GUARDIAN GASKETS 


adjust themselves automatically to maintain positive seal when pressures and 
temperatures change. No need to retighten bolts periodically. They are con- 
structed of spiral wound strips of V-shaped steel, alternated with layers of asbestos 
... this enables GUARDIAN Gaskets to “spring” back to shape after compression. 
Also permits using lower bolt loads. Use them on boiler manholes, handholes, tube 
plates, and pipe flanges, where pressures rise as high as 2500 psi, temperatures to 
1050° F. Available in round, oval, square, oblong, diamond, and pear shapes; 
practically any size and in thicknesses 4”, .175”, and 4”. Write for Catalog AD-104. 





GARLOCK LATTICE-BRAID ASBESTOS PACKINGS 


require less gland pressure than conventional packings; accordingly, they require 
adjustment less often: Moreover, Lattice Brarp outwears all conventional pack- 
ings thus reducing downtime for repacking. Why? Because Latrice-Brarp is 
made of a through-and-through braided construction; each strand passes diago- 
nally through the packing body at a 45° angle, resulting in a unified structure of 
greater strength. The strands hold together even when the packing is worn far 
beyond the limits of ordinary braided packings. Next time, repack reciprocating 
rods or pump shafts with Latrice-Brarp. See for yourself why so many others 
use Latrice-Bratp asbestos packing against steam, oils, gases to 700° F. Write 
for Catalog AD-131. 















































Both these products are part of the Garlock 2,000 . . . two thousand different 
styles of packings, gaskets, and seals for every need. The only complete line . . . 
that’s why you get unbiased recommendations from your local Garlock repre- 
sentative. Call him for further information. 


THE GARLOCK PACKING COMPANY, Palmyra, N. Y. 


For Prompt Service, contact one of our 30 sales offices and warehouses throughout the U.S. and Canada. 


*Garlock Trade Mark 


Gra Fe Ku <> < p.< CANADIAN DIVISION: 


The Garlock Packing Company of Canada, Ltd. 
PLASTICS DIVISION: 

Packings, Gaskels, Oil Seals, Mechanical Seals, United States Gasket Company 

Molded and Extruded Rubber, Plastic Products 
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How Do You 
Look At A 
Water Cooler? 


sees eoea0e0e0080 


They may look similar — all 
quench your thirst. How do 
you choose the one to buy? 
Viewed from any angle, your 
best bet is the manufacturer's 
long-term reputation for 
service and satisfaction. 


Since 1889, Cordley has been 
the first name in drinking 
water coolers—over 1,000,000 
sold. A big reason is that 
every hermetically-sealed 
Cordley Cooler carries the 
most extensive 5-Year Guar- 
anty in the industry. 


Your nearby distributor can 


help you select the best 
cooler for you from Cordley’s 
complete line. Look for him 
in the Yellow Pages. 


Products 





(Continued from page 106) 


Called the Power-Mac, it is espe- 
cially adaptable for charging lead 
acid batteries in lift trucks, per- 
sonnel carriers and other heavy 
duty electric utility vehicles. 
Standard models are available for 
either 6, 12, or 18 cell batteries. 
When using, the battery is at- 
tached to the Power-Mac which 
automatically adjusts the high and 
low rate charge to match the needs 
of the battery. This automatic fea- 
ture is made possible through ap- 
plication of a precise terminal volt- 
age relay. When the battery is 
fully charged, the Power-Mac 
shuts itself off. Motor Appliance 
Corp., St. Louis, Mo. 
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Continuous Temperature 
Monitoring System 


A temperature monitoring sys- 
tem is capable of monitoring a vir- 
tually unlimited number of points 
continuously. The system is de- 
signed to detect and furnish warn- 
ing when the temperature at any 
protected point reaches a prese- 
lected high or low limit. Applica- 
tions include monitoring bearing 
temperatures in generators, tur- 
bines, pumps and other rotating 
equipment, as well as temperature 
protection for processes, process- 
ing equipment, pipelines, and all 
types of industrial installations. 
The system can be used for moni- 
toring temperatures between —25 


® Blast-Off 


S 


When your critical project 
goes on the line it is a virtual 
prisoner of its components. 

Seamless and welded stain- 
less steel tubing backed by 
Wall Tube’s depth of experi- 
ence in metals, manufactur- 
ing and testing will free you 
from failure in any applica- 
tions where this quality tub- 
ing is employed. 

A Wall Tube Technical 
Sales Representative is eager 
to demonstrate this know- 
how to your utmost satisfac- 
tion. Investigate this vital new 
source today! 


Range of Manvfacture: 


Welded and Cold Drawn 
1 1/8 OD to 3/32 OD 


.083 to .008 walls 


Seamless 
5/8 OD to 3/32 OD 
049 to .008 walls 


and +600°F. System consists of 
monitor modules each of which 
receives inputs from 10 thermistor 
probes, and an alarm-indicator 
module. Up to 10 modules, 100 
points, can be handled by one 
alarm-indicator module. All points this 
are monitored continuously and name 
simultaneously. No scanning de- 
vices are used. Fenwal Inc., Ash- 
land, Mass. 
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Compact C Tw 


(Just 12°" Square) Standard Remote 


In tubing for the space age 





a 
® 
& 
° 
& 
eB 
a 
@ 
® 
<2 
a 
e 
° 
1 
@ 
& 
° 
B 
2 
2 
> 
a 
os 
3 
B 
9 
Oo 
2 
o> 
e 
ae 
> 
a 
es 
. 
2. 
3 
% 
v 
* 
e 
e 
& 
e 
cd 
a 
a 
oe 
> 
2 


—ordley eeeves 


ee Se Se 8: 
AND METAL 
PRODUCTS CO. 


For full details write for Catalog 59. 


CORDLEY & HAYES 


443 Fourth Avenue 
New York 16,N.¥. @ ‘» 


counts 








NEWPORT, TENNESSEE 
For More Information Write No. 217 
on Inquiry Card—Page 32 
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For More Information Write No. 216 
on Inquiry Card—Page 32 





r 


faste 


A TYPICAL EXAMPLE: 
im ieh A come O aelle Stripping— 


sproof NIBSCREW 





You can realize important savings on your assembly line 
by specifying fasteners that eliminate operations, speed up assembly savings 
production and assure highest quality. Engineered Fas- with engineered 4 
teners by Shakeproof now overcome stripping, provide 

sealing, assure maximum locking and solve countless fastenérs 
production problems encountered in mass assembly of 
products using sheet metal. 


@Quide t 











SEND FOR NEW SHAKEPROOF BULLETIN NO. 100! 
illustrates twelve typical examples of cost saving fasteners 
for sheet metal applications. Describes important “check 
points” for fastener selection. Offers testing samples. 
Write for your copy today! 


SHAKE PROOF 


“FASTENING HEADQUARTERS'’® 


DIVISION OF ILLINOIS TOOL WORKS 
St. Charles Road, Elgin, Illinois 
In Canada: SHAKEPROOF /FASTEX 
Division of Canada Illinois Tools Limited, 67 Scarsdale Road, Don Millis, Ontario 
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MUELLER BRASS CO. 
OFFERS 7 WAYS TO 


PRODUCE YOUR PART 


a 


gs meena 


Mueller Brass Co., because of its diversified manufacturing facilities that encompass a wide 
range of fabricating methods, is in the unique position of being able to offer you, the 
purchaser, an intelligent, unbiased analysis and recommendation of the best, most economical 
method by which your particular part can be produced. As the result of over 40 years’ 
experience, the “Methods Analysis Department” has at its command complete knowledge of 
the advantages and limitations of each production process. After receiving detailed knowl- 
edge concerning the end use of the part, material specified, conditions under which it must 
operate and other pertinent factors, these analysis engineers make their recommendations. 
Every detail is considered. In many cases, methods analysis engineers recommend a simple 
design change that makes practical a much more economical 
method of production. This technical service, offered only by 
Mueller Brass Co., is given to each individual inquiry and is your 
assurance that you will get the best product at the best price... 


made the one best way... by Mueller Brass Co. 


Send today for free technical literature on any one or all of the 
seven fabricating methods. 


FORGINGS 


Preduction equipment is 
avoilable to produce press, 
hammer or cored forgings of 
any practical shape in sizes 
ranging from a few ounces 
te 150 Ibs. in brass, bronze, 
eluminum and magnesium 
in 27 standard, as well as 
special, alloys. 


rN 


TO THE STANDARDS 
OF AMERICAN. INDUSTRY 





COLD-PREST® 
IMPACT EXTRUSIONS 


Mueller Brass Co. has com- 
plete machinery for producing 
Cold-Prest impact extrusions 
of aluminum, copper, brass, 
bronze and steel. Extrusions 
up to 28” in length are possi- 
ble, depending on wail thick- 
ness and other design details. 
Parts can be designed having 
ribs, flutes, splines or bosses 
. ++ with multiple wall diam- 
eters and with uniform or 
tapered wall sections. 





SCREW MACHINE 
PRODUCTS 


Mueller Brass Co. has one of 
the world’s largest automatic 
screw machine departments 
fabricating both ferrous and 
non-ferrous custom parts. We 
can produce an infinite vari- 
ety of shapes and sizes from 
Ye” to 3%” in wide range of 
free cutting and specialized 
alloys. Complete facilities for 
all dary and finishing 
operations, as well. 








POWDER METAL PARTS 


Mueller Brass Co. can supply 
precision Sinteel® powder 
metal parts in wide range of 
sizes and metals at high 
production rate. Parts avail- 
able from iron, brass and 
copper alloys. Parts may be 
ordered with such character- 
istics as self-lubrication, con- 
trolled porosity and good 
electrical and magnetic 


properties. 


MUELLER BRASS CO. 


PURCHASING 





...and our methods analysis service 


helps you determine which is the best 


...and most economical method 


SAND CASTINGS 


We specialize in the produc- 
tion of pressure-tight red 
brass castings. We utilize 
both metal match plate and 
wood patterns. Facilities in- 
clude tool room and pattern 
shop, electric melting fur- 
naces, high capacity core 
reom and both bench and 
floor Pi g q ip °y to 
handle wide range of sizes. 





PORT 
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FORMED COPPER 
TUBE 


Mueller Brass Co. has modern 
facilities for forming seam- 
less copper tube into a multi- 
tude of shapes. Forming 

thods used include bend- 
ing, pi : g, exp Ai 9 or 
swedging, upsetting, flaring, 
flattening, beading and 
grooving, drilling and pierc- 
ing, hining and joining 
Formed copper tube coils are 
also available as single, 
double, spiral and serpentine 
shapes. 











30, 





PLASTIC INJECTION 
MOLDING 


Injection molding of plastic 
parts is still another process 
offered by the Mueller Brass 
Co. Parts are molded from 
such plastics as—nylon, poly- 
ethylenes, polyvinyl chloride, 
styrenes, linear acetal, chio- 
rinated polyether, polycar- 
bonates or polypropylene,de- 
pendent on part application. 





MICHIGAN 
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MAN FROM 
MUELLER BRASS CO. 


Since only Mueller Brass Co. 
can produce your port by all 
the methods, only the Man 
From Mueller Brass Co. can 
give sound advice on the one 
best method of production. 
Over 40 years of research, 
engineering, manufacturing 
and marketing experience 
stands behind him. When you. 
ore specifying and purchas- 
ing fabricated metal parts, 
call in the MAN FROM 
MUELLER BRASS CO. 





When it comes to fast, accurate metal cutting, long blade life 
and lower costs per cut, MILFORD REZISTOR High Speed 
Steel Band Saw Blades are still way out in front. Chip loss is 
less than other comparable cut-off methods which means im- 
portant metal savings. Cutting is consistently faster, straighter 
and more accurate. Ideal for stainless steel and other hard-to- 
machine alloys, as well as for any tough production cutting 
work. Available in cut-to-length welded bands ready for use in 
heavy duty band saw machines. 


GET THE FACTS NOW... Contact your local MILFORD 
Distributor today and ask for complete information on the 
MILFORD High Speed Steel Band Saw Blade. Your distribu- 
tor can arrange for an in-plant analysis of your cut-off oper- 
ations to obtain accurate estimates of time and money savings. 


BUY FROM YOUR MILFORD DISTRIBUTOR... 
a local businessman, who stocks the tools and 
equipment you need. You'll SAVE TIME, 
CUT BUYING COSTS and REDUCE 
INVENTORIES. 


SAW & BAND SAW @ 


~ 


“Tock + $308 


MILFORD 
= Saw Blade Specialists for Over 80 Years 
NEW HAVEN 5, CONNECTICUT 


" SAWS + GROUND FLAT 


THE HENRY G. THOMPSON & SON CO. 





Products 





Fire Fighting Sphere 


Multi-purpose fire extinguisher, 
the Monitor, features a unique 
spherical design and one-hand op- 
eration. The shape of the 2% 
pound dry chemical fire extin- 
guisher permits it to be placed in 
almost any location using a mini- 
mum amount of space. Since the 
spent cartridge can be instantly 
replaced after use, uninterrupted 
fire protection is possible. At least 
one spare disposable cartridge, the 
company recommends, should be 
on hand at all times. Ansul Chem- 
ical Co., Stanton St., Marinette, 
Wis. 

Write No. 22 on Inquiry Card—Page 32 


Coupling for Tight Spaces 


A coupling for joining pipe and 
tubing where operational space is 
confined or where remote control 
operation is required. Coupling is 
known as the Geartight Union and 
consists primarily of a conven- 
tional coupling to which a gear 

(Please turn to page 118) 
For More Information Write No. 220 
<on Inquiry Card—Page 32 
For More Information Write No. 221 
on Inquiry Card—Page 32> 
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* That is the experience 


of THE HAWAIIAN 
ELECTRIC COMPANY 
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Of the eight piping contracts the Hawaiian Electric Company placed with Midwest 
during the past quarter century, two were for the L. A. Hicks Plant shown above. 


Benefits that Hawaiian Electric and many other electric 
utilities get by using Midwest Piping include: 


Unequalled experience of Midwest fabrication 
and construction organizations. 


Erection planning by staff engineers before 
fabrication. 


Accurately fabricated subassemblies that simplify 
and expedite field erection. 


Convenient locations of three fabricating piants. 
@ Continuous piping research and development. 


This adds up to a better piping job ... on time and at 
minimum cost. It will pay you to call in Midwest the 
next time you need piping. 


8 


CONTRACTS SINCE 1933 


Boiler feed piping fabricated and installed by Midwest for the last unit in the 
L. A. Hicks Plant in Honolulu. 


(Left) Showing Midwest 
Piping for horizontal and 
vertical feed water heaters 
for last two units at L. A. 
Hicks Plant. 


(Right) Main steam and 
deaerator piping for last 
unit. Design conditions are 
1500 psi and 950°F. 





WD) cat 
MIDWEST PIPING COMPANY, Inc. Bin 


: 
Main Office: St. Lovis 3, Mo. (P. O. Box 433) | NATIONWID 
* PLANTS: ST. LOUIS, CLIFTON, N. J. ond LOS ANGELES 
SALES OFFICES: Ashevile Box 446, Shyland, N.C.) «Alinta $—72 11th Street Northeast 6 27426 First Street 
2—1213 Capital Anderson 


3—79 West Monroe Cleveland 14—616 St. Clair « Houston 2 . 33—520 
34-2108 Le Jeune ‘New York 7—50 Church St. © Pittsburgh 19 San 11—420 Market St. 
St. Louis 4, Mo.—1450 South Second St. « + dies 1640 Eoot het Se 


Compressor units like these are protected against premature wear 
and excessive maintenance cost when lubricated with Gulf Harmony Oil. 


Gulf makes things run better with outstanding multi-purpose 


NEW AND IMPROVED 





Gulf Harmony, a long-time favorite multi-purpose oil, is now 
further improved to serve you even better. Here are a few of the 
improved Harmony’s many advantages: 


e Higher oxidation resistance assures longer life and freedom from 
harmful sludge deposits. 


@ Retains its original viscosity over longer periods of time. 








@ Maintains its color stability longer. 
e Anti-corrosion additive protects against rust. 


@ Patented anti-foam agent prevents objectionable foaming. 











@ Performs exceptionally well in bearings exposed to high ambient 
temperatures and humid atmospheres. 


PuRCHASING 








lt 
New and improved Gulf Har- 
mony Oil is setting new stand- 
ards of performance in heavy 
equipment like this 3000-ton ex- 
trusion press. 


Hydraulic stamping presses re- 
quire an oil that has high resist- 
ance to oxidation, good rust pre- 
ventive qualities and anti-foam 
properties. Gulf Harmony Oil is 
ideal for this type of service. 


» 


industrial lubricating oil... 


GULF HARMONY 


Gulf Harmony is available in the proper 
grades to meet your every need. It is ideal for 
hydraulic systems, air compressors, blowers, 
dryer-roll bearings, machine tools, electric 
motors, central circulating systems, and a 
host of other applications. 

Your Gulf Sales engineer will gladly show 
you how new Gulf Harmony can help cut 
your maintenance costs and simplify your 
lubricant storage and handling. See how 
Gulf makes things run better in your opera- 
tion. Just call your nearest Gulf office, or 
write for illustrated bulletin. 


GULF OIL CORPORATION 


Dept. PM-0117, Gulf Building 
Pittsburgh 30, Pa. 


Yes! Without obligation on my part, send me 
illustrated bulletin on new Gulf Harmony. 


ES eee 
(2 ore 

Company 
Address__ 


SA ee lee 


~---—--—-—---—-—------- 
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SEE YOUR 
CAPEWELL DISTRIBUTOR 


for 
_ hand hack saws 


power hack saws 
hole saws 

band saws 
hammers 

ground flat stock 
and for quick 
dependable service 


‘on all your 


industrial needs 


THE CAPEWELL MFG. CO. 
HARTFORD 2, CONN 


For More Information Write No. 223 
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(Continued from page 114) 


and pinion locking mechanism has 
been added. This arrangement is 
useful when there is no room to 
use a wrench at right angles to the 
pipeline, although this method 
may also be used when required. 
The pinion is removable from the 
coupling and thus becomes tamper 
proof. It may be operated either 
by a ratchet spanner, a gear key 
or other remote contro] means. By 
turning the key or ratchet of the 
pinion, the gear nut rotates and 
the joint is tightened. Such rota- 
tion has no distorting effect upon 
the pipe. Thus the union always 
maintains a proper seal without 
being twisted out of shape, since 
the tightening force operates 
threughout the full 360 degrees. 
Stanat Manufacturing Co., Inc., 
Westbury, Long Island, New 
York. 

Write No. 23 on Inquiry Card—Page 32 


Variable Temperature 
Baths 


Variable temperature baths test 
diodes, electronic components, 
thermostats, and other equipment 
that requires highly accurate test- 
ing conditions. These conditions 
are secured with thermistor con- 
trols capable of maintaining tem- 
peratures within + 0.1°C accu- 
racy. The thermistor controls are 
mechanically unbreakable. Avail- 
able as individual units each ad- 
justable to 100°C, 25°C, or —55°C; 
or as a combination bath with a 
temperature range from 100°C to 
—55°C. Lab-line, Inc., 3070 W. 
Grand Ave., Chicago, IIl. 

Write No. 24 on Inquiry Card—Page 32 





From raw material to finished product, she’s 
the expert and the boss at every step. 





For the same reasons, only the com- 
pany who controls the metallurgical 
quality of beryllium copper from raw 
ore to finished strip can assure you the 
most accurate dimensional tolerances 
obtainable commercially, oxide-free 
strip surface for prolonged die life and 
precise metallurgical properties tai- 
lored to your specific needs, 

The Brush Beryllium Co. and its Penn- 
rold Division offers you the world’s 
most completely integrated facilities 
for the production of the finest pre- 
cision beryllium copper strip rolled 
today. With it, you get complete appli- 
cation and fabrication field engineering 
service, the widest range of sizes(down 
to 0.0005” thick) and the largest coil 
size in the industry (for greater uni- 
formity and faster deliver) 


The same precise metallurgical control 
and complete field engineering service 
is also available to users of precision 
rolled phosphor bronze and other spe- 
cial purpose alloy strip. 


For more information, quotations, or 
fast delivery—call your nearest Penn- 
rold Service Center, today! 


(Precision Rolled Strip 

... Only the best 

meets every test) 

, io 
YON strip 


ex 


The Brush Beryllium Co. 
501 Crescent Avenue/Reading, Pennsylvania 


Service Centers and Warehouses 
Reading, Pa.—FRanklin 5-4361 
Southington, Conn.— MArket 8-5574 
New York, N. Y.— WaAlker 5-7500 or Enterprise 6479 
West Paterson, N. J.— CLifford 6-1085 
Philadelphia, Pa.— MOhawk 4-6749 
Pittsburgh & Cleveland— Cleveland, ENdicott 1-5400 
Chicago, Iil.— GLadstone 5-7850 
Detroit, Mich.— TUxedo 4-2530 
St. Louis, Mo.— SHerwood 1-6423 
Greensboro, N. C.— BRoadway 3-5973 
Los Angeles, Calif.— Pleasant 3-5531 


For More Information Write No. 225 
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New TWA 


Super 
Sky Merchant 


FIIROPE 


The fastest and only direct, all-cargo flights to 


ROME. .. serving LONDON: FRANKFURT 


Finest way to ship overseas... the magnificent new TWA Super Sky Merchant! Unmatched 
for speed and range, this great Super-H Constellation offers the only direct all-cargo flights 
between New York and Rome...serving London, Shannon, Frankfurt, Paris, Geneva and Milan. 

The most spacious, all-cargo aircraft in commercial use today, it carries anything from a 
package of bolts to fully assembled, heavy machinery and automobiles. Pressurized, temperature- 
controlled compartments assure complete protection for livestock and perishable products. 

Whatever ... whenever ... you ship overseas, specify TWA! Let our cargo consultants explain 
how world-wide TWA Air Freight can serve you and your customers best. Call your Freight 
Forwarder or your nearest TWA Air Freight office today. 


SHIP...TRANS WORLD AIRLINES ‘ MA USA + EUROPE - AFRICA + ASIA 
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NEW 


° ak 
Flexiprene 


THE MOST FLEXIBLE NEOPRENE WORK GLOVE EVER MADE 


The New Hood FLEXIPRENE is an all-purpose work glove that can 
give your workers greater efficiency, more safety and comfort, 


through the extra dexterity provided by its exceptional flexibility. 


Tie job-tested FLEXI- 
PRENE is a jersey shell, 
neoprene-coated work glove, 
specially designed to combine 
long wearing properties with a con- Available in regular knit wrist style 
struction that permits greater hand No. F400) and in 12” (No. F401) and 


freedom. In addition to the two-piece 14” (No. F402) gauntlet styles 
jersey shell, its features include natural- 


fit curved fingers and a special wing 


thumb design. 


MPLETE IKFORMATION WRITE TO: 
{ood Industrial Gloves 


ertown 72, Massachusetts 


100D INDUSTRIAL GLOV * RUBBER « NEOPRE 
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Steel Thimble Roller Chain—If you are driving a 
mixing drum or other equipment at an inclined 
angle, you can cut wear on chain drive by using 


this Jeffrey “offset” STR type. 


STR Hollow Pin Chain conveys bread through 
bakery ovens on smooth-running rollers. Conven- 
iently spaced hollow pins provide an easy method 
for attaching trays or other fixtures. 


Steel Knuckle Chain—Movable packer plate inside 
this cylindrical refuse truck is operated by using 
Jeffrey chain as a tension element and driving 
chain from the truck power takeoff. 


CONVEYING e PROCESSING e MINING EQUIPMENT... 
TRANSMISSION MACHINERY... CONTRACT MANUFACTURING 


Aprit 13, 1959 


Don’t let work-horse appearance fool 
you...chain is a precision product. Its 
tensile strength, fatigue limit and 
resistance to wear affect the performance 
and life of the equipment you make. 
Jeffrey chain is engineered to provide 
maximum strength with minimum weight, 
but with ample reserve strength to 
withstand sudden and heavy overloads. 


Jeffrey engineers will help you design 
for most efficient use of power and longer 
lasting power transmission and 
conveying assemblies. 

Here are some of the many types 
of equipment for which Jeffrey chain 
has been specified: 

e Bakery equipment 

e Bottling machinery 

e Chemical processing 

e Coal washers and jigs 

e Conveying, loading, unloading and 
piling machinery 

e Concrete mixers and pavers 

e Cranes and shovels 

e Earth and rock drilling units 

e Elevating graders 

e Excavators and trenchers 

e Farm machinery 

e Food machinery 

e Glass batching 

e Ice making units 

e Industrial ovens 

e Lumber and sawmill machinery 

e Mining machines 

e Pickling and plating machines 

e Portable gravel plants 

e Refuse collection trucks 

e Road rollers 

e Steel mill machinery 

e Units for washing and drying materials 


The Jeffrey Manufacturing Company, 
784 North Fourth St., Columbus 16, Ohio 
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Service... 


Consists of the right products 
delivered at the right time at the right price. 
Almost every manufacturer claims superior 
service. We are proud that we are one 


company, who actually delivers it. 


FERRY CAP 


& SET SCREW COMPANY 


2151 Scranton Road Cleveland 13, Ohio 


Cold upset screw products 


...Standards and specials. 
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Clamping Forks With 
Drum Up-Ender 


A fork truck attachment stacks, 
transports and dumps barrels and 
drums. Attachment not only han- 
dles wooden barrels and steel or 
fibre drums through clamping 
pressure but also dumps their con- 
tents by hydraulic tilting action. 
The objects handled can vary from 
18” to 26” in diameter and be tilt- 
ed up to 180° forward for dump- 
ing. All of the operations—clamp- 
ing, rotating, lifting, lowering and 
tilting are controlled by the op- 
erator from his driving position. 
The attachment can be placed on 
any of the L-S Spacemaster Elec- 
tric Fork Trucks or Jackstacker 
“Walkie” units. Capacity is 1000 
pounds. Lewis-Shepard Products, 
Inc., 125 Walnut St., Dept. R9-3, 
Watertown 72, Mass. 

Write No. 25 on Inquiry Card—Page 32 


“Last year we purchased 150 gross 
of pencils . . . enough to give one to 
every man, woman and child in 
town ,.. and that’s just about where 
they went!” 

For More Information Write No. 229 

<on Inquiry Card—Page 32 

Aprit 13, 1959 





a 


Drop Forged from 
Solid Billets... 


FORGED STEEL FITTINGS 


Heat... pressure... turbulence... oxidation . . . vibration . . . reduction 
. shock. For critical installation problems like these, get maximum pro- 
tection with W-S Carbon, Stainless and Alloy Steel Fittings. 


¢ Drop forged to produce exceptionally high tensile and impact strength. 
e« Long accurate threads, in perfect alignment, for ease of installation. 
e« Heavy uniform fitting wall thickness—an important safety factor. 

e Accurate machining to fit tight. 


For your next order, call your nearby W-S Distributor. You'll find him 
ready with comprehensive stocks of the complete line of W-S high-quality 
fittings. Forge & Fittings Division, H. K. Porter Company, Inc., Box 95, 
Roselle, New Jersey. 


FORGE AND PORTER FITTINGS DIVISION 


H.K.PORTER COMPANY, INC. 


Divisions: Connors Steel, Delta-Star Electric, Disston, Forge & Fittings, Leschen Wire Rope, 
Mouldings, National Electric, Refractories, Riverside-Alloy Metal, Thermoid, Vuican-Kidd Steel, 
H. K. Porter Company (Canada) Ltd 
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REPUBLIC STEEL WIRE 
Adds Glamour and Safety to Modern Design 

















The wire products shown on \ 
this page were fabricated 
from Republic Manufac- 
turers’ Coarse Wire by Kerr 
Wire Products Company, 
Chicago, Illinois. 


Manufacturers who produce a wide variety of 
wire forms, such as The Kerr Wire Products 
Company, find Republic’s wire a valuable aid 
in meeting design requirements, minimizing 
losses, and stepping up production. 

Uniform quality assures accurate, easy form- 
ing with adequate strength and rigidity, and 
is one of the reasons why Republic Steel Wire 
is specified for difficult design and forming 
problems. Up-to-date machines and methods, 
skilled laboratory control and careful inspec- 
tion assure every purchaser of Republic Steel 








Wire that it will suit his specific requirements. 

Republic produces wire in a wide range of 
sizes, grades, ahd finishes. Large tonnages are 
used to fabricate fan guards, wire partitions, 
racks, grilles, display stands, reinforcing 
specialties, threaded fasteners, and many other 
wire products. 

Republic Wire Metallurgists are always 
available to work with your personnel in solv- 
ing production problems. This service is 
obligation-free. Mail the coupon if you would 
like an experienced wire metallurgist to call. 





REPUBLIC STEEL SHEETS HELP PRODUCTION PROBLEMS VANISH. Whatever your 
product or production requirement, Republic can supply the right steel sheet 
to solve your problem. As a major producer of fiat rolied sheets, Republic has 
developed and can furnish top-quality steel with the proper characteristics to 
provide easy fabrication and product dependability. Available in ENDURO® 
Stainless Steel, Electro Paintlok®, Continuous Galvanized, and Galvennealed. 
The coupon will bring you complete facts. 


REPUBLIC PIG IRONS HELP PRODUCE highest quality die sets for 
the metal stamping industry. The Producto Machine Company, 
Bridgeport, Connecticut, casts die set parts in their own foundry 
using only raw materials with a definite known analysis, including 
Republic Pig Irons. The pig iron portion of the charge consists of 
equal parts of Chateaugay Pig Iron and Republic Malleable Pig 
Iron. The year-in, year-out uniform chemistry of these fine irons 
helps Producto produce high quality, laboratory-controlled cast- 
ings. The company has found that there is no better, no more eco- 
nomical means for insuring strong, flaw-free, easy-to-machine 
castings. A Republic Pig Iron Metallurgist will give you all the facts 
on all Republic Pig Irons for quality castings. Mail the coupon today. 























REPUBLIC COIL COVERS HELP PROVIDE shipping protection for 
coil users. These covers offer excellent weather protection, shut 
out dirt, stop vandalism, eliminate costly replacement of short- 
lived tarpaulins, eliminate the need for paper wrappings. Covers 
are easily handled by overhead or trackside crane and are de- 
signed for stacking. Republic Coil Covers measure 22 feet long, 
six feet wide, and six feet high. Two covers are used with each 
52-foot gondola car. Send coupon for complete facts. 


Phe eae 
REPUBLIC STEEL CORPORATION 
DEPT. PH -6803 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Send more information on: 
Wi: J Gy Wa ; , WZ O) Manufacturers’ Wire 0 Coil Covers 0 Steel Sheets 


Have a metallurgist call: 





O Wire O Pig Iron 


Name 





Company 
Address. 








City. Zone State 


Sidegieialntiehemanencsepinpensmntinahciineanunbeneihtanndl 
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OVER 10 TIMES 
THE RATE 


AT 50% SAVING 
IN RAW MATERIAL 
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RSE Dd 


Another — of how 
Hubbell Cold Heading 
produces Better Parts at 
Faster Speeds, at Lower Cost 


é) 
“4 





MARVEY HUBBELL, Inc. Machine Screw Dept. 
Bridgeport 2, Connecticut 


Kindly estimate on the enclosed 
sample (blueprint) Quvontity 











For More Information Write No. 
on Inquiry Card—Page 32 
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Flat Lamps Print Out 
Letters, Numerals 


Here’s a new method for the 
display of numerical and verbal 
information. It uses plug-in elec- 
troluminescent readout lamps— 
thin, flat, light-emitting plates 
about the size of playing cards— 
which display all numerals from 0 
through 9, all letters of the alpha- 
bet, and selected symbols. The 
new lamps require almost no pow- 
er input—actually less than 0.2 
watts for the largest lamp—and 
are rated for use on 240 or 460 
volts, and 60 to 400 cycles. Appli- 
cations include “scale-and-point- 
er” applications for measurement 
and instrumentation; and informa- 
tion display boards similar to 
those found in stock exchanges, 
air and rail terminals, and mili- 
tary information and command 
centers. Westinghouse Electric 
Corp., Box 2278, Pittsburgh 30, 
Penn. 


Write No. 26 on Inquiry Card—Page 32 


Synthetic Fiber Non- 
Woven Felt 


A non-woven felt made of syn- 
thetic fibers is claimed to be su- 
perior to felts of natural fibers in 

(Please turn to page 128) 
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416-PAGE 
of We NRele 


Lists over 8,000 Precision Instru- 
ments, Parts and Components. 


From stock! Complete with Draw- 


‘“‘DESIGN-AID’’ TEMPLATE KIT 
14 actual size templates, created to 
assist you in the design and develop- 
ment of specific mechanical systems. 


Send for FREE Catalog 
and “Design Aid” Today. 


PIC DESIGN CORP. 


Subsidiary ot BENRUS WATCH COMPANY 


477 Atlantic Ave: 





East dela Gel Zen’ 


For More Information Write No. 259 
on Inquiry Card—Page 32 
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TWOUSTRIAL Fat? 


NOW! Synthetic Fiber Felts and Wool Felts 
designed for exacting, 
special applications! 

NOW! Available CUT to meet your specifications! 

NOW! Large diversified inventory insures 
prompt delivery! 


“Available in all weights, 
widths, colors, etc. and 
made to S.A.E. and Federal 
Gov't. Specifications. 


Fee 


Foider of samples 
and applications of 


fn ial Felt. 
Write for Booklet K-4. 


For More Information Write No. 233 
on Inquiry Card—Page 32 
For More Information Write No. 234 
on Inquiry Card—Page 32> 





« WEIRKOTE® won'T PEEL OR FLAKE—AND CAN END THE NEED 
FOR FURTHER CORROSION PROTECTION AFTER FABRICATION." 


Q. A zinc-coated steel sheet that won't peel or flake, even under the severest fabri- 
cating stresses? 


A. Precisely. Weirkote’s made by a continuous process. The zinc is so integrated with the 
steel that even the toughest “‘torture’’ tests of fabrication leave that bonded coating 
intact. You can work Weirkote to the very limits of the steel itself! 


. Our products are pretty intricate—take lots of flexing, crimping and so on. What about 
those hard-to-reach places? 


. Weirkote’s zinc coating is so uniform—protects even the most complicated parts. WEIRTON STEEL 
. So with Weirkote you bypass the need for further corrosion protection? COMPANY 


. You get the picture! Think of the time, labor, space—the costly capital outlay—you WEIRTON, WEST VIRGINIA 
save. Better steel products at far lower costs—that’s Weirkote for you! 


a division of 


Send for free booklet that details the time-and-cost-saving advantages of skin-tight zinc-coated NATIONAL STEEL CORPORATION 
Weirkote. Just write Weirton Steel Company, Dept. G-2, Weirton, West Virginia. abe 












Precision-Annealing 


cvs WRI 


PHOSPHOR BRONZE 


‘<> @ oar- Me ee aie 
. 7 and formability 





These photos will give 
you an idea of how Waterbury 
Rolling Mills precision-annealed 
phosphor bronze can improve your 
production. 


Close up shows how WRM precision. | 4 
annealed spring temper phosphor 
ce bronze withstands severe bend. 


Close up of ordinary-annealed spring 
temper phosphor bronze shows surface > 
beginning to rupture at the bend. 







By a closely-controlled anneal prior to finishing, Waterbury 
produces spring-temper phosphor bronze with up to 3 times normal formability 
(elongation) plus higher fatigue life. The finer, more uniform grain structure 
produced by this process also improves surface finish and insures consistent 
production quality. 







Over 50 years of specialization enables WRM to produce 
phosphor bronze with special ability for your application. 





















Send for this new, free, 60-page catalog 
of WRM facilities, abilities and metal specifications. & 


























é 
SURy cons 


ALSO MICK EBL-SILVER &@ OTHER COPPER ALLOYS 
For More Information Write No. 235 on Inquiry Card—Page 32 
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(Continued from page 126) 





virtually all significant character- 
istics. It is available in commercial 
quantities in a wide variety of 
widths, and in a wide range of 
thicknesses, densities and permea- 
bilities. Applications are in such 
diverse fields as electronics, shoe 
manufacturing, dry cleaning and 
laundry equipment, railroads, 
mining and many other fields 
where formerly natural fiber felts 
were used. Troy Blanket Mills, 
200 Madison Ave., New York, 
N. Y. 

Write No. 27 on Inquiry Card—Page 32 


Air Line Filter Has High 
Efficiency 
















Filter provides high efficiency 
filtration for compressed air and 
other gas lines. The filter is de- 
signed primarily for use in pneu- 


matic control, instrument and 
pharmaceutical air lines, spray 
application of paints and other fin- 
ishes, and purification of other 
compressed gases. Minimum re- 
moval of particulate 0.3 Micron 
and larger diameter at rated flows 
is 99 per cent. Mine Safety Appli- 
ances Co., Pittsburgh, Pa. 

Write No. 28 on Inquiry Card—Page 32 


Columbium Treated Steel 
Gives Cost-Weight Savings 


A new line of columbium treat- 
ed, high-strength mild carbon 
steels makes possible substantial 
cost reductions in steel fabrication. 
Also, the new steels are regarded 
as an important metallurgical ad- 
vance. They make available, on a 

(Please turn to page 130) 
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BEARING ® 


One in a series of technical reports by Bower 


BRIEFINGS 





ROLLER BEARING LIFE AND 
CAPACITY LINKED TO STRESS DISTRIBUTION 





These reproductions of photoelastic 
studies contain important evidence for 
every engineer and designer concerned 
with the performance and selection of 
roller bearings. In these photographs, the 
alternate dark and light areas, called 
fringes, indicate not only the magnitude 
of stress but also the stress distribution. 
The photographs were taken by Bower 
Research Engineers during a study of 
stress distribution in roller bearings. 


The subjects represent rollers and race- 
ways of two roller bearings under iden- 
tical loads. The illustration at the left 
shows a roller of conventional design. 
The illustration at the right shows a 
Bower “Profiled” roller. That is, the 
roller is precision ground with a large 
radius generated along the body of the 
roller—a predetermined and controlled 
distance from each end. 


The conventional roller photo (left) 
clearly shows how, under load, stress 
concentration builds up in and near the 


roller ends. This is called edge-loading. 
Such areas of concentrated stress are the 
breeding grounds for metal fatigue and 
eventual bearing failure. 


In the photo of the “Profiled” roller 
(right) stress lines can be seen uniformly 
distributed across the whole length of 
the roller and raceway. There are no 
points of excessive stress concentration, 
consequently no starting points for early 
fatigue. Such a “Profiled” roller exhibits 
a great advantage in improved load 
carrying capacity, a most important 
bearing requirement. 


Under actual operating conditions, 
Bower “Profiled” roller bearings show 
a considerably longer life at higher 


speeds and under greater loads than con- 
ventional roller bearings. 


Because of this, and of other Bower fea- 
tures to be discussed in later technical 
reports, we suggest that you consider 
the advantages of Bower bearings in 
satisfying your future bearing require- 
ments. 


i em 


Bower engineers are always available, 
Should you desire assistance or advice 
on bearing problems. Where product 
design calls for tapered roller bearings 
or journal roller assemblies, Bower 
makes these also in a full range of types 
and sizes. 





BOWER ROLLER BEARINGS 


, 
BOWER ROLLER BEARING DIVISION — FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 14, MICHIGAN 
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: te, Keep 
plant 
Sump schedules 


on time 
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» Personalized Service 
Availability 
» Fast Delivery 


se three are Pittsburgh 
crew and Bolt plus factors that 
can keep your plant humming 
schedule. Our quality con- 
trolled fasteners meet every 
tandard of performance —but 
st important, we offer serv- 
Personalized attention to 
red tape. Consequently, 
ck-up stocks of standards are 
mediately available to 
ngthen our distributor’s 
ipply. Keep us in mind for fill- 
ymplete orders—fast! 


from your nearest Pittsburgh 
v and Bolt distributor or send 
catalog today. 


VMA 6473 


PITTSBURGH SCREW AND BOLT 
ORPORATION ..:.. ae 


DIVISIONS p> see 


: Chicago, Mt _ « 

ware —Souttungten, Conn : = 2 
t—Nornstown, Pa 4 
Ud) 


erica s Most Complete Line of Industrial t 





Products 





(Continued from page 128) 


volume production basis, superior 
qualities of strength, toughness 
and weldability previously obtain- 
able only in higher priced steels. 
Where increased performance 
dictates the use of heavier carbon 
steel structural sections, the ex- 
cess weight is of serious concern 
to both manufacturers and users. 
Yield strengths of up to 60,0004 
per square inch, obtainable from 
this GLX-W series, will permit 
the use of lighter sections and 
overcome these objections. 
Strength, ductility and tough- 
ness of this steel is increased by 
treatment with varying amounts 
of columbium. Unlike other hot- 
rolled carbon steels, in the GLX- 
W series increased strength does 
not mean increased brittleness. 
This is because the columbium 
treatment produces a fine-grained 
internal structure in the metal. 
Prior to the introduction of 
GLX-W, the fine grain structure 
had been attained by the addition 
of expensive alloying elements in 
substantial quantities, and by va- 
rious heat treatments. Great Lakes 
Steel Corp., Detroit, Mich. 
Write No. 29 on Inquiry Card—Page 32 


Self-Extinguishing 
Laminate Announced 


A new XXXP grade of lami- 
nated plastic for electrical appli- 
cations where humid conditions 
are encountered is offered by the 
Continental-Diamond Fibre Corp., 
Newark 107, Del. The material is 
available both in plain shcets., 


(Dilecto 
copper-clad 
31EFR.) 
Made from cellulose paper im- 
(Please turn to page 134) 


For More Information Write No. 237 
<on Inquiry Card—Page 32 


XXXP-31EFR), and 
sheets, (DiClad 


EVERY 
TYPE OF 
CUT GEAR 
FOR EVERY 
INDUSTRIAL 
PURPOSE 


SINCE 1888...We have been making 
many types and sizes of gears for indus- 
try. During these passing years we have 
derived considerable experience, trained 
numerous personnel, and expanded our 
mechanical and plant facilities—and have 
remained under one continuous manage- 
ment. We are ready to ably serve you. 





HERRINGBONE WORM GEAR 











SPIRAL BEVEL 








ESTABLISHED 
1888 


D. 0. JAMES GEAR MANUFACTURING CO. 
1140 W. Monroe Street, Chicago 7, Ill. 


For More Information Write No. 238 
on Inquiry Card—Page 32 








THE ONLY DIRECT 
COAST-TO-COAST CARRIER! 


...0one carrier responsibility ALL THE WAY 
with NON-STOP, 2-MAN SLEEPER CABS 





coast-to-coast/ 


TERMINAL CITIES 
Albany, New York Louisville, Ky. 
Buffalo, New York Nashville, Tenn. 
Chicago, Illinois New York, New York 
Cleveland, Ohio (N. Bergen, N. J.) 
Colo. Springs, Colo. Owensboro, Kentucky 
Denver, Colorado Phoenix, Arizona 
Detroit, Michigan Pueblo, Colorado 
Evansville, Indiana St. Louis, Missouri 
Kansas City, Mo. Seattle, Washington 
Los Angeles, Cal. Syracuse, New York 
OFF-LINE SALES OFFICES: 
Atlanta *Portiand, Ore. 
Rochester, N.Y. 
**Rock Island, lil. 
San Francisco 





**DeKalb, lil. South Bend, Ind. 
**Ft, Wayne **Toledo 
**indianapolis Washington, D.C. 
*Milwaukee *With Trailer Pool 
Philadelphia **Trailer Pool Only 


DENVER CHICAGO TRUCKING CO., INC. 


For More Information Write No. 239 on Inquiry Card—Page 32 
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BARNES-WELD 
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ee 


BARNES | 
a U.S.A. ° 
“ B-2404-0 


_ The BARNES-WELD Welded-Edge power blade is shatterproof 


relate MUslola-toL cololicmeertelitii(- Mell tehi-ts miele lieu ice 


The hardened, high speed steel cutting edge is scientifically 
welded to a strong, tough, alloy steel back. This combines the 
cutting qualities of an All Hard blade with maximum beam 
ae - strength to withstand heavy tensioning and cutting loads. 


The rugged BARNES-WELD will give inexperienced operators, as 


well as skilled machinists, extra-long, extra-safe service life. 


Call your Barnes distributor today! 


w. o. BARNES co., inc. 


1297 TERMINAL AVENUE ¢ DETROIT 14, MICHIGAN 








LISTS IN HACK AND BAND SAW BLADES .:.FOR OVER 40 YEARS’ — i 





Vacuum Cleaner Manufacturer Specifies 


OSHUEO Fabricated Welded Tubing 


Bending vacuum cleaner wand. A variety of fabricating operations also is performed on Ohio Special Quality Seamless Tubing. 


6 Value analysis showed it would be more economical 
to buy than produce fabricated welded tubing parts 
for our new cleaner. What’s more, we could avoid 
additional capital investment in equipment. 


“So we added Ohio Seamless to our production 
line. They have the equipment and facilities to meet 
our design requirements and to hold to our stepped- 


up schedules. And we don’t pay shipping costs on 
scrap — just on finished parts... 99 


Let Ohio Seamless translate your designs into fin- 
ished parts ...conserve your capital ...cut your 
production and shipping costs. Contact your Ohio 
Seamless representative, listed in the Yellow Pages, 
or the mill at Shelby, Ohio — Birthplace of the 
Seamless Steel Tube Industry in America. 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company + SHELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing »* Fabricating and Forging 


<For More Information Write No. 240 on Inquiry Card—Page 32 
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a “NEW LEAF” in coola 


ubricates... 
prevents rust... 
ys mint-fresh for life! 


This green color 
means mint-freshness for life... 


it’s NEW HOCUT 237 


New HOCUT 237, Houghton’s latest and most versatile synthetic 
cutting fluid, needs no expensive additive to stay permanently 
clear, clean and fresh in your machines, for months. 

In plain dollars and cents, this means you seldom have to change 
coolants, you have less costly down-time, no dumping problems, 
and you get better work. Your plant stays clean and your operators 
stay happy. Best yet, HOCUT only costs a few pennies per gallon 
in your machines. 

You can depend on HOCUT 237 for most every cutting or grinding 
operation in your plant. It cools work and tools quickly. A two- 
stage rust preventive protects work. Parts come off the machines 
faster, with finer finishes and closer tolerances. 

For full information about new HOCUT 237, call your Houghton 
Man today. Or write: E. F. Houghton & Co., 303 W. Lehigh Ave., 
Philadelphia 33, Pa. 





Products 


(Continued from page 130) 
pregnated with epoxy resin, Di- 
lecto XXXP-31EFR is used as in- 
sulation for computers, radios, 
telemetering equipment and guid- 
ance equipment requiring perma- 
nent flame-retardant properties. 
The material is unusually flame- 
retardant, and remains rapidly 
self-extinguishing after five igni- 
tions. It strongly resists humidity, 
absorbing only 0.35 per cent water 
after a twenty-four-hour immer- 
sion; it features excellent cold- 
punching qualities, and is much 
lighter than epoxy glass-fabric 
base laminates. 

Write No. 30 on Inquiry Card—Page 32 





Teflon-Coated Cups 
Available 





The development of Teflon- 
coated cups for use in hydraulic 
and pneumatic equipment has 
been announced by The Garlock 
Packing Company of Palmyra, 
New York. These cups reduce 
the breakaway torque required to 
operate cylinders; reduce running 
friction; will not stick to cylinder 
walls even after prolonged peri- 
ods of idleness; and eliminate 
packing chatter and squealing. 
This extends packing life consid- 
erably and greatly reduces down 
time. 


Write No. 31 on Inquiry Card—Page 32 
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More Rigid Integral 
Fan Hubs Produced By 
Die-Casting 


nnceqenceee 


Die-cast hubs integrally formed 
with fan spiders and blower back- 
plates and having special external 
shapes are now available on small 
and medium-sized Airotor fans 
and blowers in an exclusive proc- 
ess developed by The Torrington 
Manufacturing Company, Tor- 
rington, Conn. and Van Nuys, 
Calif. Integral casting of the hub 
with a spider or backplate pro- 
vides a far more rigid, torque- 
resistant construction than die- 
cast hubs which are peened or 
riveted in place. Special external 
hub shapes such as a spline may 
be die-cast as couplings to drive 
associated equipment at a cost 
far less than machining. The 
Torrington die-casting facility al- 
so produces irregular bore shapes, 
such as the D-bore commonly 
used in the automotive industry. 


Write No. 32 on Inquiry Card—Page 32 


Improved Industrial 
Handcleaner 


West Chemical Products Inc., 
42-16 West St., Long Island City 
1, N.Y. announces a non-depleting 
lanolized handcleaner with three 
new features. Called Lan-O- 
Kleen Plus, the new product re- 
portedly offers a softer scrub- 
bing action that doesn’t roughen 
skin; a gentler sudsing action 
that doesn’t wash away natural 
skin oils; a new clean fresh fra- 
grance; and a rich lanolin content 
that soothes and softens hands. 
Free samples for evaluation can 
be obtained by writing the manu- 
facturer. 
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CONSTANT SUPPLY | 
CONSTANT EFFICIENCY 
CONSTANT LOW COST 


B.O BITUMINOUS COALS FOR EVERY PURPOSE 


Ask our Man! BALTIMORE & OHIO RAILROAD, BALTIMORE 1, MD. Phone LExington 9-0400 
For More Information Write No. 243 on Inquiry Card—Page 32 
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Office Equipment and Supplies 





Hints For P.A.’s 
Using Telegrams 


Over A THIRD of the $148 
million, derived by Western Union 
from telegraphic use in industry, 
stems from purchasing agents, 
There are many uses for tele- 
grams in the purchasing depart- 
ment. Placing orders, expediting, 
and giving or requesting shipping 
information are only a few of 
these. Quick results are achieved 
on confirmations, prices, shipping 
tracers, and requests for product 
information by using telegrams. 
In seeking commodities in short 
supply, P.A.’s can query a num- 
ber of vendors by sending one 
telegram and a list of names to 
the local Western Union office— 
either by messenger or through 
their own office installation. 
Zions Cooperative Mercantile 
Institution of Salt Lake City, for 
example, had just such a problem. 
Zion’s Vice President Wendell E. 
Adams came to the conclusion 
that the most efficient way to get 
competitive quotations from sup- 
pliers was through telegrams. 


“Operation of our business with- 
cout rapid communications would 
be difficult.” he says. 

Many larger firms install tele- 
graphic facilities in their own 
offices. These can be facsimile ma- 
chines, called Desk-Fax, or Tele- 
printers. Both are connected di- 
rectly to a central Western Union 
office so that messages can be 
transmitted immediately. 

Not wanting to suffer the con- 
sequences when expected ship- 
ments of important components or 
material fail to arrive on the 
promised delivery date, the pur- 
chasing agent of Oklahoma City’s 
Aero Design and Engineering Co. 
turned to telegrams. “By tracing 
an order by wire before its de- 
livery date, we can obtain sub- 
stitutes if necessary to eliminate 
delays,” he reports. 

Custom-printed telegrams can 
be tremendous time savers for 
P.A.’s. Many telegrams follow a 
pattern. As a result, custom- 
printed wires, using a minimum 


George M. Brady (r.), manager of purchases for AMOCO, hands messages 
to communications manager William R. Blackie in the wire room of New 
York headquarters for transmission to field offices and company suppliers. 
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of words, frequently can lower 
the overall costs. 

The brevity of a message, either 
by wire or by other means, often 
is not fully realized. Brevity 
should not be used at the expense 
of clarity of meaning, however, 
P.A.’s should use adequate word- 
age. They should also use the full 
15-word maximum allowance for 
all telegrams and the 50-word 
maximum allowance for day let- 
ters and night letters. 

Materials from all over the 
country supply the assembly lines 
of the F. C. Russell Co., Colum- 
biana, Ohio, manufacturers of 
combination windows and doors. 
When order placements or changes 
become necessary, time is of the 
essence. Says President F. C. 
Russell, “Only telegrams give us 
the speed we demand and the 
effective reliable results we need.” 

Continental Can Company, with 
145 plants manufacturing a com- 
plete range of packaging mate- 
rials, makes heavy use of tele- 
graph communications, according 
to Richard D. Weinland, general. 
manager of purchases: 

“In ordering, expediting, or 
simply getting a fast answer to a 
question, printed communications 
offer several advantages,” Mr. 
Weinland points out. 

“Probably the greatest of these 
is that the telegraph provides a 
permanent record of the message 
for both sender and the recipient. 
This is especially important in 
an operation such as ours where 
code numbers, specifications, and 
quantity data are used frequently 
in our purchasing department 
communications. 

“The printed message not only 
eliminates the necessity of taking 
notes, but gives the sender an 
opportunity to review his mes- 
sage at leisure prior to dispatch- 
ing it. Many of our telegrams have 
fewer than 15 words, and it’s easy 
to dictate these and get the mes- 
sage off our minds. The saving 
of time is especially great when 
identical messages are sent to 
several recipients at different lo- 
cations.” 
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partners in precision 


The excellent performance of IBM Punched Cards 

is constantly guarded by a quality control program without 
parallel in the industry. Behind these controls is an endless 
pattern of IBM Research plus the know-how gained 

during more than forty years of manufacturing 

experience. Result: Production techniques that are models 
of precision-engineering. « When you insist 

on IBM Supplies, you benefit in every way from 
precision-engineered products—specifically designed 

to insure accurate and reliable data processing. 


IB M SUPPLIES 
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office love affair bared 





(Boss gives his blessing) 


When typist meets NU-KOTE (the first plastic—base type- 
writer carbon ever) presto! — a boss-—pleasing office 
romance is born. Reasons aplenty, too: for instance, 
NU-KOTE gives you immaculate copies always. Copies that 
stay clean. Every letter boldly clear from start to 
stop. NU-KOTE comes in only one weight and finish. Best 
results by far for any typewriter, almost any copy job. 
And NU-KOTE outlasts ordinary carbon 3 to 1! 


NU-KOTE 


CARBON PAPER 


FREE SAMPLE! For a free sample of NU-KOTE 
just mail this coupon attached to your company 
letterhead. 


Dealer Sales Dept. P-7 
Burroughs Corporation, Detroit 32, Michigan 


In Canada write Acme Carbon & Ribbon Company, Limited, 
Toronto 13, Ontario 


Name 





Firm 
Address ee 


City Zone_____ State 
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Office Equipment 





A new card developer for micro- 
film copies in unitized form has 
been announced by the Micro- 
line Products Group, Ozalid Divi- 
sion, General Aniline and Film 
Corporation, Johnson City, New 
York. The microfilm passes 
through the machine, on a hori- 
zontal plane, to the rear receiving 
tray. It is not necessary to deter- 
mine a “face up” position of the 
material to be developed, since 
both sides are equally exposed to 
the developer vapors. The de- 
veloper is 14” high 21%” wide 
and 17%” deep. 

Write No. 34 on Inquiry Card—Page 32 


A ledger card file was recently 
introduced by Marnay Sales Divi- 
sion, Kockaway Metal Products 
Corp., 41 East 42nd Street, New 
York 17, N. Y. The new file has 
a removable follow block which 
allows it to be used as a storage 
case and a portable carrying case 
for inactive records. Finished in 
gray baked-on enamel, it is avail- 
able in two sizes for cards meas- 
uring 11” x 7” and 11” x 8%”. 
Write No. 35 on Inquiry Card—Page 32 
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| CONTROL AT WESTERN MARYLAND | 





“Moore forms help 


our ore trains roll 


6 hours sooner” 


B. E. WYNNE, Controller, Western Maryland Railway Co. 


A new automated system at Western Maryland Rail- 
way’s Port Covington ore terminal speeds paperwork, 
cuts copying errors, and reduces five forms to two. 
In the past, handwritten records of each car’s tonnage 
were carried half a mile to the agent’s office, totalled 
and recopied, and carried more than another mile to 


the yard office before the train could depart. 


Now, as the cars are loaded, the weighman records 
the tonnage on a teletype unit in the loading crane. 
This simultaneously generates, in the yard office, 
punched tapes containing variable information about 
the cars. Combined with constant data tapes, this tape 
is used to print the Waybill. A complete set of Waybills 
is handed the conductor minutes after the last car is 
loaded and coupled in place. At its destination, each 
car is delivered with the consignee’s copies of the Way- 


bill, his ‘pre-written receiving memos’. 


A by-product tape picks up all data from every Way- 
bill, and is used to prepare the Shipping Statement. This 
combines on a single form Shipping Notice, Weight 
Certificate, Freight Bill and Blanket Waybill. Derived 


from the original tapes, it is certain to be accurate. 


“The help of the Moore man and his facilities were 
valuable in working out the forms we needed,” said 
B. E. Wynne, Controller for Western Maryland and 


Build control with 


designer of the system. The forms are a 5-part Moore 
Speediflo Waybill and a 2-part Moore Speediflo State- 


ment. They are Western Maryland’s control in print. 


ORIGINAL 
839-WESTERN MARYLAND RAILWAY COMPANY-639 
BALTUMORE, MARYLAND 


FREIGHT WAYBRL 


If you would like a copy of the 
illustrated booklet giving details of 

* this system, witit-a flow chart, write 
to the Moore office nearest you. 
No obligation, of course. 





WAYBILL- 
SHIPPING STATEMENT 
SYSTEM : Moore Business Forms, INc., Niagara 
Falls, N. Y.; Denton, Tex.; Emeryville. 
Piiwawscnsema «= Calif. Over 300 offices and factories 
throughout the U. S., Canada. Mexico. 


Cuba, Caribbean and ——_\ 
OORE\, 


is Central America. 
, 


© PETES cABTiawe taLie2) ComPeE! 


MOORE BUSINESS FORMS 
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Fill this desk set 


only two times a year! 


The ingenious Esterbrook FEED- 
MATIC* Desk Set actually seals in 
a six-month supply of ink against 
evaporation and dust — releases 
fresh ink to the pen as you need it. 


Imagine! No constant messy main- 
tenance...no more clogged dry 
pens! And, there are 32 instantly re- 
placeable Esterbrook points to 
choose from. Black, colors—$4.50.T 


There’s a precision-made Esterbrook for every business need: 


Esterbrook DESKMASTER* fountain pen desk set 
Fastest selling desk set in America—Esterbrook’s precision 
fountain pen in a lustrous, porcelain base. Compact, effi- 
cient. In popular colors and black (Model 112). 


Black, $3.75T 


Esterbrook RECORDER’ ball point desk set 


Writes 6 months in normal office use —A truly dependable 
ball point! Comes in choice of ink colors, fine or medium 
point. Deluxe black, colors, $3.95+ Black, $2.95T 


All desk sets available with chain and adhesive base for public counter 
use. Also doubles for use with two ink colors. 


fT List price per single unit. See your supplier for quotations. 


Gsterbrook 


°T.M. The Esterbrook Pen Co. 


10-DAY FREE TRIAL—Get one of these quality Esterbrook desk sets from 
your regular dealer. Use it 10 days. If you aren't completely satisfied, 
return it to your dealer with no cost to you. 


For More Information Write No. 247 on Inquiry Card—Page 32 
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Two new _ typewriters, one 
standard and one electric, have 
been introduced by R. C. Allen 
Business Machines, Inc., of Grand 
Rapids, Mich. New features in- 
clude an automatic bail that per- 
mits instant paper insertion with- 
out the operator’s manually lift- 
ing or lowering the bail, and 
the dual built-in transparent card 
holder that enables the operator 
to type any place on any card. 


Write No. 36 on Inquiry Card—Page 32 


The addition of an all-new auto- 
matic message relay set to the 
model 28 line of communications 
equipment has been announced by 
Teletype Corporation, 4100 Fuller- 
ton, Chicago 39, Illinois, The new 
unit is a high capacity, self-con- 
tained, punched tape message re- 
laying facility for receiving wire 
signals at speeds ranging from 60 
to 200 words per minute. It is 
designed for a variety of uses in 
communications, data processing 
and automation. 

Write No. 37 on Inquiry Card—Page 32 


PURCHASING 





“NCR PAPER saves more than its cost 
every year, in every department. ”’—wescor, ine, chicooo. i 


“Time is saved in every department through 
the advantages of NCR (No Carbon Re- 
quired) Paper. This repays the yeorly cost 
of NCR Paper every six months. 

“The productivity of our clerical staff is 
increased by the easier and quicker forms 
handling made possible with NCR Paper. We 
do not have to insert or remove carbons— 
nor collate originals and copies. NCR Paper 


forms, Originals and copies, are picked up as 
a unit. And our employees favor the new 
poper becouse it is clean and produces 
sharper, clearer copies. 

“NCR Paper has proved to be a highly 
profitable investment for us.” 


W.Q. Soans. aoe 
H. R. letzter, 


Vice-President of Webcor, Inc. 


ASK YOUR FORMS SUPPLIER ABOUT NCR PAPER 


ANOTHER PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, 


DAYTON 9, OHIO 


1,039 OFFICES IN 121 COUNTRIES © 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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WEBCOR, INC. 
saves time and money with 


thort 


Project 


these NCR Paper Forms: 


Wareh 





Printing work order 
Purchose price request 
Incident report 

Pockoge poss 

Moterial received 
Moteriol returned 

Parts requisition 

Repair order 

Report of closed project 
Purchose order revision 
Charge request 
In-worronty report 
Warronty check request 
Dota sheet 


permit 
Materia! record 
odjustment 


Scrap ticket 
Shipping order 
Tool order 
Stotement 
Sub-mfg. order 


Service dept 
requisition 


leave of absence 
Credit memo 
Shipping memo 
Delivery ticket 
Repair report 


Chenge of material clossification 











Office Equipment 





LLeBe— 
for 
lion-size 





A dictionary stand from a new 
line by Remington Rand Division 
of Sperry Rand Corporation can 
be used in library, office or recep- 
tion room. It has a closed back 
and one adjustable shelf. As with 
all pieces in the new line, the 
stand is made of birch wood and 
has steel legs with aluminum 


Only the strongest can 
endure!... that’s why 
records and books subject 
to rough everyday handling 
look so much better, last 
so much longer, when 
printed on L. L. Brown’s 
LINEN LEDGER. For 
further information, ask 
your stationer or printer. 


‘The quality which has 
earned ifs reputation” 





anodized finish. 
Write No. 38 on Inquiry Card—Page 32 


A new circular pocket calcula- 
tor, 34% inches in diameter, has 
been introduced by The Cal-Math 
Co., P. O. Box 5536, Philadelphia 
43, Pa. This latest simplified slide 
rule consists of two flat metal 
discs, plus a sliding indicator. The 
discs are anodized green and gold. 
Write No. 39 on Inquiry Card—Page 32 


7 Age 5255 


ERASING... 
lake your 
Pick! 


ST ARBAP pyrpiags 


Flag VR OH tag 


KLENZO-33 


WITH AND WITHOUT BRUSH 





Famous Klenzo quality in 
convenient wood-casing. 
Sharpens to “‘needie point”’ 
for ballpoint, typewriter and 
ink work. 


"A@) 


KLENZO 


WITH AND WITHOUT BRUSH 





The standard for erasing. 
Paper wrapped to permit 
quick, economical repointing. 


4ifalsdesf KLEN 


A Klenzo erases equally good 
wrapped in paper or cased in wood. 


AT BETTER STATIONERS EVERYWHERE 


Ee hee Pee ae 
hh On ee ote oe 


Send 10c for twin samples naming this 
publication. 


laisdel! 


PENCIL COMPANY 


BETHAYRES, PA. 











For More Information Write No. 249 
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and get a bite. . .” 


“Here’s my pitch, . . . I'll run out 


For More Information Write No. 250 
on Inquiry Card—Page 32 
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An exclusive, endless toothed- 
belt drive now replaces the former 
steel bands on Tempo-Geha Paste 
Ink Stencil Duplicators. Manu- 
factured by Milo Harding Com- 
pany, 500 Monterey Pass Road, 
Monterey Park, Calif., the new 
belt is strengthened with endless 
steel strands. Its advantages are 
silent running, positive drive even 
in continuous operation, non- 
slipping, and almost unlimited life. 
Write No. 40 on Inquiry Card—Page 32 





FILES 


«My ARE NO 
PLACE FOR... 


MAN’S BUFF 


If it takes too long to locate the 
papers you want ask your Sta- 
tioner about the ACCO System. 
Accobind Folders, Accopress 
Binders and other Acco products 
save time, save money, save loss. 
Made for every department of 
every business, 


“ACCO BOUND PAPERS 
ARE SAFE PAPERS’ 


ACCO PRODUCTS 
Division of NATSER Corporation 
Ogdensburg e New York 





In Canada: Acco Canadian Co., Lid., Toronto 


Write No. 224 on Inquiry Card—Page 32 
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NEW RELAXING 


MASSAGE IN THE PRESIDENT’S CHAIR 


eases 
tensions... 


HARTER 
MODEL 65-VP 
EXECUTIVE 
POSTURE 


Quality CHAIR 


rotary motor 
creates gentle 
massage 


Finger-tip 
control turns 
on and selects 
degree of 
massage 


relaxes you... refreshes you 


Tensions ... decisions .. . deadlines got you all tied up in knots? Just lean back 
in a Harter 65-VP Executive Chair, select the Swedish massage action you prefer 
and relax. Cool, extra-deep foam rubber cushions in seat back and arms trans- 
mit massage, gently relieving tensions. In a few minutes return to your work re- 
freshed and alert. The bigger your job, the more you'll appreciate this chair. 


With the massage turned off, you have the aristocrat of all executive posture 
chairs. Five controls fit the 65-VP to you. Nothing has been spared to make the 
Harter 65-VP the finest. Write for illustrated literature. 


re . a 
66 67-T 


HARTER CORPORATION + 429 Prairie + Sturgis, Michigan 


Massage action 
also available in 
the Harter chairs 
on the left. 
Each is a top value 
in its price range. 





POSTURE 
CHAIRS 


t HARTER 
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TRY THE jj WORLD'S 


a 


(LiKe Vy 


Vole Mei ER Solek 2:1 ams Mm Clolelemm oI 


Reasons Why GENERAL'S 


Lanolin Lead Office Pencil 


MUST SAVE YOU MONEY! 





4 Superb Writing Ease. SEMI-HEX won’t 
scratch, stick—even on cardboard! The new 
SEMI-HEX just glides along with a strong 
dark line. Laboratory tests prove that 
General’s special Lanolin Process Lead 
makes it the smoothest writing pencil ever! 
And smooth writing helps prevent writer’s 
cramp, finger stiffness—keeps office efficiency 
at its peak! 


2 Stronger, Longer-lasting Points! Gener- 
al’s exclusive Carbo-Weld Process makes 
SEMI-HEX points virtually “Break-proof.” 
No office time wasted sharpening and re- 
sharpening pencils. 

3 Guaranteed Longer-Wearing! The new 
SEMI-HEX is unconditionally guaranteed to 
outlast, outwrite and outperform ordinary 
office pencils. Stocks last long time — keep 
inventory down! 

Available in 5 degrees: 1, 2, 2-2/4, 3 and 4. 
See Your Local Dealer Now — Or Write Us 


On Your Company Letterhead for FREE 
SAMPLES. 


PENCIL COMPANY 


G® FLEET STREET, JERSEY CITY 6G, N. J. 


For More Information Write No. 252 
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A new type of industrial back- 
ground music playing equipment 
has been announced by AltoFonic 
Corporation, 981 Commercial 
Street, Palo Alto, Calif. The new 
equipment incorporates two im- 
portant features, one of which 
intermixes taped music from two 
reels, each of which has different 
and distinctly programmed music. 
With the inter-mixer, reels of 
standard programming can be set 
to play alternately with a popular 
music reel in any desired ratio. 


The second feature is automatic 
control of the playing and non- 
playing intervals in hours or frac- 
tional hours through a twenty- 
four hour period. 


Write No. 41 on Inquiry Card—Page 32 


An imprinting attachment for 
its Selec-tronic Burster line has 
been developed by The Standard 
Register Company, Dayton, Ohio. 
The imprinter will make a clear, 
clean image, using a ribbon de- 
vice, from an electro, type chase 
or graphotype plate, on any con- 
tinuous form, including tab cards. 
The impression, which may be 
varied to four different settings, 
can be preset to the desired form 
area without a sample run. 


Write No. 42 on Inquiry Card—Page 32 





tio! 


WATCH FOR 


THE 1959 


VALUE 


ANALYSIS 


ISSUE! 


COMING 


JUNE 8TH 





Completely 


from desk to 
Wil colcia-timeelelias 


l 


sharper 
Green, 
Order today 
cal stationer 


port 


whnere 


1eS 
a¢ nN 


Stronger « 
points 
Blue 


taaoe 


Sa 


euedee! 





—— 


For More Infermetion Write No. 253 on Inquiry Card—Page 32 


PuRCHASING 





seteatinccnsine: . yamine TOWEL COSTS NIBROC 


Hi-Dry TOWELS are easy on the budget—hard to top for fast 
drying action. Mail the coupon today for a Customer Service 
set of 8 Washroom Posters that will help you cut towel con- 
sumption—reduce maintenance. Check also for samples, com- 


plete information and name of nearest Nibroc dealer. 


Aprit 13, 1959 
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BROWN COMPANY 

Towel Sales Division 

150 Causeway St., Boston 14, Mass. 

[] Send me set of Posters. 

(CJ Send samples and complete information. 


NAME TITLE 
FIRM 
STREET 


CITY 
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Atlanta P.A.’s Advised: 
‘Check Your Freight Bills’ 


A PANEL of transportation ex- 
perts at a recent Atlanta meeting 
of the Purchasing Agents Asso- 
ciation of Georgia pointed up the 
need for P.A.’s to have an ap- 
preciation and understanding of 
transportation. 

The panel was composed of 
James E. Bilbo, The Coca-Cola 
Company; Paul Y. Hughes, Mead- 
Atlanta Paper Co.; and David O. 
Benson, director of transportation, 
Rates Division, Georgia Public 
Service Commission. 

Because of the importance of 
transportation to purchasing, Mr. 
Benson recommended that com- 
panies without traffic representa- 
tives establish a traffic department 


with at least one trained traffic 
specialist. In the event that this 
could not be done, he then sug- 
gested that the company join a 
Freight Bureau—an organization 
providing specialized transporta- 
tion services like routings, audit- 
ing of freight bills, filing of claims, 
applying of rate adjustments, etc. 

Mr. Benson also stressed that 
the Georgia Public Service Com- 
mission was ready to advise any 
company how to set up routings 
and how to process claims. 

The commission executive pre- 
dicted that there would be no gen- 
eral transportation rate increase 
spiral in the future. He added that 
all adjustments would probably 


The Georgia Public Service Commission suggested to Atlanta P.A.’s that 
they could save a great deal of money by checking all freight bills. “If it is 


not possible to do this within 


the company, there are Freight Bureaus that 


can handle the entire process,” said David O. Benson, a representative of 


the commission. 


146 


be specialized, Railroads, for in- 
stance, will soon realize that they 
are natural bulk transporters and 
actually begin to reduce rates, he 
said. 

Mr. Bilbo, of Coca-Cola, em- 
phasized the need for close liai- 
son and cooperation between pur- 
chasing and traffic departments in 
relation to the following: (1) con- 
sideration of freight differences in 
establishing sources of supply; 
(2) making certain that terms and 
conditions of sale, such as “F.O.B. 
Point” adequately protect the 
company; and (3) jointly filing 
claims for loss or damage. 

The Mead-Atlanta Paper Co. 
representative, Paul Hughes, pre- 
sented a comparison of various 
types of carriers for 100 to 300 
pound machinery shipments. The 
comparison covered comparative 
rates, transit time, and ease of 
tracing with the different sys- 
tems: LCL rail, forwarder truck, 
Railway Express, air freight, air 
forwarder, and air express. 

In the course of his discussion, 
Mr. Hughes pointed out the fol- 
lowing order of priorities on plane 
transportation space: (1) mail, 
(2) passengers, (3) express, (4) 
air forwarder, and (5) air freight. 

Prior to the panel discus- 
sion, James Tatum, chairman of 
the standardization-value analysis 
committee, gave a brief talk. He 
recommended that members se- 
cure copies of the pamphlet, “Cut- 
ting Costs By Analyzing Values.” 
This pamphlet is available, with- 
out charge, to all members of the 
National Association of Purchas- 
ing Agents from the headquarters 
office at 9 Park Place, New York, 
New York 

For More Information Write No. 255 
on Inquiry Card—Page 32> 
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Drill for drill, pound for pound, Black & Decker 
gives you more power than ever before. This new 


44” Special Drill, for example, gives you 62°. more 


power than its predecessor. Yet, it weighs 20°; less 
costs 8.5% less. That’s the kind of development 
you expect from the electric tool leader 





SINCE 1919 


Now Black & Decker gives you 


TWICE THE VALUE sims 


in the world’s most complete drill line 


A glance at the chart quickly shows the outstanding progress in Black 
& Decker drills. But, that’s only part of the story. During the past 
two years, new motors, new compactness, new streamlining have been 
introduced into the Black & Decker line. Add extra value features 
like full-power in reverse at no extra cost—you’ll see why you now 
get up to twice the value per dollar! The tools shown below are but a 
few in the all-new Black & Decker drill line. Check their outstanding 
features. For top value every time be sure to see the Black & Decker 


line at your Distributors! 


MOST POWERFUL DRILL of its size, the 
%” Standard. Powered to pull a loco- 
motive. Full power in reverse. 


— 


DRILLS UPSIDE DOWN! B&D Magnetic 
Drill Presses stick like glue. . 
any position. 144” and %” capacities. 


. work in Be 


Wer 2 
didie il 


Look Under 
“TOOLS-ELEC TRIC 
in Yellow Pages 


HE Biack & DECKER Mre. Co. Se 
lept. 9 Towson 4, Md. 


—MAIL COUPON FOR FREE DEMONSTRATION— 


Please arrange a demonstration of..-..............-- - drill(s) 


Send me information on tools checked below 


58.8% MO 





35.9% LIGHTER 
1919 





6.5% LOWER IN 
1919. «~PRICE 


TREMENDOUS TORQUE developed by 
this ¥%” H.D. Holgun® takes on tough 
ones with ease. A tool “best buy.” 


POWER NEARLY DOUBLED in B&D 4%”, 
Xe” and ¥%” End Handle Drills give 
you more performance per dollar. 


AH, 


Quality Electric Tools 





Association News 





Gordon Burt Affleck (left) 
president of the National Asso- 
ciation of Purchasing Agents 
stressed the need for dedication 
of purpose and devotion to prin- 
ciples at a recent meeting of the 
Reading Purchasing Agents As- 
sociation. In a pre-meeting dis- 
cussion with the national presi- 
dent are: (standing left to 
right) Frank White, vice presi- 
dent of the Lancaster Purchas- 
ing Agents Association; Edward 
R. Kohl, vice president of the 
Reading Association; and Joseph 
Kelemen, national director of 
Reading. 


Relations With Salesmen 
Discussed at Evansville 


The Purchasing Agents Asso- 
ciation of Evansville, Indiana held 
a regular monthly meeting recent- 
ly to learn, “What a Salesman 
Expects From the Purchasing 
Agent.” 

The speaker who brought this 
message to Evansville was Lewis 
K. Johnstone, director of the pulp 
marketing department, Champion 
Paper and Fibre Company, Ham- 
ilton, Ohio. 


Washington, D.C. Group 
Welcomes New Members 


The March meeting of the Pur- 
chasing Agents Association of 
Washington, D. C. was the place 
to learn of “Engineers Contribu- 
tion to Economic Progress.” 

Speaker for the evening was 
Carl R. Busch of Jansky and 
Bailey, Inc. Mr. Jansky, who is a 


(Please turn to page 152) 
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BEFORE... 


Separate Bolts, Nuts 
and Washers 
complicate inventories, 
increase assembly 
costs. . 


AFTER... 


Washers as integral 
parts of boits 

and nuts eliminate 
problems, speed 
assembly 

at lower cost. 


Save Money 


by simplifying fastener design 


Here is a simple application of a basic bolt making 
principle which is affecting substantial savings 
for a number of manufacturers. 


These savings, resulting from simplified design, 
are realized in every step of the operation 
from lower first cost of the fasteners 

through inventory to final assembly. Totalled, 
they are well worth while. 


There are many other basic principles . . . often 
overlooked in designing and specifying 
fasteners, which are of importance cost-wise. 


You'll find them in our new booklet, “How 
to specify fasteners,..and save”. 

Filled with drawings and charts, it makes a 
handy guide in designing or buying any 


How 
headed parts. Fasten’ 


NERs | 
If you can use a copy, write to North ond so j 
f 


Tonawanda or ask a Field 
Representative. 


~~ 


BUFFALO BOLT COMPANY 
Division of Buffalo-Eclipse Corporation 
North Tonawanda, N.Y. ¢ Princeton, Illinois 
MAKING BOTH FASTENERS AND FRIENDS FOR 100 YEARS 
@ 3 convenient service centers 


WESTERN OFFICE EASTERN OFFICE CENTRAL OFFICE 
Chicago New York City North Tonawanda 
HArrison 7-2178 REctor 2-1888 JAckson 2400 (Buffalo 
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fom, THIS IS THE IMAGE OF CFel... 
Sh ies maker of steel products for every industry 


Automotive Wire Products + Baling Wire and Ties + Barbed Wire - Belts—Woven Wire Processing + Bridge Products 
Chemicals and Coke - Door Hardware (Garage, Overhead, Sliding, Fire Door) - Electrical Wire and Cable + Fabricated 
Steel Plate Products - Fence, Chain Link, V-Mesh, Woven Wire, Ornamental - Fence Posts + Fence Stays « Flower Bed 
Border - Gates + Galvanized Steel Strand + General Purpose Welded Wire Fabric ~- Grader Blades and other Cutting 
Edges - Grinding Balls - Grinding Rods - Grizzly Bars + Hardware Cloth - Industrial Wire Cloth + Insect Wire Screening 
Mine Rails and Accessories - Nails, Staples and Spikes + Nettings—Poultry, Stucco, Fish Trap + Overhead Conveyor 
Systems - Pigiron + Pipe—API Large Diameter + Rails and Accessories, Standard + Reinforcing Bars and Tie Wire 
Rock Bolts and Metallic Fabric + Screen, Woven Wire, Industrial, Space, Vibrating * Seamless API Casing and Tubing 
Semi-Finished and Hot Rolled Carbon Steel - Springs and Formed Wire - Spun and Pressed Heads and Fittings - Steel 
Plates—Carbon, Alloy, Stainless-Clad, Nickel Plated + Strand and Wire—Prestressed Concrete - Welded Steel Plate Girders 
Welded Wire Reinforcing Fabric + Wire (All Types) * Wire Rope + Wire Rope Slings +* Wire Rods 


THE COLORADO FUEL AND IRON CORPORATION 


DENVER #e OAKLAND e NEW YORK 


“cit nage en ets 
ig — ac iehts TET toca 

—_ ** : * | <gioaaean 
‘a ‘ } 
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meet 
your & 
LUSTRA 
ell 


you how to LUSTRA-lite for 
est economy! 


At last! The First Color-True 
Fluorescents... LUSTRA NORTHLITE 


Here's the engineer's dramatic light- 
ing answer to the color control prob- 
lem—Lustra Northlite—the first 
fluorescent to approximate the de- 
sirable lighting of the artist’s sky- 
light. This unique lighting permits 
every industry, every store, every 
producer of color-true products... 
in printing, textiles, or plastic...in 
department stores, dress salons, 
furriers, milliners, haberdasheries 
---Im Sales areas, work areas, dis- 
play areas...to change from the 
present over-blue or over-red lamps 
to 24-month-guaranteed Lustra 
Northlite, approximating 5500°K. 
temperatures to a point where your 
color guess-work is ended. Now 
available in all standard sizes... 
for your present standard fixtures! 


Send immediately for the full tech- 
nical details on the amazing new 
LUSTRA NORTHLITE fluorescents! 


LUSTRA-LITE NOW FOR MORE SALES! 
Dept. P-3 


LUSTRA CORP., 32-33 47th Ave., L.LC., N.Y. 
LUSTRA—AMERICA’S DATED LAMPS ‘L108 
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member of the District of Colum- 
bia Society of Professional Engi- 
neers, called to the members’ at- 
tention that they can take greater 
advantage of the savings possible 
through the use of their own en- 
gineer’s knowledge. 

Bolstering the attendance fig- 
ure were eleven new members. 
They are: John D. McLain and 
Jesse M. Hill, Melpar, Inc.; John 
I. French, Richard J. Holcer, and 
John D. Bradbury, Woodward & 
Lothrop, Inc.; Edward J. Kulda, 
Western Electric Co.; William H. 
Dux, Pennsylvania Glass Sand 
Corp.; George R. Barr, Northern 
Virginia Construction Co.; Harold 
B. Leroy, Geo. F. Muth Co.; and 
Margaret B. Wager and Eugene 
M. English, G. S. A. 


Standardization Film 
Shown At Saginaw Valley 


A film entitled, “Reliability 
Factor” was presented at a recent 
meeting of the Saginaw Valley 
Purchasing Agents Association. 

Sponsored by the standardiza- 
tion committee, the film showed 
how standardization can be em- 
ployed effectively to increase sav- 
ings within the purchasing de- 
partment. 

Before the start of the meeting, 
a one minute silent tribute was 
paid to G. W. Cooke, president 
of Jennison Hardware Company 
in Bay City, Michigan. Prior to 
his death in February, Mr. Cooke 
was a long-time member of the 
Saginaw Valley association. 


Buffalo Gets Advice 
From Doctor 


“Psychology in Business” was 
the order of business at a recent 
meeting of the Purchasing Agents 
Association of Buffalo. The speak- 
er for this occasion was Dr. Olive 
Lester, professor of psychology 
at the University of Buffalo. 

Dr. Lester covered the area of 
psychology concerned with per- 
sonal inter-relations. Author of 
many publications on the subject, 


the doctor paid particular and 
specific attention to social psy- 
chology and human relations. 
At the pre-meeting session, the 
program committee arranged for 
a film on plastics to be shown. 
the sound film was in color and 
Called “Flight to the Future,” 
loaned to the association by 
Union Carbide Plastics Co. 


Value Analysis In Dallas 


“Practical Value Analysis- 
Standardization — How They 
Work” was the theme of a recent 
monthly meeting of the Purchas- 
ing Agents Association of Dallas. 
Using a panel of members for the 
occasion the meeting drew one of 
the largest groups of the year. 

The panelists were: Robert D. 
Crane, Dresser Industries, Inc.; 
Harry C. Hankins, Southern 
Union Gas Company; Jimmie D. 
LaHaye, Johnson & Johnson; and 
H. M. Stockton, Dallas Power & 
Light Company. 

Gerdes W. Price, Lone Star 
Gas Company, was responsible 
for the outstanding program. 











you can rely on 
SERVICE 

when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 
Decatur, Indiana 


Phone 3-2700 








= 
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PRESTRESSED! § 


herMold conveyor Belting 
keeps rolling with the punches 


Before it ever comes to you, the heaviest tension you'll 
put on Thermoid-Quaker Conveyor Belting has already 
been built in—and then released after curing. So the rubber 
and fabric are really in compression when you put the 
belting to work—ready for the toughest pull without over- 
straining the yarn or the cover. 


There’s a Thermoid-Quaker belting designed with just 
the combination of properties you need for each conveying 
job. To get the right belting for your needs, talk with the 
Thermoid industrial distributor nearest you, or write to 
Thermoid Division, H. K. Porter Company, Inc., Tacony & 
Comly Sts., Philadelphia 24, Pa. 


Notice how the special ply con- 
struction of Thermoid-Quaker 
**VICTOR”’ Beiting provides 
greater flexibility at the edges— 
more shock-absorbing rubber 
where the worst beating occurs. 


Divisions: Connors Steel, Delta-Star Electric, Disston, Forge and Fittings, Leschen Wire Rope, Mouldings, National 
Electric, Refractories, Riverside-Alloy Metal, Thermoid, Vulcan-Kidd Steel, H. K. Porter Company (Canada) Ltd. 
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Heart of the best printed circuits— 


CDF Di-Clad° 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58. 


*duPont di rk for its 





oethylene resin 





CDF PRODUCTS OF TEFLON 


CDF produces an unequalled range of electromechanical parts of 
Tefion* — such as small- and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes, and 
finished parts. Now also available: cementable Teflon in supported 
and wnsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates — your CDF sales 
engineer is the man to call. Meanwhile, write for the new CDF 
Tefion Folders. 

*duPont trademark for its tetrafluoroethylene resin 


CDF 
HIGH-HEAT 
ELECTRICAL 


ae TAPES 


Flexible insulating tapes for hand or automatic 
winding, made of glass-supported silicone rubber, 
silicone varnish, Micabond, with and _ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 
*duPont di hylene resin 


ABOND | 


s}LicOnE 
é 


TEFLON nic 





k for its tetrafi 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 
ye Known for over sixty years 
mm as the standard of quality in 
| fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and is 
| available in sheets, rods, 
) tubes, strips, rolls, fabricated 
parts, and formed specialties. 
Write for Catalog DVF-S58. 


LOW-COST VULCOID is ; Resin-Impregnated Vulcanized Fibre. 
Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. 


154 


CDF 
CELORON® 
= cs? MOLDED 
rg PRODUCTS 


Celoron is a molded- BBB and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, etc. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 
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for electrical and mechanical applications 


DILECTO®, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 


with the grade, so get the expert assistance of your CDF sales engineer. 


Phenolic 


Heat-resistant Phenolic 


Silicone 


Glass Fabric 
Nylon Fabric 
Asbestos Fabric 
Cotton Fabric 


RESINS AVAILABLE IN DILECTO: 


Epoxy Polyester 
Melamine Tefion* 


BASES FOR DILECTO: 
Glass Mat 
Felted Asbestos 
Non-woven Cotton Mat 
Paper (either cellulose or asbestos) 


CDF gives fast technical and delivery service on sheets, tubs, rods, or complete 
fabricated parts of Dilecto plastics. Write for Catalog D-55-C. 
*duPoni trademark for its tetrafluoroethylene resin 





For a better motor “a generator — 


MICABOND® 
INSULATING 
PARTS 





CDF mica V-rings and slot liners insulate America’s best-selling 


motors and generators. Finest-quality mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions. 

Forms of Micabond® available: Sheets; Tubing; Tapes (with 
backings of cotton, silk, paper, woven glass, and Mylart poly- 
ester film); Fabricated Parts of various shapes such as Mica 
segments. CDF supplies and fabricates Micabond to your 
strictest specifications — on time and at low cost. Call your 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58. 

tduPont trademark 


PLASTICS 


FABRICATION 
Stes BY CDF 


SAVES YOU TIME, MONEY, WORRY 


Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 
raw-material production and final fabrication. When you 
let CDF do it for you, there’s no problem of shortages, 
rejects, waste. Undivided responsibility pays off for you! 








BALTIMORE 14, MD. NOrthfield 5-0964 
2451 Ellis Road 

BIRMINGHAM 6, PAA. VErnon 3-5713 
110 95th Stree’ 

BOS GRanite 2-2150 


1245 Hancock St., Quincy 69, Mass. 

BUFFALO 3, N. Y. WAshington 3929 
495 Ellicott Square Building 

CHICAGO 11, ILL. Delaware 7-6266 
1201 Palmolive Buildin 

CLEVELAN OHIO  cHerry 1-5220 
550 ned ‘Buiding 


FT. WORTH 7, TEXAS FAnnin 3339 
3414 Camp Bowie 

GREENSBORO, N.C. BRoadway 4-0226 
2103 Mimosa Drive 

HARTFORD Hartford-JAckson 9-0397 
15 Harding St., Wethersfield 9, Conn, 

HOUSTON 27, TEXAS JAckson 3-9254 
3302 Mercer Street 

INDIANAPOLIS 5, IND. WaAlInut 5-9883 
709 East 38th St. 

KANSAS CITY 11, MO. 
406 West 34th St. 

LOS ANGELES 
3141 Century Bivd. 
inglewood 4, Calif. 


LOgan 1-6014 
KEnmore 3114 


AComa 2-2236 
, ee 3-0447 


ORchard 3-2266 
ORegon 8-5476 
Lincoln 1-7660 


260 Denver Club Bid 
DETROIT 35, MICH. MILWAUKEE 19, WIS. 
201 Officenter Bidg. 6108 W. Lincoin Ave. 
EXPORT DEPARTMENT: BRIDGEPORT PENNSYLVANIA, U.S. A. 





THERE’S A CDF SALES OFFICE NEAR YOU 


MINNEAPOLIS 2, MINN. FEderal 3-6666 
610 Plymouth Bidg. -3388 

NEW YORK SCarsdale 5-1600 
2 Overhill Rd., Scarsdale, N. Y. 

OMAHA 3, NEBRASKA ATlantic 6548 
110 North 40th 


CHerry 1-3774 


TULSA, OKLAHOMA 
204 S. Cheyenne St 


Pacific Coast Representatives 
MARWOOD LIMITED 
SAN FRANCISCO 3, CALIF. 
357 Ninth Street HEmlock 1-7893 
SEATTLE 4, — MAin 3-4747 
1714 First Ave. S. 
PORTLAND : “OREGON CApital 3-5123 
209 S. W. First Ave 


LUther 7-6189 


——-. Norristown- 
Brid BRoadway 5-0800 


ex rs vARIZONA ALpine 8-7893 
LOS ANGELES 13, CALIF. MUtual 3241 
PITTSBURGH 21, PA. CHurchill 1-0969 Ooo East 3rd Street " 


Mission 5-2253 In Canad 
1246 Hi DIAMOND STATE FIBRE CO. OF 
SPARTANBURG, S. C. NADA, LTD. 
46 Hollinger Rd., Toronto 13, Ontario, Can. 


834 Hayne Street SPartanburg 3-6397 








CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -Afa4/ COMPANY eo 


NEWARK 41, DELAWARE 
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There’s Engineering | New England Group 
Has Full Meeting 


“6 M agic sd Siaae David S. Gibson, vice presi- 
dent, purchasing, Worthington 


¥ Corporation, Harrison, N. J., was 
CERAMIC MAGNETS | <2 === 7= 
meeting of the New England Pur- 


chasing Agents Association. 
You can do things with The topic of Mr. Gibson’s talk 
Stackpole Ceramagnet you was, “The Administration of Pur- 
can’t do with conventional chasing.” A speaker of note, Mr. 
eee nents - - - = Gibson’s talk was well-received 
aa Sat pierre Pt by all the purchasing department 
better ... often at less heads, as well as those aspiring 
cost. Ceramic magnets have to this position. Eleven new mem- 
highest magnetic perma- bers attended and had high praise 
nency. No keepers needed. % for their first association meeting. 
They are electrically non- ; : 
conductive, weigh less . . . The education committee con- 
and offer numerous other ducted two pre-meeting forums. 
application advantages. One, aimed at members interested 
in electronics, was a Bell Labora- 
tory film on the invention, de- 
velopment, and use of the transis- 
tor and solar battery. 

Running simultaneously with 
the film was a forum on, “How 
to Coordinate Maintenance, Re- 
pair and Operating Purchases.” 
Speakers for this phase were: 
Erwin W. Nelson, General Elec- 
tric Co.; Thomas A. Misci, Hotel 
Corporation of America; John R. 
Reddy, City of Woburn; and 
Joseph F. Hill, Massachusetts 
General Hospital. 


eo" 


USED AS: 


Rotors ®@ Drive units @ Pole pieces @ Holding 
units © Magnetic shafts @ Grippers @ Chucks 
© Couplings @ lon traps @ Seals @ Arc 
snuffers @ Centering devices @ TV “pin 
cushions” © TV field equalizers @ TV PM 
focusers . . . and many other uses 


Fuel pumps @ Motors @ Magnetic drives @ 
Door latches @ Clutches @ Speedometers 
© Switches © Toys @© Games @ Statuette 
bases @ Utensil racks @ Novelties @ Desk 
sets @ Generators @ Oil level meters @ 
Relays @ Electric blankets © Butter warmers 
® Coffee makers @ Can openers @ Burglar 
alarms @ Vending machines @ Submerged 
gas pumps @ Pressure gauges @ Float 
meters @ Lightning arresters © Key keepers 
® Inverter motors @ Pot holders © Conveyors 
@ Magnetos @ Microphones @ TV sets @ 
Magnetic separators @ Recorders ® Sonar 
devices © Gas pump starting switches . . . 


\ and hundreds of other things 


WRITE FOR ENGINEERING BULLETIN RC-11A 


5 STACKPOLE CARBON COMPANY 
St. Marys, Pa. 


va ct Be ees 


Be 


Twin City P.A.’s 
Discuss Buying Hours 


Program Chairman Wayne 
Hamlett, (Continental Machines) 
of the Twin City (Minnesota) 
Association of Purchasing Agents, 
had good reason to be smiling at 
the last meeting. 

? The president of the National 
Association of Purchasing Agents, 
ae Gordon Burt Affleck, was the 


Nei e am ES ge principal speaker and he had a 


sizable crowd to hear him. The 

title of his talk was, “Fundamen- 

tals in Purchasing and N.A.P.A.” 

Tom McCary, Brown Steel 

Tank Co., moderated the pre- 

meeting session. Mr. McCary had 

Cit, are G. M FE T° his work cut out for him because 

the topic was the highly contro- 

THE PERMANENT MAGNETS THAT ARE REALLY PERMANENT | versial subject, “Buying Hours.” 
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protection is stainless 


Summer or winter the car with plenty of Stainless Steel 

is easy to clean and keeps its good looks 

under the roughest conditions of driving and weather. 

No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves 

and sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 





specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


for automobiles 





FREE BULLETIN... 


TURN TRASH 
INTO CASH 


Just produced by Handy & Harman—this new Refining Bul- 
letin describes the great cash potential in precious metals 
industrial waste ... lists many possible sources. Types and 
forms of refinings are illustrated photographically and de- 
scribed in text. Equally important, the bulletin calls atten- 
tion to the fact that much of industry’s valuable waste is 
truly wasted, 


Refining Plants Bridgeport 1, Conn. El Monte, Calif. (Los Angeles) 


& Collecting Stations: 330 North Gibson Road 
Chicago 22, Ill. New York 38, N.Y. 
1900 W. Kinzie Street 82 Fulton Street 
Providence 3, R. 1. Toronto 2B 
425 Richmond Street 141 John Street 























For your free copy of this new and cash-provoking bulletin, 
write to Refining Division, Handy & Harman, 82 Fulton 
Street, New York 38, N.Y. Your biggest dividend will come 
when you send a refining lot to Handy & Harman and see 
for yourself the cash benefits you get from the country’s 
leading refiner of precious metals waste. 


Your No. 1 Source of Supply, Refiner and Authority 
on Precious Metals Alloys 


HANDY & HARMAN 


General Offices: 82 Fulton St., New York 38, N.Y. 
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Precision switches for every design requirement 
... plus nationwide topflight engineering service 


The very variety of shapes and sizes, actuators 
and mountings of the sixty or so switches illus- 
trated here may suggest an answer to a switch- 
ing problem. And these switches suggest the scope 
of the MICRO SWITCH precision switch line, num- 
bering thousands of switches with mechanical 
and electrical characteristics to meet nearly any 
need. 


Control of quality is as complete as the line itself. 
Successful development of precise, reliable 
switching components has made MICRO SWITCH 
the leader in the industry. 


And, to complete the picture of MICRO SWITCH 


HONEYWELL 


as your best first source for precision switches, 
the competent counsel of MICRO swiTcH field 
engineers in branch offices across the country is 
available to help you save time in switch selection. 


You are invited to call the branch office near you 
for information about any of the switches shown, 
or for help on a specific problem. Consult the 
Yellow Pages. 


MICRO SWITCH... FREEPORT, ILLINOIS 


A division of Honeywell 


In Canada: Honeywell Controls, Ltd., Toronto 17, Ontario 


Honeywell 


MICRO SWITCH PRECISION SWITCHES 


For More Information Write No. 266 on Inquiry Card—Page 32 


Aprit 13, 1959 





i. a 


Po 
bo Aw 


“| PROTECT DANGER 


ht 40 ame 


<4 


CONTINENTAL’ 
CHAIN LINK FENCE 


This is the fence that gives you extra protection, extra resist- 
ance to rust and corrosion, use it is the only fence made 
of stronger, longer lasting KONIK STEEL. H-section line 
Posts are 15 percent stronger, too. Terminal posts and post 
caps are heavier, more rugged. Extra strength throughout, 
with galvanizing after weaving, mean longer fence life at 
lower cost per year, without maintenance! 


Write today for your Fre PLANNED PROTECTION Manual 


ICONTINENTAL STEEL wore. 
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people spell the difference! 


P-I-E has the most modern equipment in the world. But no one 
- machine is half so important as the man or woman who brings it 
alive. It takes the will of a man—the desire and determination 
to “deliver the goods ...in good shape, in good time!” From the 

voice on the phone, to the hand at the wheel 
A= —“People Spell The Difference at P-I-E!” 


fe 


(ie 





PACIFIC INTERMOUNTAIN EXPRESS 


TERMINALS G OFFICES IN PRINCIPAL CITIES. GENERAL OFFICES P-1-E 
BLOG., 14TH G CLAY STREETS, P.O. BOX 958, OAKLAND 4, CALIFORNIA 


PeleE Delivers the Goods in good shape . . . in good time! 
For More Information Write No. 268 on Inquiry Card—Page 32 
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Prominent Executives 


Speak At New York 


The New York Purchasing 
Agents Association was fortunate 
to have two prominent purchas- 
ing personalities discuss, “Com- 
petitive Bidding or Negotiated 
Buying.” Louis J. DeRose, presi- 
dent of DeRose Associates, and 
Charles B. Adams, manager of 
purchasing service at General 
Electric Company, presented a 
hard-hitting analysis of both the 
fundamentals and the latest tech- 
niques in competitive bidding and 
negotiated buying. 

Their points were illustrated by 
a slide-film and a negotiating dem- 
onstration. 

The general forum in mid- 
afternoon covered the topic, 
“Controlling The Profit-Building 
Elements of Purchasing.” Richard 
W. Taylor of McKinsey & Co., 
Inc. called for better management 
controls and performance report- 
ing tools in the purchasing func- 
tion. “These tools are essential,” 
said Mr. Taylor, “not only to tap 
undeveloped profit-building po- 
tential in purchasing, but to meas- 
ure the effectiveness of purchas- 
ing methods. Top management 
has never had a clear picture of 
how much purchasing contributes 
to business success. As a result, 
it has been largely overlooked as 
an important source of corporate 
profits.” 


IBM Executive Speaks 
To Denver Group 


A recent meeting of the Pur- 
chasing Agents Association of 
Denver was the scene for a talk 
on “Futuristic Miracles Are Here 
Today.” Stanley Farwell of IBM 
presented this view to a near- 
capacity audience. 

Graduates of the association- 
sponsored purchasing course re- 
ceived their diplomas at the same 
meeting. 

Arrangements for the annual 
“Outstanding Student Award” 
were announced. The much 
sought-after award is presented 
to a purchasing student at the 
University of Colorado and to one 
at the University of Denver. 
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Auto-Lite gives you One-stop Service 
on all basic hook-up insulations 








PVC PVC SILICONE TEFLON 


(polyvinyl with nylon with glass taped or 
chloride) servings RU BBER extruded 


braid with or hook-up wi 
or braids without braids ook-up wire 


Whatever your wire problem, 
you'll find the answer at Auto-Lite COLORS + MARKING 


Yy hed - . HIGH & LOW TEMPERATURES 
ou get unmatched service on any wire problem at the ION « FLEXIBILI 

new Auto-Lite Wire Research Laboratory at Port — sid 
Huron, Michigan. This ultra-modern facility is com- VIBRATION + OVERLOAD 
pletely equipped to perform all qualification tests of RESISTANCE TO CHEMICALS, 
wire for military specifications. These facilities are also SOLVENTS, OIL, FUELS, 
available to solve your problems quickly and efficiently. MIL SPECS: MIL-W-16878 


ANY QUESTIONS? Our new Wire Research Center TYPES B, C, D, E, EE, F, FF, N, 


will give you quick answers to your wire problems. Write MIL-W-76A, NAS-702, NAS-703 
for full information. 


AUTO-LITE. 


GENERAL PRODUCTS GROUP 


WIRE AND CABLE DIVISION ¢« TOLEDO 1, OHIO 
Piants at: Hazleton, Pennsylvania « Port Huron, Michigan 





AUTO-LITE General Products Group 
Wire & Cable Division, 
Toledo 1, Ohio 


Please send complete magnet wire catalog 


Name 





Company 
Address 
City and State 
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Crucible warehouse stocks these and many izes and analyses. A single phone call will bring any 


age 
1) 


r specialty steel items in a tremendous range of or all of them to you in the quantity you need. 





keeps 16,000 specialty steel items 
flowing from mills to local warehouses 
for immediate delivery to you 


Every day, thousands of specialty steel 
items flow from Crucible mills to Cru- 
cible’s 31 strategically located ware- 
houses — keeping local stocks at levels 
that meet customers’ maximum needs. 

Here’s how these continually-replen- 
ished stocks are helping one steel buyer 
today. He says: 

“We reduced plant inventory to cut 
operating costs and free working capi- 
tal and space. This is smart business. 
But it creates problems, too—like when 
production requisitions an extra-large 
order of 36” x 120” Type 304 stainless 
sheet, 20 ga and 2B finish — and needs 
it overnight. I solve this problem by 
calling the Crucible warehouse. It’s set 
up to give us the kinds of steels we 
need from stock.” 

All 31 Crucible warehouses offer in- 
stock delivery of approximately 16,000 
specialty steel items, ranging from tool 
steels to stainless sheet and wire. 
They’re able to maintain these high 
inventories because they’re part of 
Crucible’s completely integrated opera- 
tion, from mining the ore to steelmak- 
ing to warehouse delivery to you. If 
you’d like to know all the ways these 
warehouses can serve you, phone or 
visit the one near you today. Crucible 
Steel Company of America, Dept. PD13 
The Oliver Building, Mellon Square, 
Pittsburgh 22, Pa. 


STOCK LIST 

Keeps you up-to-date 
on local stocks of spe- 
cialty steels. Just ask 
the Crucible salesman 
to place your name 
on the regular mail- 
ing list. 


One Source 
For All 
These Steels 





CRUCIBLE 











Inventory specialists keep warehouse stock ‘Steels you ordered yesterday arrive today 
records up-to-date to give you fast, accurate at your receiving platform — dependably 


answers on availability of every analysis. 


TOOL STEELS—Woter, oil, air hardening, shock 
resisting, hot work, plastic and die casting 
in all including bars, sheets, 
plates, drill rod, hollow bors, forgings and 
flat ground stocks 

HIGH SPEED STEELS—Crucible's famous “*Rex’’® 
Rex Thrift Finish rounds, hot roiled and 
cold drawn flats and squares, drill rod, forg- 
ings, sheets, plates, and tool bits 

STAINLESS STEELS — Bars, sheet, strip, wire, 
cold heading wire, metalizing wire, plates, 
angles 


steels forms, 


steels 


on schedule. 


Warehouses maintain 
modern equipment, like 
this electronically-con- 
trolled flame cutter, for 
fast processing of spe- 
cialty items. 


FREE MACHINING STEELS — Crucible Mox-el® 
rounds, hexagons, plates and brake die steel 
ALLOY STEELS — Bors, billets, strip and sheet 
COLD ROLLED CARBON SPRING STEELS 
DRILL STEELS — Hollow and solid drill steels 
ALUMINUM EXTRUSION DIE STEELS 
HOLLOW TOOL STEEL 
WELDING AND HARD FACING ROD 
PLASTIC MOLD STEELS 
PERMANENT MAGNETS 

—and many others 


STEEL COMPANY OF AMERICA 


Branch Offices and Warehouses: Atlanta « Baltimore « Boston « Buffalo ¢ Charlotte « Chicago « Cincinnati ¢ Cleveland « Columbus « Dallas « Dayton 


Denver ¢ Detroit « Grand Rapids ¢ Harrison * Houston ¢ Indianapolis « 


Kansas City ¢ Los Angeles * Milwaukee * New Haven * New York 


Philadelphia ¢ Pittsbyrgh ¢ Portland, Ore. « Providence « Rockford e Sait Lake City « San Francisco « Seattle * Springfield, Mass. * St. Louis 
St. Paul « Syracuse ¢ Tampa « Toledo © Tylsa © Toronto, Ont. 





2,000 wvnenn 


on PAYROLL DOLLARS/YEAR 


with this new Impactool 
in the hands of an operator 


I-R’s new 3%” capacity Impactool has 40% more 
power than its predecessor. This new tool can help 
you achieve some quick cost reductions. If the tool 
operators in your plant are using older Impactools, 
you could increase their man-hour productivity by 
as much as $2000 Payroll Dollars per year for 
each operator, just by replacing the older tools 
with new I-R 804’s. 


Here’s the way it works! Each of your tool operators 
probably earns about $5000 a year, but let’s say he 
uses the tool 50% of his time. So $2500 of his annual 
wage is chalked up to tool operation. By boosting 
his productivity 40%, you are actually increasing 
his man-hour output by $1000 Payroll Dollars 
(40% x $2500). This dividend, or extra man-hour 
output, possible without adding to your present pay- 
roll, is your Dividend on Payroll Dollars. \f you 
have 10 operators, that’s a $10,000 Dividend. 


The best way to fight today’s higher production 
costs is to take the limitations off your man- 
hour output, and start earning your Dividend on 
Payroll Dollars. 


The fastest, easiest way to do this is to call your 
Ingersoll-Rand Branch Office today! Or write 
Ingersoll-Rand, 11 Broadway, New York 4, N.Y. 


SG if Ingersoll-Rand 


Tools plus AlRengineering 


increase output per man __ 8-909 
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Behr-Manning Co., Troy, N. Y., 
has named Thomas Trowbridge 
general sales manager of its 
Coated Abrasive Division. At the 





T. Trowbridge T. G. Gilcoyne 


same time, Thomas G. Gilcoyne 
was appointed field sales manager 
of the division. Mr. Trowbridge 
has been with the Troy firm since 
1922. He served for several years 
as assistant manager and later 
manager of the firm’s product en- 
gineering department. He was 
eastern regional sales manager 
from 1948 to 1954, and was made 
assistant sales manager in 1955. 
He became sales manager the 
following year. Mr. Gilcoyne has 
been with the sales department 
since 1937. He has served as New 
York divisional manager and was 
manager of general trades sales 
from 1954 to 1957. He became 
manager of industrial sales last 
year. 


Appointment of Richard E. 
Sutherland as sales manager, The 
S-P Manufacturing Corporation, 
Solon, Ohio, is announced. Mr. 


Richard E. Sutherland 


Sutherland joined S-P two years 
ago. Prior to that time, he was 
(Please turn to page 168) 
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me) Fiat MAKES BOXES 


AND BOXES at Buffalo, New York 
AND BOXES ct cambridge, onio 
AND BOXES ct canton, onic 

AND BOXES at Chicago, Illinois 
AND BOXES ct cieveiand, onio 
AND BOXES ct coices, ew vork 
AND BOXES i: cosiccton, onio 
AND BOXES a: crajion, 7. 

AND BOXES ¢: duties, reas 

AND BOXES & dusiae, rows 
AND BOXES at Fullerton, California 
AND BOXES i coriand, reas 
AND BOXES a: craston, w. ve. 
AND BOXES «: iroperstown, maryland 
AND BOXES at Jacksonville, Florida 
AND BOXES at Mt. Wolf, Pennsylvania 
AND BOXES & Newari, onic 

AND BOXES &: Pitisiurci, 70. 
AND BOXES « sciinas, catifornia 


That’s right! St. Regis makes boxes in 19 corru- 
gated box plants located throughout America. But 
there’s more to what we do than just make boxes. 
We’ve adopted the most modern facilities for man- 
ufacturing and printing. Our services include a 
testing program that makes certain of the most 
practical, safest container for your product—even 
if it is one of those “hard to package’”’ items. 


Result? A superior shipping container that gets 
your product to market—and helps market your 
product when it gets there. For more specific in- 
formation, write St. Regis Paper Company, Dept. 
Pu-459, 150 East 42nd Street, New York 17, N. Y. 


CONTAINER DivViISION 

St.Regis 
DARE! COMPANY 
150 EAST 42wno STREET. NEW YORK 17,.N.¥ 
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FRASS EI 


how she’s doing 


helps tell 


’ 


Ballistic missile success hinges on 
intelligence obtained in test firings. 
Tracking data — reporting velocity, 
direction, altitude, temperature, etc. is 
vital— when processed, it guides critical 
design changes. 


Heart of the intricate data process- 
ing system at Cape Canaveral isa Potter 
Magnityper —a high speed electronic 
printer that decodes raw material... 
then stores, collates, interprets and 
prints at 72 thousand characters per 
minute. Lightweight, non-magnetic 
aluminum is essential to its efficient 
operation —that’s why the Magnityper 
is made almost completely of Frasse 
aluminum. 


Frasse ships the required sizes 
quickly from stock—in the grades that 


nS PBA." 8 Ox 2 @ 


NI 


contribute to its ease of fabrication and 

performance. For example, Frasse sup- 

plies 2024-T4 bars for strength and 

machinability, 5052-H34 sheet for 

formability and weldability and “775” 

tooling plate for dimensional accuracy 
- with no distortion when worked. 


Perhaps these same qualities can 
increase the efficiency of your product 
—or reduce fabricating costs. It’s worth 
investigating—and a Frasse aluminum 
specialist will be glad to help. There’s 
no obligation — simply write or call 
your nearest Frasse office. You’ll be 
glad you did. 


Screw Machine Stock « Bars « Rods ¢ Wire 


e Fittings « Valves e Extrusions 


Call FRASSE for ALUMINUM 4 Sheets + Plates + Tubing + | Holobar 


Tool and Jig Plate 

















Peter A. F VaSSE|\|| & Co., Inc. 



































NEW YORK 13, N. Y. PHILADELPHIA 29, PA. BUFFALO 7, N. Y. SYRACUSE 1, N. Y. HARTFORD 1, CONN. 
17 Grand St. 3911 Wissahickon Ave. P. O. Box K, Sta. B P. O. Box 1267 P.O. Box 1949 
WaAlker 5-2200 BAldwin 9-9900 BEdford 4700 HOward 3-8655 JAckson 9-6861 
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MORE 


Small towns, too, get big service 
from Interstate System’ 


“Serving 8,026 points in 26 states 


We’ ve earned the reputation of ““America’s fastest-growing motor 
freight system” by providing to small towns the same swift, 
dependable service we offer metropolitan centers like New York 
and Chicago. On both truckload and LTL shipments, departures 
from our 66 terminals are timed and scheduled, kept under 
control by long-line, 24-hour telephone circuits. Only the most 
modern equipment is used. For safe, sure, economical freight 
delivery, ship Interstate System. Your local Interstate System 
representative is listed in the Yellow Pages. 


DIRECT SERVICE TO PUERTO RICO 


New trailership service to and from Puerto Rico from any point 
within Interstate System’s authority. Truckload or LTL, open 
top, heated or mechanically refrigerated trailers. 


INTERSTATE 


SYSTEM 


Grand Rapids @ 
Michigan 


eRe eB A TRUCK LIN ss XA PPR SPSRITAT ION SY 
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Suppliers 
(Continued from page 164) 


affiliated with The Weatherhead 
Co., Cleveland, in sales, engineer- 
ing and production divisions. In 
his new post, Mr. Sutherland will 
direct sales of S-P power chucks, 
air and hydraulic cylinders, valves 
and accessories. He will make his 
headquarters at S-P’s plant and 
general offices, 30201 Aurora 
Road, Solon, Ohio. 


Be sure to see GRC at 
Design Engineering Show 
Booth 1524 





[1] REDUCE COSTS 
[] SIMPLIFY ASSEMBLY 
(] IMPROVE APPEARANCE with 


DIE CAST ZINC ALLOY 
( R & MOLDED NYLON 


< Maltorsdy daeevete ® Wide range of 


e High in quality stock styles, fypes, 
Low in cost sizes and threads 


Produced in one high speed automatic 
operation, GRC's exclusive methods as- 
sure uniformity, smooth, rustproof & cor- 
rosion resistant surfaces and the lowest 
possible cost. New kinds of fasteners 
never before available . . . modifications 
in stock fasteners for specified use .. . 
infinite variety in styles, types and sizes, 


now: WASHER BASE 
WING NUTS 
From GRC STOCK 





Thomas A. Martino has been 
appointed Cleveland district sales 
manager for the Electrical Wire 
and Cable Division, John A. 


have been made possibie by GRC’s spe- 
cial automatic die castirg and mo.ding 


machines. 


Integral wide-diameter washer 
base eliminates need for separate 
washer. Cuts your cost, saves as- 
sembly time and labor. Specially 
suitable for use with bolt holes, 
adjusting slots, soft surfaces. 
Holds better because of greater 
seating area. 14 thread sizes— 
#6 thru Ye”. GRC—world’s most 
complete stock of standard and 
special wing nuts. Write today 
for new detailed catalog. 


Write, wire, phone RIGHT 
NOW for prices, your copy of 
GRC’s NEW DETAILED CATALOG 


World's Foremost 
Producer of 
Small Die Castings 


GRIES REPRODUCER CORP. 
39 Second St., New Rochelle, N. Y. @ NEw Rochelle 3-8600 
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NOW.. 


the new aia | 
<<) > 
i ZZ 


HYDRAULIC 
LIFT 
TABLE 


‘ UNITED PRODUCTS CO., 3001 North Starr Street, Tacoma 2, Wash. 


Send brochure on Upco Lift Table 


2 Name 


.A COMPLETELY SELF-CONTAINED UNIT 


Lifts complete 
load at center 
of lift—no stress 
on cross arms 


@ lower collapsed height, 9’ 
fewer moving parts—less 
maintenance 

e pa sand speed lifting and 

lapsing 

@ less oil volume 

@ less oil flow 

@ higher lift, 43’ 

+. 


lifts 5,000 Ibs. plus overload 
factor 


The UPCO lift sells in economical 
price range yet offers features of 
more expensive machines. For 
free brochure and more details, 
fill out coupon below and mail 
to: United Products Co., 3001 N. 
Starr St., Tacoma 2, Washington. 


Some Distributor Franchises 
still available. Write for full 
particulars. 


Dept. PM-1 





: Business Address 


7 UNITED PRODUCTS CO. 
¥ A Division of Meridan Corp.) 








« City 


‘3001 North Starr Street 
Tacoma 2, Washington 





eeeeee eevee eeeeeereeeeee ees eseeeeee ® 
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T. A. Martino 


Roebling’s Sons Corporation. Mr. 
Martino will have his headquar- 
ters in Cleveland. He will be in 
charge of the division’s sales ac- 
tivities covering most of Ohio and 
eastern Michigan. 


The appointment of William E. 
Houghton as assistant manager of 
sales for Allied Chemical’s Gen- 
eral Chemical Division was an- 
nounced. Mr. Houghton has been 
manager of General Chemical’s 
Philadelphia office for the past 
nine years. He joined the com- 
pany in 1933 as a college appren- 
tice. He then served in various 
sales capacities including assis- 
tant manager of the New York 
City and Philadelphia sales offices. 
Mr. Houghton will now be located 
in the company’s New York Of- 
fice. 

For More Information Write No. 277 
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Cast Steel Tires 
That Help Build Highways- 


C= == ™ 
(ate 









67 tons of cast steel here!—a cement 
mill kiln tire 20 feet 7 inches in 
diameter. It’s one of many such steel 
castings designed to bear the burden 
of making cement for your smooth 
super highways. Erie Forge,& Steel 
Corporation has been making such 
heavy industrial steel castings in wide- 
ly diverse shapes and sizes for over 
three-quarters of a century . . . steel 
castings for cement mills, rolling 
mills, blast furnaces, presses, ham- 
mers, turbines, ships at sea and 
industrial machines. Every operation, 
from scrap pile to finished cast steel 
part on the shipping dock, is quality- 
controlled by experienced metallur- 
gists, engineers and skilled craftsmen. 
It will pay you to consult with us 
as your supply source for quality 


cast steel components. 


Cleaning the Cast Steel Kiln Tire in 
Erie Forge & Steel Corporation foundry. 


& STEEL CORPOR 


ERIE, PENNSYLVANIA 





layout and 


template making time 
cut in half... 


tHE NEW S'TRIPPIT 
FLEX-O-DRILL 


@ DRILLS, REAMS, SCRIBES, CENTER PUNCHES to + ().002” WITHOUT base 
line drawing or height gauge layout ! 

@ EASY, ACCURATE POSITIONING — quickly set to any reference point and to 
nearest 0.100" by adjustable steel tapes reading in both 
directions from zero. Micrometric gauges then bring settings to 
nearest 0.001”. No optical scanning device needed. 


@ LastING accuracy! Table is an actual ground surface plate. 
Bridge assembly is of heavy, accurately machined castings. Lead 
screws are precision ground and engaged only during micrometric 
gauge settings to minimize wear. All parts are corrosion- 
resistant. Bearings are protected against dust and chips by felt 
shields. Drill motor is heavy-duty industrial type. 


@ %” CAPACITY in mild steel — stock up to 24” width, any length. 
@ ALSO A PROVEN MONEY-SAVER On pilot runs, low unit production. 


TRE A PRT TS ASPEN IN ASNT eis 
= +: 


ae) vo 


Template drilled by 
Flex-O-Drill 


Layout scribed by 
Flex-O-Drill 


Flex-O-Drill 
work piece 


WRITE FOR LITERATURE TODAY, and an actual demonstration at your plant: 


waes OTRIPPIT inc. siti 


229 Buell Road, Akron, New York osree 


In Canada: Strippit Tool & Machine Company, Brampton, Ontario 
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Survey Shows How 
Buyers Rate Suppliers 


A ten point checklist to rate 
your suppliers has been suggested 
by Chicago Apparatus Company, 
the laboratory supply and scien- 
tific equipment distributor that 
has just completed a survey of its 
customers’ purchasing policies. 
The objective: to determine the 
factors other than price that in- 
fluence buying decisions. 

James O. Bengston, president 
of Chicago Apparatus, explained: 
“Price is just one factor in pur- 
chasing, and it can be determined 
easily. But there are many in- 
stances in which several suppliers 
will quote about the same price 
on an item. In such cases, how 
does the purchasing man deter- 
mine his most dependable source 
of supply?” 

The survey, Bengston said, 
showed that buyers rate suppliers 
on many different points includ- 
ing: 

1. Experience and knowledge of 
sales representatives. The profes- 
sional competence of salesmen re- 
ceived first attention from nearly 
every purchasing man. 

2. Availability of salesmen for 
installation problems, training in 
operation of equipment, etc. Buy- 
ers expect service after as well as 
before an order is given. 

3. Availability of technical ex- 
perts to back up salesmen. In the 
laboratory field, buyers expect 
special service on problems of 
microscopy, electronic instru- 
ments and so forth. Comparable 
special service is expected in 
many purchasing areas. 

4. Top quality, branded mer- 
chandise arriving in good condi- 
tion. The purchaser should not 


. have to—and does not expect to— 


check that no substitutions have 
been made, the merchandise is of 
the quality promised, etc. 

5. Prompt settlement of damage 
claims. Delays in making adjust- 
ments for shipping damage can be 
one of the greatest annoyances to 
customers. 

6. Availability of diverse stocks 
from one supplier. In such fields 
as laboratory equipment, the pur- 

(Please turn to page 174) 
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9496 


STANDARDIZED 
TRANSMISSION 
PRODUCTS 

Stock Gears 

Sprockets and Chain 
Speed Reducers 
Bearings * Couplings 
Shaft Supports 

Pulleys 
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“You save time in planning and production 
— and you simplify servicing” 


when you standardize on 


The BOSTON Gear catalog lists over 2000 types and sizes 
of standardized gears. It is your reliable guidebook to 
transmission design and maintenance economy. Select the 
gears you need, then order from your nearby BOSTON 
Gear Distributor — for prompt delivery from stock. 


BOSTON Gears are top-rated for precision and perform- 
ance by industry’s most experienced buyers. Installed in 
your product, they simplify servicing problems. If required, 
replacements are available anywhere, from over 100 
conveniently located Distributors. 

Why pay more (and wait) for “special” gears? Boston 
Gear Works, 74 Hayward St., Quincy 71, Mass. 


CALL YOUR 


BOSTOW.... 


™ STANDARO/IZATION 
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Are you open-minded about methods of permanent 
fastening? If so, it will pay you to call in your nearby 
Thomson Fastening Man. Ask him to look at your 
new-product sketches or old-product assembly lines. 
Chances are, he can tell on the spot whether you 

can speed production or cut costs with time-tested 
automatic positioning and fastening techniques. If not, 
he'll pass your problem, drawings or samples along 

to his home-office engineers who know when. riveting 
beats stapling, welding, cementing and other 
permanent fastening methods. 


Your Thomson Fastening Man sells by giving 
shirt-sleeve service. He’s more interested in solving 
fastening problems than in selling rivets. So, use 

him freely as your direct contact with 74 years of 
fastening experience. Why not make a date with him 
soon? Write today to Dept. P 


. JUDSON L. 
‘ 


_ MFG. CO., WALTHAM 54, MASs. 


Fae a 





LOOK for improvements in industrial handcleaners 


ANEW WAY to 


There has never been such a combination of plus features 
to keep workers’ hands healthy—and therefore on the job 
day after day! 


It’s a brand new scientific formulation — non-depleting 
Lan-O-Kleen PLUS. 


It’s WEST’S famous Lan-O-Kleen handcleaner . . . plus 
a softer scrubbing action ... plus a gentler sudsing action 
. plus a soothing lanolin action! 


All of which combine to combat the depletion of natural 
skin oils while hands are being washed clean. 


Highly important is the exclusive process that keeps the 
rich lanolin content of Lan-O-Kleen PLUS “free” to 
soothe and soften. Lanolin is impregnated into a corn 
meal base, instead of being “held” in the soap by conven- 
tional methods. In this way, it is instantly released for 
more positive, beneficial action. 


clean working hands 


Lan-O-Kleen PLUS is dispensed from a patented, preci- 
sion-action unit. A clog-proof measuring valve with a 
mechanical agitator delivers a thrifty, yet adequate indi- 
vidual portion. More than 435 pairs of hands can be 
washed with each dispenser filling. 


FREE TRIAL OFFER. We'd be glad to send five pounds 
of Lan-O-Kleen PLUS and loan a dispenser for free trial. 
Or we’ll send a smaller sample for evaluation. Just call 
your local WEST office. Or mail the coupon to our Long 
Island City Headquarters, Dept. 15, 


( Supply a dispenser and 5 lbs. of Lan-O-Kleen PLUS. 
O Send a small sample of Lan-O-Kleen PLUS. 


Name 





Position 








PROGRAMS AND SPECIALTIES 
FOR PROTECTIVE SANITATION 
AND PREVENTIVE MAINTENANCE 


ae 


Ct ad 


WEST CHEMICAL PRODUCTS INC. 
42-16 West Street, Long Island City 1, New York 


Branches in principal cities 
CANADA: 5621-23 Casgrain Avenue, Montreal 





WEST DISINFECTING DIVISION 


For More !nformation Write No. 281 on Inquiry Card—Page 32 


Aprit 13, 1959 





DWEWSPLED 
tn tire fighting... 


@ Available in 22, 5, 10, 
15, and 20 Ib. nominal sizes 

approved by Underwriters 
and Factory Mutual Labora- 
tories. 5 Ib. and 15 Ib. sizes 
sre also Coast Guard ap- 


roved 


In addition to the usual 
ter orifice, four other ori- 
fices, (two in 22 Ib. Model) 
herge at right angles 
» side of the horn, 
breaking the snow into 
minute particles for instant 
hange into gas. 


WITH 


AMERICAN |AFRANCE 


CARBON DIOXIDE 
EXTINGUISHERS 





Extinguishers which provide a new concept 
in fire extinguishment with carbon dioxide. 


Newly designed horn, and nozzle with mul- 
tiple orifices, give almost instant change from 
liquid to snow to gas. The result is a heavier 
concentration of gas over the fire area, giving 
faster and more efficient extinguishment, 


while permitting the operator to stand away 
from the heat. 


Much of the “punishment” usually taken by 
operators of carbon dioxide extinguishers 
when moving in to extinguish the fire, is re- 
moved. 


AMERICAN |AFRANCE 


A OVISION OF Stee 





ELMIRA, N.Y, U.S. my 
In Canada, LaFrance Fire Engine and Foomite, Lid., Toronto, Ont. 
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(Continued from page 170) 


chaser expects to obtain many 
different items from one source. 
Regular back ordering or substi- 
tution of “just as good as” mer- 
chandise scores heavily against 
the supplier. 

7. Prompt procurement of un- 
usual, non-stocked items. Even 
the best supplier will not have 
every item on his shelves, but the 
purchaser expects reasonable pro- 
curement. Many buyers keep 
careful records of delivery prom- 
ises and actual performance. 

8. A well organized, factual 
catalog. Buyers depend on easy- 
to-read catalogs as time savers. 
They want copy to be factual and 
free of unsupportable sales claims. 

9. Evaluation of new products. 
Suppliers. should be alert to sug- 
gest how specific applications of 
new products will save money or 
time. It is not enough merely to 
list new products that are de- 
veloped by various manufactur- 
ing sources. 

10. Clear replies to telephone 
and written inquiries. Many buy- 
ers find certain suppliers guilty of 
evasive replies or no replies at 
all to their queries. A supplier 
may endanger a steady account by 
using such tactics through fear of 
losing one order. 





Book Reviews 





Accounting for Non-Accountants 
By John N. Myer 
New York University Press 


Washington Square 
New York 3, N. Y. 


$5.00 


Did you ever have a supplier 
walk in, say he had to raise his 
prices because of higher costs, and 
then throw a bunch of financial 
figures at you to prove it? Could 
you understand them or did you 
have to take his word or it? 

Too many P. A.’s accounting 
techniques are a complete mys- 
tery. They needn’t be. Accounting 
for Non-Accountants provides a 
lucid explanation of the mysteries 

(Please turn to page 178) 
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BARS IN THE LIFE OFAPA, 


BIG DEAL 








BIG TROUBLE 














BIG SAFETY 


BIG SERVICE Bliss & 9 
from Your Steel : Laughlin HOW WOULD YOU LIKE TO WIN $1007 


" e Write us your estimate of the number of tons of cold 
Service Center a LUSTERIZED® finished carbon steel bars in stock at steel service centers 
on January 1, 1959. If you are closest to the estimate being 
developed by the American Steel Warehouse Association’, 
the $100 is yours. Don't be conservative because the ton- 
nage is always big—an excellent reason why your steel 
service center can give you terrific 
AMERICAN STEEL service when you need cold finished 
oe; ) steel bars. All entries post marked 
Al SH on or before midnight May 17, 1959 
will be considered. Please mail your 
WAREHOUSE ASS N | estimate to ‘‘Contest,"’ Bliss & 
; Laughlin, Inc., Harvey, Illinois. 
*Based on projections made from 
A.1.S.1. 16 Report. 














Originators of LUSTERIZED® Finish—The BIG DIFFERENCE in Cold Drawn Steel Bars Largest Independent 


Producer of 
BLISS & LAUGHLIN O72 


Stee/ Bars 
GENERAL OFFICES: Harvey, Ill. « PLANTS: Harvey, Detroit, Buffalo, Mansfield, Mass. 














BETHCON SHEETS 


pass the toughest tests in your shop 


You can make snap locks, Pittsburgh lock seams, deep 
raws, or seamed tubing without damaging either the zinc 
oating or the steel base of a Bethcon sheet. That’s because 

Bethcon sheets are galvanized by a continuous process 
hich bonds the zinc to the base metal much more tightly 
han conventional methods, 


SPECIAL ANNEALING IMPROVES DUCTILITY 
Another advantage of the Bethcon continuous galvanizing 
ocess is the remarkable combination of ductility and 
rength in the sheet, which stems from the special annealing 
ycle in the continuous line. You'll find a Bethcon sheet 
either too soft nor too stiff, but just right for easy work- 


; 


ility and a sturdy end-product. The zinc is distributed 


evenly, so that the finished sheet is uniform in thickness 
and appearance. 

You can specify Bethcon in a wide variety of gages in 
plain steel or copper-bearing (Beth-Cu-Loy) for extra cor- 
rosion-resistance. If you have not yet worked with Bethcon, 
you might like to talk with someone who has. Or perhaps 
you'd prefer to discuss it with one of Bethlehem’s ex- 
perienced representatives. You'll get prompt attention by 
getting in touch with our nearest district sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products ore sold 
by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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HERE’S HOW YOU GET BETTER-NESS WHEN YOU BUY TIMKEN” BEARINGS 


Here’s a unique word—to express the 
American urge to do more and do it 
better—Better-ness. The idea that 
“good enough” isn’t. It’s the drive 
that puts more and better cars on the 
highway every year. And puts them on 
the best roads in the world. It’s the 
philosophy that has let the bone crush- 
ing labor of farming slip into history. 

In its drive for Better-ness, industry 
relies more and more on Timken 
tapered roller bearings. Engineers and 
purchasing men have learned that 
Timken bearings assure better per- 
formance, reduce maintenance, keep 
machines on the go longer and with 
practically no attention. They’ve 
learned that Timken bearings really 
cost less to use. 


HERE’S WHY: 


1) Timken bearing sales engineers 
work directly with your engineers to 
develop bearing applications from 
the start. 


2) Our research facilities help de- 
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velop not only better bearing appli- 
cations, but help build more wear 
and longer life into related parts. 

We make our own nickel-rich 
steel to make sure we start with the 
best—America’s only bearing manu- 
facturer that makes its own steel. 

We've developed the most 
modern bearing production tech- 
niques to keep costs down while 
delivering a finer, more uniformly 
precise product. 

Our modern Shipping Center 
speeds deliveries, makes your han- 
dling of shipments easier, cuts bill- 
ing time. 

Now industry is making bigger 
advances than ever. Greater precision. 
Greater speed. Greater loads. And 
Timken tapered roller bearings are 
ready to play their vital part. Timken 
double zero bearings, for instance, 
are more accurate than most industry 
needs today. But these Timken bear- 
ings are ready for the greater pre- 
cision needed in the years ahead. 


Timken bearings are your number 
one bearing value. In your search for 
Better-ness, in machines and sales, 
look to Timken tapered roller bear- 
ings. They’re the symbol of Better- 
ness. The Timken Roller Bearing 
Company, Canton 6, Ohio. Cable: 
“TIMROSCO”. Makers of Tapered 
Roller Bearings, Fine Alloy Steels and 
Removable Rock Bits. 





BETTER-NESS rolls on 


T avatar N ® 
ive Oi 


tapered roller bearings 








_____ First in bearings for 60 years 
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SPECIAL WASHERS 0 U.S. STANDARD WASHERS 0 FENDER WASHERS O 


RIVETING (BURR) WASHERS Cc] LIGHT STEEL WASHERS L_] FLAT WASHERS FOR 


PRE-ASSEMBLY (SEMS)[_] S.A.E. WASHERS L_] MACHINE SCREW wasHers [_] 


ALUMINUM, BRASS AND COPPER WASHERS [_] BELLEVILLE TYPE WASHERS C) 


MALLEABLE BEVEL WASHERS OC) 6 MINE ROOF WASHERS CJ 


MALLEABLE ROUND WASHERS [_] EXPANSION PLUGS [_] 


SPRING LOCK WASHERS [_] 
SQUARE WASHERS L] CASTER 
MACHINERY BUSHINGS L_] 


HI-TENSILE STRUCTURAL WASHERS L_] 
sHims L_] AN 960 FLAT WASHERS L_] 


check your washer needs, 


Texel «a 


can supply them all! 


* QUALITY WASHERS SINCE 1914 


Joliet Wrought Washer Company offers the reserve 
capacity and flexibility needed to meet both your 
regular and emergency requirements for washers 
of all types — standard and special. Capacities range 
from 14” to 8” O.D. with thicknesses from .008” to 
\,”. In all metals, all finishes, including heat-treating. 


SPECIAL WASHERS 


We maintain our own tool and die shop assuring 
you the utmost in prompt service on new tooling. 
Your orders are never too large for adequate serv- 
ice, nor too small for personal attention 

Available in steel, stainless, copper, brass, lead, 
aluminum, bronze. In these finishes: Hardened 
washers ASTM Specifications, case hardening, 
carbo-nitriding, dry cyanide cadmium, chromium, 
copper, zinc di-chromate, phosphate finishes, Par- 
ketizing, hot zine galvanizing, shot peening, roto- 
blasting, tempering and electro-plating. 








HIGH-TENSILE 
STRUCTURAL WASHERS 













BELLEVILLE TYPE WASHERS 


Write for free 16 page catalog 


JOLIET WROUGHT WASHER COMPANY 
210 Connell Avenue—Joliet, Ilinois 
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Book Reviews 





(Continued from page 174) 


of depreciation, Fifo and Lifo, in- 
come statements and income de- 
ductions, capital and reserves, and 
all other basic accounting con- 
cepts. It’s written, as the title im- 
plies, specifically for people with 
no training in accounting. It’s an 
ideal book for the purchasing 
agent who has never taken a col- 
lege course in accounting and is a 
convenient reference for P. A.’s 
twenty or thirty years removed 
from the ivory tower. 


The Art of Purchasing 
by A. L. McMillan 
Exposition Press $7.00 


The author applies twenty years 
of practical purchasing experience 
plus academic experience to the 
writing of this book. The result 
is a text that is not only compre- 
hensive in scope but which is 
relatively easy to read. 

All basic buying problems are 
covered including purchase law, 
inventory accounting, standardiza- 
tion and value analysis, economic 
analysis, buying procedures, etc. 





A. L. MacMillan 


The author, who is former di- 
rector of purchases of the City of 
New York, has also written a 
smaller book, How to Teach Pur- 
chasing, designed as a guide 
for teachers using The Art of Pur- 
chasing as a text. It is particularly 
tailored to use in adult education 
courses but is equally applicable 
to college courses. 


PURCHASING 





THE PEOPLE WHO KNOW REFRIGHRAT )\ BEST 


DEPEND ON THE PEOPLE WHO KNOW || |}| \() BEST! 


Every foot of GM Steel Tubing takes shape right here under 
the watchful eye of Dick Spears and his staff. Among other things, 


HE TAKES YOUR they supervise the steam cleaning of every steel strip from 


which GM Steel Tubing is formed. Then cleanliness is 
TUBING PROBLEMS safeguarded by keeping these strips free of outside contaminants. 
TO THE CLEANERS! In addition, the atmosphere in which the tubing is annealed is 
controlled to assure specified ductility requirements. Extra 
work? Sure it is. But Dick enjoys every minute of it. He knows 
that when his job is done he has helped produce the cleanest 
tubing you can buy. Put some on test today. See why GM Steel 
Tubing leads in refrigeration sales . . . by miles. Rochester 
Products Division of General Motors, Rochester, New York. 


SEE SWEET'S CATALOG Ia/Ro 


eye 


STEEL TUBING BY ROCHESTER PRODUCTS LJ_ty 


& 
i 


et ~ 
: <pee 


al 
AMERICA’S LARGEST MANUFACTURER OF REFRIGERATION TUBING 
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a industrial product or service. 


advertising, CMPD is kept com- 
pact and is complete in one vol- 

me. You can keep it right on 
your desk. 


Conover-Mast Purchasing 

irectory for your industrial 
purchases in place of the more 
x mbersome directories. You'll 
. ind its complete cross references 
,1ake it the easiest and quickest 





Conover-Mast Purchasing Directory shows you 
where to go when you are in the market for any 


By rigidly excluding all non-industrial listings and 





“We like the fact that the information in CONOVER-MAST PURCHASING 
DIRECTORY is contained in one book instead of several. Because of its size, 
it is easy to take from one part of the department to another.”—K. A. Cruise, 
Material Manager, Bendix Aviation Corporation, Kansas City, Mo. 


> Saveo0%of YourSource-Finding Time 
: By Using 


Conover-Mast Purchasing Directory 


way to locate suppliers of practically any product. 
The more you use it the better you'll like it. 
Hundreds already say that. 


If you do not have a copy, write to: 


Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW: YORK 17, N.Y 





PuRCHASING 


WHADDYA MEAN—ALL ALIKE? DON’T KNOW ABOUT HIM— 
THESE HAVE NICHOLSON ON ‘EM. BUT THAT'S ALL I GOTTA SEE. 


THAT MEANS ALL THE VE TRIED /EM MYSELF AND 
DIFFERENCE IN THE THEY’RE TERRIFIC! 
WORLD! 


YOU CAN SAY 
THAT AGAIN. 


NICHOLSON « 


At last you can tell what a hacksaw or band saw blade will do 
just by looking at it. You know you can expect outstanding per- 


formance and low cost—when you see a Nicholson trademark. NICHOLSON METAL SEPARATING BLADES ARE 
These are the things Nicholson trademarks have always AVAILABLE IN THESE TYPES 


meant. These are the reasons the Nicholson and Black Diamond HAND HACKSAW BLADES 


names are respected and wanted. | Flexible High Speed Molybdenum Standard Steel 


Save metal cutting time and costs. And increase your pro- | All Hard Molybdenum All Hard Standard 
duction. Standardize on Nicholson Hand and Power Hacksaw All Hard Tungsten Special Shatterproof 
Blades and Nicholson Band Saw Blades. Black Diamond Hand 


: POWER HACKSAW BLADES 
Hacksaw Blades also are available. 


Welded Edge Shatterproof All Hard Molybdenum 
Selected Distributors now offer these new Nicholson and Flexible High Speed Stee! All Hard Tungsten—18-4-1 
Black Diamond Blades. Ask to test the types you use. 
‘ : BAND SAW BLADES 


. . Magicut— Raker and Wavy Set - Hook Tooth - Skip Tooth 
Industrial Distributors provide the finest goods and services in the 


least possible time. Our products are sold exclusively through them. 


ia . FILES + ROTARY BURS - HACKSAW 
Som Fa 4 ¢€ HOLS © ie “AND BAND SAW BLADES - GROUND 


Nicholson File Company, Providence, Rhode Island FLAT STOCK « INDUSTRIAL HAMMERS 
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all the way 
up to 34 hp! 


Winsmith worm gear 
speed reducers 


For top performance on your big jobs, Winsmith Worm Gear 
Speed Reducers are available for any application up to 34 
horsepower. Compact, efficient, economical — with endurance 
to spare — Winsmith Speed Reducers offer you the most com- 
plete line of standard models, sizes and drive arrangements 
from a single source. For speed reducer requirements all the 
way down to 1/100 hp, you'll find it pays 

to specify Winsmith. 


WRITE TODAY FOR CATALOG NO. 155 for use- 
ful information on selection, operation and maintenance 
of the hundreds of sizes and types of Winsmith Speed Reducers. 


WINSMITH, INC. 18 Sixth Street, Springville, (Erie County), N. Y. 
For More Information Write No. 289 on. Inquiry Card—Page 32 





High Speed Purchasing 
(Continued from page 80) 


materials to production depart- 
ments. As the material is placed 
on the trailers, packing slips are 
withdrawn from the shipments 
and attached to corresponding 
freight bills. These papers, then, 
are turned over to checkers who 
verify the contents of the pack- 
ages and arrange to have the ma- 
terials delivered to the proper de- 
partments. The checkers place 
move tags on the shipments and 
make the necessary notations on 
the packing slips and freight bills. 

At this point, the inbound ma- 
terials are ready for towing, via 
trackless train, to the using de- 
partments. Long before they ar- 
rive at their in-plant destinations, 
however, all responsible parties 
have given the information they 
need about the materials. On ship- 
ments of production materials de- 
tailed information is sent by tele- 
scriber to the purchasing, inspec- 
tion and using departments. For 
non-production materials, mes- 
sages are routed to purchasing, 
inspection, to the tool cribs and 
stock rooms. These messages con- 
tain full purchase order, vendor 
identification and material de- 
scriptions. 

In the purchasing department, 
telescriber messages are bread- 
and-butter working tools for the 
department’s follow-up men and 
are delivered to the men respon- 
sible for the materials received. 
They use these messages to up- 
date their purchase order follow- 
up files. 

Our inspection department, of 
course, is responsible for check- 
ing incoming goods. This depart- 
ment plans a good part of its work 
schedules around the telescriber 
messages announcing incoming 
goods. 

The final assembly department 
must maintain basic stocks of key, 
expendable production materials 
and so it keeps perpetual inven- 
tory records of these expendable 
supplies. Clerks in this section 
scan incoming telescriber mes- 
sages, pick out those covering 
materials they are interested in, 
and post this data to stock con- 
trol records. 

Similar inventory functions are 

(Please turn to page 186) 


PuRCHASING 








TO THE RESCUE... 


Sterling Supreme anda 
Trojan Imperial gummed tapes | 


... Stick quick 
and won’t let go 


make tough jobs ys & 


easy to handle... Rye 





Sterling Supreme Gummed Tapes are made with exceptional strength for 
instant, permanent bond. Plus built-in flexibility that gets more boxes 
sealed faster; keeps costs down. Need special-purpose tape? Depend on 
our complete line: plain or printed, in a wealth of colors, weights, lengths 
and widths to fill the bill. Talk to your local paper merchant about the com- 
plete line, including Trojan Imperial Gummed Tapes. 





The Gummed Products Company 
Troy, Ohio + A Division of St. Regis Paper Company 
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Coming June 8, 1959... 


Again this year PURCHASING Magazine will bring you 
a complete edition on VALUE ANALYSIS 


This valuable cost reduction issue will show you 


HOW Value Analysis is applied in any purchasing department— 
regardless of size. 


HOW Value Analysis becomes an integral part of the materials 
management program. 


HOW Value Analysis promotes teamwork between purchasing, 
engineering and suppliers. 


HOW Value Analysis training can be made to yield spectacular 
results. 


HOW to determine if there is a need for a full-time analyst. 


HOW a Value Analysis program can be organized to get best 
results. 


In addition . . . this issue will include over 


300 actual case histories of Audited Savings classified for easy 
reference into 8 product categories: Production Tools, Component 
Parts, Materials, Electrical Equipment, Packaging and Shipping, 
Materials Handling, M.R.O. and Safety Supplies and Office Sup- 





I Paul V. Farrell : 
| PURCHASING, Magazine Save 33-1/3 off the regular price! 
I New York 17, N.Y. 


1959 APPLIED. VALUE ANALYSIS = the = to sb 4 
toons } , s 

| ton an a $1.00 cr baa, Thaler Ge a a ees Order your extra copies NOW! ... at the 
d per copy). 


10 Bill me. special price of $1.00 per copy. Regular price 


C) Payment enclosed. 
i “i for this edition will be $1.50 per copy. Take 
tT advantage of this limited one-third saving 
COMPANY offer! 





' ADDRESS 








A Conover-Mast Publication — 205 East 42nd Street, New York 17, N. Y. 


PURCHASING 








“SEEN THE LARGEST 
KNOWN MILL STOCK OF 
STAINLESS PIPE AND 
TUBE NOW IN THE 
RACKS AT UNION 


STEEL’S NEW MARKET, 
NEW JERSEY MILL?” 


“Sure, but what’s in it for me?” 


WS Obvious answer is fast shipment of your order. Less 
obvious, but equally important, is the fact that Union 
Steel off-the-rack pipe and tube offer you guaranteed 
performance in stainless —every time. Hydrostatic, 
“Black Box’’ and 5 other quality control tests must be 
passed before a Union Steel pipe or tube can be placed 
on the racks or shipped to you. 


You name the type and grade. You get consistent quality 
when you specify Union Steel products. 


CORPORATION 


UNION, NEW JERSEY + MUrdock 7-2000 
UNION DISTRIBUTOR STOCKS THROUGHOUT THE U.S. A. 


STAINLESS PTPE AND 'TUVUGeEe 
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NEW FROM CONTINENTAL 


Hi- 
STACKER 


utility can with 
reversible spout 


Fai-STACKER 


me STYte 


Saves time, space, filling 
and shipping costs 


The spout is inverted during shipment 
and storage. To pour, just reverse spout. 
Fast smooth dispensing. Ask for details. 


Looks like Continental’s famous dome 
top utility can (at left). Completely 
redesigned to save you time and money. 


CONTINENTAL 
Cc CAN COMPANY 


Eastern Div.: 100 E. 42nd St., New York 17 
Central Div.: 135 So. La Salle St., Chicago 3 
Pacific Div.: Russ Building, San Francisco 4 
Canadian Div.: 5595 Pare St., Montreal, Que. 
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High Speed Purchasing 
(Continued from page 182) 


carried out in stock and tool 
rooms which ultimately get de- 
livery of all non-production ma- 
terials. 

We feel that we are using a 
communications system which is 
ideal for a plant which does most 
of its purchasing against actual 
production schedules. Under these 
conditions, we are usually using 
up production materials so quick- 
ly that there just isn’t time to 
wait for routine distribution of in- 
formation by messenger. With the 
telescriber system, everyone who 
needs to know the status of ma- 
terial receipts gets the informa- 
tion quickly. This, obviously, 
makes for maximum production 
efficiency with a minimum of 
capital tied up in inventories. 


Standardization 
(Continued from page 89) 


Statistical quality control allows 
for a smaller percentage of the 
material to be inspected with in- 
creased lot size and still provide 
the same protection. These lower 
inspection costs totaled $25. 


Materials Control—By elimi- 
nating a size, the materials con- 
trol problem is simplified and so 
is the job of estimating future 
requirements. This was  con- 
sidered to be worth $20/yr. 


Quality—The larger size bus 
bar gives the customer a better 
product. This improvement, how- 
ever, was not substantial enough 
to have real marketing value and 
consequently, no dollar vali*> was 
assigned. 


The sum of these _ savings 
amounts to $255/yr. Subtracting 
the $60 for the added copper 
leaves a net saving of $195/yr. 
(See cut). This is certainly not a 
spectacular saving but it does 
illustrate the method. 


It must be emphasized that the 
dollar value for various standard- 
ization projects will vary con- 
siderably. However, in a short 
time a “check list” of appropriate 
cost reduction areas can be de- 
veloped for a variety of standard- 
ization projects. Just having a 
list of this kind is a big step 
toward appreciating the contribu- 
tion that standardization can 
make. 








CLASSIF IED DEPARTMENT 


Contract Work e Used Equipment For Sale e Business Opportunities 





Send orders to: CLASSIFIED DEPARTMENT ° 


PURCHASING 


205 East 42nd Street, New York 17, New York 





Undisplayed 
(set solid) 
90¢ line 


Displayed 
$8.50 inch 


RATES 


Positions Wanted 
45¢ line 











“FOR SALE” 
"BARGAIN" 
“PAINT EQUIPMENT" 


1—Ashdee Automatic Electrostatic Paint 
System complete with three (3) Fostoria 
Series 48-000 Floor Mounted Portable Ra- 
diant Ovens with Gold Plated Reflectors. 
All equipment in first rate condition. Avail- 
able for i diate shi t. Make reason- 
able offer. 

WRITE WIRE PHONE 

THE J. B, BEAIRD COMPANY, Inc. 


PURCHASING DEPARTMEN 
6200 ST. VINCENT AVENUE, P.O. n2OX 115 














SHREVEPORT, LOUISIAN 
PHONE: 7-4441 








JOBBERS WANTED 


We manufacture Kob-Kleen (ground corn 
cobs) for deburring, burnishing, polishing 
and soft grit blasting of metals; metal stamp- 
ing absorbents, etc. Nationally advertised. 


COEVAL, INC. 
Dept. F, St. Joseph, Illinois 








BRIDGE, ANYONE? 


Have two steel truss RR bridges. 248’ spans, 
16’ width, load 4,000# lin ft. W. Preble, 2324 
SW 6th, Portland, Ore. 








PROJECT 

ALERT 

AT WORK satsiad 
FOR YOU **“"** 


FIRST: Udylite introduced its plating barrel reconditioning and replacement plan. It 
has worked and is working, just as promised, for the many customers who 
have taken advantage of this service. 


SECOND: Udylite offered an unmatchable service for modernizing old rectifiers to give 
them the benefit of the latest high efficiency rectifier developments. 


THIRD: Now, Udylite offers a no charge technical service for the inspection of your 
Udylite Full Automatic machines and the recommendation of what is needed 
to put them in top operating conditions. 


THE PLAN AND THE PROMISE: 


Your Udylite representative will call on you and offer this special service: 
1 « A factory-trained service man will call at your plant, at your convenience, to determine 
if your machines need service and/or parts. 


2. If they are needed, he will give you, at that time, a quotation at the special low prices 
established for this Project Alert program. 


3. On your acceptance of the quotation, parts will be shipped promptly from a special 
department at Udylite. When they arrive at your plant, the Udylite service man will 
return and supervise your people in their installation. 


THE ADVANTAGES: 


1. Complete machine inspection without charge to you. 





2. Immediate and complete quotation, if work or parts are needed. 





3. Udylite factory supervision in your plant. 


All three Project Alert plans are working. And all their 
advantages are yours for the asking. Your Udylite man 
will be seeing you soon. But if you need prior service, 
write, wire or call us today. 











— 


corporation 


Cetroit 11, michigan * world’s largest plating supplier 
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Which Kind of SANDVIK 


SPRING PERFORMANCE 
Fits YOUR Product ? 


Sandvik SPIRAL 
springs provide long-lived, 
low-cost service for 
starters, guard return 
springs, toys or tension 
devices where constant 
torque is not critical. 





Sandvik CROSS- 
CURVED springs have a 
dual tension produced by 
winding the spring against 
FOR both its tempered spiral 
CONSTANT and against a special con- 
POWER vex curvature across the 
DELIVERY width of the strip. The 
longer, more even energy 
release provides uniform 
power for timing instru- 
ments, carriage return 
springs, movie cameras 
and other high perform- 
ance applications. 





Sandvik 2R25 stain- 
less springs are a super 


Concentration on design and production of quality 
ball bearings for all kinds of uses over a 50-year 
period has taught us a lot. Like how to move fast 
when sudden new engineering needs arise. How to 


quality which give 5 to 10 
times longer performance 
than ordinary carbon steel 
springs and can take the 
corrosive attacks of vary- 
ing atmospheres too. For 
applications where per- 
formance demand out- 
ranks cost, such as in mis- 


FOR ULTRA CRITICAL 
APPLICATIONS 


siles, aircraft and special 
instruments. 


keep production flexible when everybody wants 
everything right now. How much worth there is— 
to our customers and to us—in pride of workman- 
ship and real understanding of a supplier’s duty to 
meet ‘‘when-promised” delivery dates. If things 
like this make sense to you, talk to us about your 
ball bearing requirements, whatever they may be. 
Bearings Company of America Division, Federal- 
Mogul-Bower Bearings, Inc., Lancaster, Pa. 


SANDVIK STEEL, INC. 


* 
s se a 4 
ety 
’ . 
tgs 
> fi Pea e 
? n New 
: é 
( 


BALL BEARINGS ss, evelane 


Fair Lawr New 


BEARINGS COMPANY OF AMERICA 
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IT PAYS 
TO SEND YOUR 
FASTENER 


SPECIFICATIONS 
TO SPECIALISTS .. 


BOLTS +» STUDS » CAP SCREWS + NUTS 
In Alloys « Stainless « Carbon « Bronze 


All the economies inherent in special- 
ized production backed by experienced 
craftsmanship are yours when you 
send your fastener specifications to 
Erie. For almost half a century, our 
sole business has been the production 
of fasteners to customer, government 
or national standards . . . fasteners 
to meet the rigors of extreme tempera- 
tures, corrosion, tensiles, fatigue, im- 
pact, shear stresses . . . fasteners for 
railroads, refineries, diesels, farm and 
earth moving equipment and other 
heavy machinery. Send your specifi- 
cations to us for prompt estimate. 


A SUBSIDIARY OF 
WE ae ea 


eae 


M@EPLeLIC ~NOUSTM aL 
CORPORATION 


ERIE BOLT & NUT CO. 
Erie, Pennsylvania 
Representatives In Principal Cities 
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special y large stock 
machines by 2 


+12 Pointer 


NATIONAL 


SPECIAL NUTS 





of material 


years of 
experience 


speedy deliveries 
high quality 
low prices 
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"Me? Have production and 
shipment problems." 


Allmetals offers immediate delivery for your 
stainless steel fastener needs. Thirty years 
of “Know How” specializing in the manu- 
facturing of stainless steel fasteners is the 
best answer to your fastener problems. 
We are constantly alerted to maintain the 
type and quality of stainless steel fasteners 
you require for production. Do not hesitate 
to inform us as to your full requirements. 


Write on your company letterhead for latest 
catalog. This too, automatically places you 
on our mailing list. 


yihle 
BS 


MIDWEST 
DIVISION 


WEST COAST 
DIVISION 


SCREW PRODUCTS COMPANY, INC. 


MANUFACTURERS OF STAINLESS STEEL FASTENERS 
821 STEWART AVE. + GARDEN CITY + LONG ISLAND,N.Y. 
GC-603 N. Y. PHONE: PIONEER 1-1200 


6424 WEST BELMONT AVE. » CHICAGO 34, ILLINOIS 
TWX CG 3185 PHONE: AVENUE 2-3232, 3, 4 


5822 WEST WASHINGTON BLVD. + CULVER CITY, CALIF. 
TWX LA 1472 PHONE: WEBSTER 3-9595 
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Aveileble through your local 
distributor. 


For over 55 years the firm guarantee 
back of each and every DART UNION 
sold has been — “if one should leak 
through we will give you two”! The 
meet reveals that less than 1 in every 
100,000 has proven to be faulty. The ex- 
tra wide bronze to bronze seats, preci- 
sion ground to a true ball joint, mount- 
ed in heavy malleable iron pipe ends 
and protected by an extra heavy unicn 


GENERAL 
SALES 
AGENT 


393 LAFAY 


NTEED 


to give 
drip-tight 
leak-proof 


greatest name 
in unions 


DART 


nut, make a drip-tight, leak - 
connection WITHOUT EXCES: IVE 
WRENCHING time and time again. 


Guarantee positive tight connections 
and extra long service on your pipe 
lines Py using the DART GUARA 
TEED UNIO ION. 


Yours on request: Descriptive brochure 
on Dart Unions and Union Fittings. 


THE i'Tellaetelal 43 COMPANY 


ETTE STREET, NEW YORK 
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Watch For... 
PURCHASING MAGAZINE'S 
APPLIED VALUE ANALYSIS 





EDITION ! 





Coming June 8, 1959 
The latest information on: 
How Value Analysis Is Done 


How It Pays Off 








CHAMBERSBURG 
5 t- et ts ~~ 

CHAMBE R 
SPECIALIZING IN LARGE CASTINGS OF GRAY IRON, ALLOY 
IRON AND DUCTILE IRONS * FROM 5000 to 150,000 LBS. 


For over 60 years, Chambersburg has been making large iron 
castings. For the past two decades, we have been serving builders 
of heavy equipment in the electrical, chemical, marine and 
machinery industries. Chambersburg’s unique CEMENT BONDED 
SAND MOLDING method results in closer dimensional accuracy 
and better surface finish. Our new, modern foundry and latest 
casting techniques tend to lower costs. Write or phone 
CHAMBERSBURG ENGINEERING CO., FOUNDRY DIVISION 

561 Derbyshire St. (Phone: COlony 4-7151) Chambersburg, Penna. 


Take me to 
your buyer 


---I'm the 


(below) 51,000 1b. Exhaust Casing 


PRECISION 
CASTINGS 
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New! 


Marsh Dial Thermometers 


designed expressly 
for piping and ducts 





Here you have everything that has been 
so long needed in thermometers for 
piping and duct work. 

Big 3%” and 4%” dials are far easier 
to read; still more important, can be 
turned and tilted to amy reading angle. 

Instead of illegible, breakable glass 
tube, you now have the readable, un- 
breakable Marsh—the thermometer 
that gives greater readable accuracy than 
any glass tube thermometer and has the a 














@ Want to bring your brush 
costs down to Earth? Pitts- 





famous Marsh ‘‘Recalibrator’’ to 


keep it accurate. FOR PIPING 


Complete line provides for every 
service. Separable sockets and swivel 
attachment nuts make connecting and 
disconnecting easy. Extension necks 
provide for insulated piping and ducts. 


New bulletin covers 
interesting details 


Jas.P. Marsh Corporation 
Dept. G, Skokie, Illinois 


Ranges: 0°—100° F, 
20°—120° F, 40°— 
240° F and 100°—300° 
F. 4” NPT male con- 


nection. 


FOR DUCTS 
Ranges: minus 40°— 
120° F, 0°—160° F, 0° 

-220° F. Long stems 
extend into ducts for 
accurate indication. 


Also available in 





burgh’s complete line of 
power-driven and hand 
brushes... forany job, inany 
industry... can lead the way. 


remote reading types 
with 6 ft. tubing. Same 
ranges, sockets, stems, PITTSBURGH PLATE 


dial sizes. 


GLASS COMPANY 
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MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA. 
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PRESSURE-SENSITIVE 


PO YETHYLENE 


miracle tape 


101 in-plant uses 
with any plastic film, 
paper, metal! 
¢ Waterproof «+ Handles easily 
* Sticks fast * Won't shrink, dry 
out or crack * Doesn’t get brit- 


tle + Send for sample and com- 
plete information today! 


GERING 
=” 


Gering Products, Inc. 
Kenilworth, N. J. 
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NEW 


Gast Booklet ready to give you 


“APPLICATION IDEAS” 


on uses of air motors, compressors, vacuum pumps 


Looking for new ways to improve methods—save time—or 
cut costs? This booklet may be valuable to you! With line 
drawings, it shows dozens of the basic principles of “putting 
air to work”. 
With photographs of our customers’ products—from air 
mixers to data plotters—it illustrates each principle. ..and 
shows how Gast rotary Air Motors, Compressors and Vac- 
uum Pumps provide advantages as original equipment or in 
plant use. 
Design Engineer or Plant Master Mechanic, you'll find this 
booklet of interest...and it may “spark” an important 
dea you can use! 

WRITE TODAY FOR NEW 


“APPLICATION IDEAS'' BOOKLET! 


st Manufacturing Corp. 
). Box 117 -X SEER 





i ee 
Harbor, Mich. GAST © AiR MOTORS TO 7 HP. 4 
|ROTARY| © COMPRESSORS TO 30 PS). 
© VACUUM PUMPS TO 28 IN, 
“Ale may be your enswer!" , 
a SADE ihe KDn 8 oe ee nee — a a ak 


For More Information Write No, 305 on Inquiry Card—Page 32 
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The lustrous, 
non-scuff FLOOR WAX 


that outlasts them all 


For free sanitary survey 
of your premises consult 
your Dolge service man. 


For More Information Write No. 306 on Inquiry Card—Page 32 
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(RITCO) FORGINGS 


~ ee best by any fest! 


Take a close look at any Ritco Forging and you soon see 
why product designers and engineers rate Ritco first in 
forging. Made to close tolerances, each Ritco Forging has 
a smooth, flaw-free surface that eliminates costly finishing 
operations . . . saves hours of time and trouble on product 
assembly. In addition, its dense, fibrous structure and con- 
trolled grain flow assure maximum strength and toughness 
at points of greatest shock and stress . . . improve impact 
resistance and fatigue strength in key parts. 


It will pay you to write these advantages into your prod- 
uct specifications. Get the full facts on Ritco Forgings 
now. Produced in a wide range of metals and alloys, and 
in many designs. 





Ritco also offers complete 
machining facilities and 
makes Special Fasteners 
and Upsets of ferrous and 
non-ferrous metals. Send 
us your requirements. Send us your blueprints now 


for estimates at no obligation! 


RHODE ISLAND TOOL COMPANY 


Member Drop Forging Association 
150 WEST RIVER STREET ° PROVIDENCE 1, R. I. 


For More Information Write No. 307 on Inquiry Card—Page 32 
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Check Angles om ly and Precisely yw with the New 





AMFs DIAL TYPE ANGLE CHECK 


ANGLE CHECK, a new dial type measuring instrument, offers you a fast, 
low cost, extremely accurate method for checking angular parts 
There are two ANGLE CHECKS: Model V for vertical work; Model H 


° 
New Efficiency 
for horizontal. Either model takes AMES 200 S« 


aed few : + The sensational new FLEX- 

Jlades are available in various shapes ana lengths . 

Ruggedly built, ANGLE CHECK saves hours in checking angles on A-PRENE Paint Mask 

simple and intricate shapes keeps out paint pigments 
The contact blade can be set to a predetermined angle with the dial and solvents with amazing 


“0” under the indicator hand. A range of plus or minus—in incre- Slick soe fiok 
ments of 5’ can be obtained. ANGLE CHECK is accurate to 5’. Write today efficiency, yet its light 


New Economy 


FLEX-A-PRENE’s low first 
cost is only part of the 
story. Most important sav- 
ings come from its endur- 
ance in service and time 


ries backs. Contact 


for complete information. 
ow in Principal Cities 


€ BC. AMES CO, 


34, Mass 


Toronto 


Ames Street, Waltham 


Otastion Office — B. C. Ames Co., 45 Oriole Parkway 


(just 1 ounce), comfort- 
able and so easy to talk 


‘and breathe through you 


hardly know you’re 
wearing it. 


saved through less frequent 
filter replacements. You 
can expect at least 100 hours 
of exposure before filter 
replacement is necessary. 


Sample: $150 postpaid 


(INDUSTRIAL PRICE ONLY) 
FLEXO Products, INC. westiake, onio 
For More Information Write No. 309 on Inquiry Card—Page 32 


MANUFACTURERS OF MICROMETER DIAL INDICATORS AND GAUGES 


For More Informaticn Write No. 308 on Inquiry Card—Page 32 
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Employment Service 





Experience: Nine years buyer in indus- 
trial purchasing. Handled all mainte- 
nance operation & repair buying. One 
year expediting purchased parts. Worked 
under v.p. director of purchases. My 
knowledge of purchasing & experience 
is not being utilized. Desire challenge 
& can be of value to organization seek- 
ing one with ambition. 

Education: College graduate. 

Will relocate. 


Write: Box 362. 


Experience: Six years of purchasing 
experience—3 years in _ institutional 
buying and 3 in research buying. In 
diversified items and capital equipment. 
Interested in nuclear and missile buy- 
ing. Want very much to make purchas- 
ing a career, interested in working with 
people and getting the job done. Shop 
experience in blue prints and govern- 
ment buying. 

Education: Special purchasing courses. 
Will relocate. 


Write: Box 364. 


Experience: Heavy background in met- 
als, alloys, industrial chemicals, mill 
equipment, machinery, precision parts. 
Supervision of specifications for multi- 
plant standardization and value analy- 
sis. Administered surplus disposal, con- 
tracts for scrap materials to highest ad- 
vantage. Top level expediting. 
Education: Two years college. Purchas- 
ing Agents Ass’n specialized courses 
and P.A.A. Management Workshop. 
Will relocate. 

Write: Box 366. 


Experience: Nine years as buyer and 
ass’t P. A. with large electronic facility 
and with supplier of automotive body 
trim. Have purchased broad range 
products with emphasis on adhesives, 
hardware, metals, packaging, textiles, 
tools, MRO supplies and capital items. 
Seven years traffic management. 
Education: B.A. Degree, chemistry, ma- 
jor. Graduate work in business manage- 
ment. 

Will relocate. 


Write: Box 365. 


Experience: Over 30 years in purchas- 
ing Dept. Sixteen years as purchasing 
agent, handling supervision of stores, 
inventory, traffic Mgr. for steel foun- 
dry. 

Education: Business College. 

Will relocate. 

Write: Box 380. 
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INVENTORY CONTROL 
MAN 


National distributor of lab- 
oratory apparatus looking for 
inventory control man. Pur- 
chasing experience and famil- 
iarity with distribution busi- 
ness helpful. Position entails 
establishment of latest scien- 
tific procedures and modern 
statistical methods of inven- 
tory control for multi-plant 
operation. This is a newly 
created staff purchasing posi- 
tion that offers good potential 
for man who can accomplish 
ultimate objectives of inven- 
tory management. Please sub- 
mit resume and _ indicate 
vr” requirements to Box 
514. 











Experience: Two years purchasing agent 
for paper converting company on paper, 
plastic films, foils and jobbing items. 
Submitting bids, selecting suppliers, 
and keeping inventory control records. 
Previously, five years purchasing for 
large shoe manufacturer on shoe find- 
ings for 50 factories. Originally in their 
chemical dept. Office figuring costs of 
products and doing statistical surveys. 
Education: B.S. Degree, Major: Chem- 
istry. 

Will relocate. 

Write: Box 370. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address ll 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 
Street, New York 17, New 
York. 





205 East 42nd} 








Experience: General P. A. seven years 
wholesale bakery. Annual purchases 
$2,500,000. Experienced in consumer 
goods packaging and promotional ad- 
vertising materials. Controlled traffic, 
claims and inventory. Prior 18 yrs. gen- 
eral & cost accounting background in 
reports, analyses, budgets and state- 
ments. 

Education: 4 yrs. general & cost ac- 
counting, auditing, business law & 
correspondence, finance & economics. 
Non-com & com. off. QM _ supply 
courses. 

Will relocate. Yes, but prefer Pitts. area 
Write: Box 346 


Experience: Ten years multiline indus- 
trial buyer including three years in 
charge MRO & production for big store 
fixture Mfr. Supervised three others. 
Heavy in heating, plumbing, electrical, 
chemical, mechanical. 

Education: 1 yr. BS. course plus 2% 
yr. B.S.EE. course plus recent 2 yr. 
nite college Purchasing course, 1 yr. 
Business Management. 

Will relocate—Prefer Fla.,C.Z. area. 
Write: Box 381. 


Experience: Four years as buyer for 
chemical mfg. co. purchasing raw 
mat’ls, MRO items, equip., containers & 
mise. items. Eight years engineering 
Dept. Familiar with all phases of MM 
involving prod., maint., and const. 
Education: B. S. General Engineering 
USAF Extension Courses Electronics 
and Installations Engineering. 

Will relocate. 

Write: Box 372. 


Experience: Seven years buyer of in- 
dustrial chemical raw materials. Duties 
include price studies, value analysis, 
contract negotiations, inventory control, 
reports to management, expediting, 
specification revision, interviewing 
salesman, and office supervision. 
Education: B. S. Degree. 1 year M.B.A. 
Credit. Have had courses in Purchas- 
ing Principles, Techniques, and Ad- 
ministration. 

Will relocate. 

Write: Box 373. 


Experience: Three years P. A—seven 
years Ass’t. P.A—eight years Buyer. 
Bought all types material, castings, 
electrical materials, office supplies, 
furniture, automobiles. Experienced in 
warehousing, inventory and cost con- 
trol, multiple plant operation. 
Education: B.S. Degree. 

Will relocate. 

Write: Box 375. 
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COST-CONSCIOUS COMPANIES 
ARE TURNING TO STUDEBAKER 
FOR ECONOMICAL 

FLEET TRANSPORTATION 


=> Studebaker now has the capability to 
substantially lower the cost of fleet transport 
through The Lark and a line of soundly en- 
gineered, versatile trucks. 
=> An increasingly large number of corpo- 
rations, oriented towards reducing the burden 
of unnecessary costs, are purchasing fleets of 
Larks and Studebaker trucks. It makes good 
sense because these vehicles provide everything 
that higher priced cars and trucks offer plus 
several highly advantageous and exclusive 
bonus features. The Lark’s price begins below 
others, and its operating costs are low, too. Its 
14% ft. length allows comfortable seating for 
six, yet saves about 18 sq. ft. per vehicle of 
parking space over conventional autos. Mul- 
tiply that by your fleet and see what you save. 
Fuel, maintenance, insurance, even sheet 
metal damage in accidents are less costly than 


other vehicles. This is the nub of the story. It’s 
good business to get all the facts and make a 


7 “TART: UDEBAKER 


THESE FLEET USERS HAVE PURCHASED THE LARK: 
City of Memphis 
State Highway Comm., lowa 
City of Cedar Rapids 
City of Miami 
State of California 
And Telephone Companies 
Throughout The U.S.A. 


careful appraisal before committing large sums 
of money to fleet transport that exceeds your 
requirements. 

>> We urge you to mail this coupon for 
details on Studebaker vehicles. It’s a good in- 
vestment that will assuredly save a consider- 
able amount of corporation money. 
THE LARK 2- AND 4-DOOR SEDANS. Ex- 
cellent company cars. Reflect good taste and 
handle with effortless ease. The Utility Sedan 
features spacious flat area behind driver's seat 
for bulky merchandise or other material. 
THE LARK STATION WAGON -—smart 
and practical. Converts to Panel Wagon with 
easily installed advertising panels. 
THE LARK HARDTOP-—Ideal rental car. 
Already a stunning success with demand ex- 
ceeding production estimates. 
THE ECON-O-MILER—A 113-in. wheelbase 
car that is ideal for severe-service conditions. 








dimension in fleet transportation. 


MR. A. E. FITZPATRICK, Manager —Fleet Sales 
STUDEBAKER-PACKARD CORP./South Bend 27, Indiana 


NAME 





ADDRESS 





CITY ZONE STATE 
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"“Here’s why Whirlpool named Sharon 
‘Supplier of Month’ two months in a row” 


“Exceptional quality and service,” says Richard S. Rice, director of purchasing, at Whirlpool’s Clyde, 
Ohio plant, “is the reason why we have twice in succession selected the Sharon Steel Corporation as 


79 


our ‘Supplier of the Month’. 

Sharon’s ability to produce consistent quality together with the flexibility to match Whirlpool’s pro- 
duction requirements earned Sharon the consecutive commendations, according to Mr. Rice, shown 
above presenting Sharon salesman Myron Kauffmann his second award as steel buyer Raymond Celek 
looks on. 


Whirlpool depends on steel to build better appliances for more people. For the finest, they rely on 
steel like that produced by The Sharon Steel Corporation, Sharon, Pa. 


<eoownt> SHARON Och STEEL 





Hard Edge Flexible Back Band Saws. Hardened on the tooth edge 
only. The teeth are milled, then accurately set by machine. This 
type of band saw is furnished with regular and LANCER Hook 
Tooth pattern. Regular pattern teeth with two sets: Raker Set for 
general metal cutting, Group Set for sawing thin wall tubing, 
sheet metal, mouldings, and similar shapes. 14 to 4 inch in 100 
foot safety reels. 5¢, 34, and 1 inch in 100 foot easy-pull boxes. All 
widths in 250 and 500 foot easy-pull boxes. 


Diss-Croloy Circular Saw. Excel- 

lent for long-run production cut- 

ting of non-ferrous metals, and 

for cleaner cutting of plastics on 

' bench or radial machines. High 

finish on sides. Less friction drag. 

' Polished curved gullets produce 

: " free flow of chips. Closely con- 

o trolled side clearance gives cooler 

0 running saw. Stock from 6 to 16 

L») SSret inches in diameter. Other sizes 
Henry OISSTON DIVISION + HK PORTER COMPANT.INE G1) request. 


iy sea A mY aa oe Nl, 
. e: AON . 3 % 


Style "'P’’ Smooth Trimmer Saw. 
Eliminates sanding. Butt joints 


come out absolutely accurate... — en | y 
without tearouts or splintering. or an 
= oa ‘ ©, When joined, they fit precisely. a = 
_ == Excellent for double-end tenoner re | t i 
eg toes p work, also where 1/20’’ veneer is in us ig & | 
| STE : laminated to core, and for trim- 
: Com C an ming lumber to size prior to end * = 
= SSironr) sharpening. Has four gauges of Cu Ti F jo 


lee eaten ORION HERO bomenee hollow ground .. . giving extra 


clearance that eliminates heat. 
From 8 to 30 inches in diameter. 


Super-Safe Hand Hack Saw Blade. ss ge) Peg 
Unbreakable tungsten high speed xe 
steel blade. ee tough . . . strong 
on = ys . .. hardened on the tooth edge . 
oD; SsSsTo Wi + & © B only. Scientifically designed to x HA &, 


meet rigid safety requirements. 


Teeth stay sharp longer .. . in- 
crease production. Teeth range 5 aia 
from 18 to 32 per inch. Also 


PAO ADTLINA UA 
wo Cheon met «A> borane 


SUPER SAFE + HIGH SPEED 


available in power blades—high 


speed steel, welded edge. E D G E 


High Speed Steel Machine Hack 

Saw Blade. Made of hard, tough, 

strong steel that resists wear and 

Be cuts easily through metals that 

.S Storm fi) e | ordinary steel cannot cut. Recom- 

Firs Peat mended for stainless steel, 

chrome-nickel steels and similar 

alloys. Passes rigid inspection 

before being packed. Also avail- 

able for hand use in 10” and 12” 

lengths. Power blades from 12 to 
24 inches in length. 


HIGH SPEED STEEL 
US. Ae 


No matter what the job is, there’s a Disston saw to 
do it better. In fact, Disston produces wood, plastic, 
and metal cutting saws—saws that last longer, and 
cut production costs. With Disston, you enjoy the 
true economy—the economy of quality. 


See your distributor, or write to Disston Division, 
* H. K. Porter Company, Inc., 343 Tacony, Phila. 35, Pa. 


DISSTON |. DIVISION 


* 


H. K. PORTER COMPANY, INC. 


Divisions: Connors Steel, Delta-Star Electric, Disston, Forge and Fittings, 
eschen Wire Rope, Mouldings, National Electric, Refractories, Riverside-Alloy 
Metal, Thermoid, Vulcan-Kidd Steel, H. K. Porter Company (Canada) Ltd. 
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Mr. W. L. Hoffman, Materials Manager, left, 
Chance Vought Aircraft, Inc., specifies 


Scott Towels... 


Scott Towels—used for three years at 
Chance Vought—save the company 


30 to 40 per cent in the important cost item 
of paper towels 


Checked your towel costs lately? Not only purchase price, but 
all costs. How about the wasted portions of roll cloth towels, 
the extra laundering expense? Do your employees tear off SCOTT PAPER 
three to five feet of paper roll towel and use only a third of it? 
Do they use two or more individual paper towels when a 
single Scott UHA Towel with greater absorbency will dry both 
hands and face? Your Scott distributor can show you how oe ee eee 
; 8 Scott Multifold Towels 
Scott Towels save money in many ways. Check the Yellow Singletoid Towels 
Pages under “Paper Towels” and give him a call. ScotTissue 


Distributed through the leading paper merchants of America 
For More Information Write No. 312 on Inquiry Card—Page 32 
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Whether it’s a heavy-duty grinding job or a case of real 
fine polishing, METALITE® abrasive cloth is the answer. 
Available in belts, discs, sheets and hundreds of special 
shapes and sizes to fit every production 

need. A new METALITE Booklet gives 

you the whole story. Write for your copy v'e 

today to Dept. PU-4. {4 

® 


BEHR-MANNING CO. 


TROY, NEW YORK 
A DIVISION OF NORTON COMPANY NORTON 


ABRASIVE 3° 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones + Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Grinding Machines + Refractories + Electrochemicals 
In Canada: Behr-Manning (Canada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A. 
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